And the Journal of Mechanical Contracting 


JOB OF THE MONTH.....page 132 


More bathrooms than guest rooms—and a 
kitchen for ever guest. These innovations 
join with modern heating and cooling in 
Chicago’s spectacular new Executive House 


Plus . . . special in this issue: 


DE’s ANNUAL REPORT ON REMODELING... page 87 





STRONG POINTS 


vjche WATTS 40XL T&P RELIEF VALVE 


SHOWN 
ACTUAL SIZE 


" “ 
4" x VW 


No. 40XL 





Leading authorities agree that an exten- 
sion type thermostat in temperature (and 
pressure) relief valves is essential to the 
complete protection of hot water supply 
systems. As a matter of fact, they are 
required by both the new A.S.A. Standard 
221.22-1958 and the new F.H.A. Minimum 
Property Standards for temperature relief 
valves installed in the hot outlet piping 
from storage water heaters. 











MEETS NEW 1959 F.H.A. REQUIREMENTS 
and 


A.S.A. CONSTRUCTION STANDARDS 


Be sure... Use 


Protection and Control Specialties 


Watts Regulator Company, Lawrence, Mass. 


wih its EXCLUSIVE STRAIGHT TUBE 


EXTENSION THERMOSTAT 
DESIGN 


Watts exclusive 

straight tube thermostats 

are designed for finer accuracy, 
better performance, 

and longer life. 

Com pare these superior features 
with any other valve 

on the market today. 





SOLID WALL, HYDRAULIC PRINCIPLE, PISTON TYPE 
THERMOSTAT, NOT VULNERABLE TO FATIGUE OR COR 
ROSIVE WATER CONDITIONS, ASSURES DEPENDABIL 
ITY AND LONG LIFE. 








DOES NOT START TO OPEN VALVE UNTIL TANK 
TEMPERATURE EXCEEDS 200°F AND FULLY OPENS 
BEFORE 210°F. 








STRAIGHT TUBE EXTENSION THERMOSTAT, 
WITH MAXIMUM %” 0.D. FOR ITS ENTIRE 
LENGTH, DOES NOT RESTRICT FLOW IN HOT 
OUTLET LINE. 








r MOTIVATED BY HYDRAULIC FLUID 
ACTION THROUGHOUT ITS ENTIRE 
LENGTH — DOES NOT NECESSITATE 
“PUSH RODS” — OPERATION NOT 
AFFECTED IF BENT ACCIDENTALLY. 








for ‘‘What's What 
at Watts"’ Bulletin © 





THE VAST MAJORITY OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 





a & WRIGHT and 


SKIDMORE, OWINGS 
& MERRILI 

associated architects 
UNIVERSITY PLUMBING 
& HEATING CO. 

plumbing contractor 
HOWARD S. WRIGHT 
CONSTRUCTION CO 

ue neral contractor 
BOULTLLON, GRIFFITH 
& CHRISTOFRPFERSON 

mechanical engineers 
CRANE CO 

plumbing wholesaler and 


fixture manufacturer 


= 


oie oe en | 
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UIMOS! EFFIGIENGY IN ULTRAMODERN TOWER 


e The new $12-million NORTON TOWER has matic elevators provide fast service to all floors. 


brought a new era of office life to SEATTLE. Utmost) Each tenant is afforded unlimited flexibility. in 
efficiency ja space usage has been coupled with planning his office layout for maximum efficiency. 
architectural artistry. The main tower rises above No columns, ducts or piping intrude upon his 
a 4-story base which houses a mechanical floor space. Utility services are carried within the 

and three parking floors having space for 300 cars. and ceilings. One electrical control centes 

The tower is enclosed with gray-tinted plate glass heating, ventilation, air conditioning 

and anodized aluminum. Entrance to the hand- cal supply. In this ultramodern buil 

some lobby is through a landscaped plaza which many thousands of others, stoan 


contains a reflecting pool. From the lobby auto- are installed throughout. 


Cc~ ro .DERSHIP 5 
SLOAN DULL VALVES . 


FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY * CHICAGO * ILLINOIS ———— 


Another achievement in efficiency. endurance and econ 
= the sLoan Aect-O- Matic SHOWER HEAD. which is 

ning each time it is used! No clog 

Architects and Engineers specify, 

e nd Master Plumbers recommend the 

{et-O-Mat the better shower head for better bathing. 


Write for completely descriptive catalog 


DomMESTIC ENGINEERING, JUNE 1959 





June « 1959 


DOMESTIC ENGINEERING 


e¢¢ Special in this issue 


Job Problems and How to Solve Them 
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This Is DE’s Annual Remodeling Report 
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From virgin ingot to packaged 
valve-under one roof 


At Hammond every step in the manufacture of bronze valves 
—from the melting of the certified bronze ingot down to final 
individual testing and packaging—is performed in one modern 
factory. 

Each manufacturing step is conducted under rigorous con- 
trols to insure that every valve meets Hammond’s reputation 
for quality second to none in the valve industry. Modern 
“automation” methods and high volume permit manufac- 
turing economies which allow Hammond valves to be sold 
at moderate prices for valves of outstanding quality. 

Hammond is one of the world’s largest producers of bronze 
valves—and bronze valves are our only product. As such, 
they get the undivided attention of an outstanding engineer- 
ing staff . . . are not relegated to a secondary position. 
Hammond engineers have developed over 550 different bronze 
valve designs . . . which means you can get a Hammond valve 
especially suited to your particular flow control requirements. 


A new catalog No. 158, describes Hammond’s 
complete line, contains valve number comparison 
charts and other engineering data. Write today to 
Hammond Valve Corporation, Hammond, Ind. 





a? 


Hammond Number 626 gat 
stem, double wedge disc. Sturd 
heavy-duty industrial, commer 
equipment application, to 150 li 


lhs Ww.0.£. 


HAMMOND &R/7LE-KOTE>: BRONZE VALVES 


H. 
bal 
ete | 
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46 Industry Leaders 
Support the ARI Seal 


The 46 manufacturers listed here are helping to make the ARI program 
grow daily in value and importance, through the use of the ARI Seal of 
Certification on the equipment they produce. They’re leaders of the in- 
dustry, accounting for about 90% of total U. S. unitary equipment.* 


These are the important names backing the ARI program. And here’s 
what the program does: 


1—It takes the guesswork out of a com- 
plete system. You can now specify 
with assurance, because you'll be 
working with units of assured cool- 
ing capacity. 


the ARI program helps dispel con- 
fusion for prospective customers. 


It helps cut down expensive service 
calls, because ARI-certified equip- 
ment means guaranteed perform- 
ance, backed by the manufacturer, 


2—It makes your selling job easier. By as proven and established under test 


providing a standard capacity-rating, 


by the industry 


*“Unitary” air-conditioners 


called split systems 


or heat pumps 


ved air 


fu im capacit 


For free explanatory booklet and Directory of participating manufacturers, write to: 


Chief Engineer, Dept. D-6, 


Air-Conditioning and Refrigeration Institute, 


1346 Connecticut Avenue, N. W., Washington 6, D. C. 


Airtemp Division, Chrysler Corporation 
Amana Refrigeration, Inc. 
American Furnace Company 


American-Standard Industrial Division, 
American Radiator and Standard 
Sanitary Corporation (formerly 
American Blower Division) 


Arkla Air Conditioning Corporation 


Armstrong Furnace Company, Division 
of National Union Electric 
Corporation 


Bryant Manufacturing Company, 
Division of Carrier Corporation 


Carrier Corporation 

Cobell Industries Inc. 

Columbia Specialty Company, Inc. 
Continental Manufacturing Company 


Coolerator Division, McGraw - Edison 
Company 


Curtis Manufacturing Company 


Day and Night Manufacturing Com- 
pany, Division of Carrier Corporation 


Florida Warren Corporation 
Fraser and Johnston Company 
Friedrich Refrigerators, Inc. 


Frigidaire Division, General Motors 
Corporation 


Gaffers & Sattler, Division of Utility 
Appliance Corporation 


General Electric Company 


Gibson Refrigerator Company, Division 
of Hupp Corporation 


Grove Furnace, Inc. 
Hall-Neal Furnace Company 
International Heater Company 


Janitrol Heating & Air Conditioning 
Division, Surface Combustion Corp. 


Lennox Industries Inc. 
The Majestic Company, Inc. 


The Mathes Company, Division of the 
Glen Alden Corporation 


Miami Products, Inc. 


Mueller Climatrol, Division of 
Worthington Corporation 


National Thermatic Corporation 
National—U. S. Radiator Corporation 


The Payne Company, Division of Carrier 
Corporation 


Peerless Corporation 


Perfection Industries, Division of Hupp 
Corporation 


Rheem Manufacturing Company 
Round Oak Company of Indiana, Inc. 
A. 0. Smith Corporation 

Southwest Manufacturing Company 
Therm-Air Manufacturing Company 
The Trane Company 


Typhoon Air Conditioning Company, 
Division of Hupp Corporation 


United States Air Conditioning Corp. 
Westinghouse Electric Corporation 
Worthington Corporation 


York Corporation, Subsidiary of Borg- 
Warner Corporation 
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SPEEDWAY, FLEXIBLE SUPPLIES... 


CONTRACTOR DESIGN 


FROM FIXTURE HOOKUP TO WATER LINE CONNECTION 
SPEEDWAY FLEXIBLE SUPPLIES ARE DESIGNED 
TO CONTRACTOR NEEDS AND JOB REQUIREMENTS. 


FLEXIBLE RISERS SHUT-OFF VALVES I.P.S. NIPPLES 


LAVATORY CLOSET SINK STRAIGHT 


FULL IRON PIPE SIZE 
RED BRASS . . . FULL CUT 
COMPLETE VALVE LINE OF PIPE THREADS. 


%" AND 2" 0.D. COPPER OVER 250 DIFFERENT SIZE 


TUBE . . . TRIPLE-PLATED AND STYLE COMBINATIONS. TRADEMARKED AND 


POLISHED CHROME. SIZEMARKED. POLISHED 
LAV: 1 pe. construction, Ground Joint Seal. (ALSO COMPLETE LINE OF CHROME OR ROUGH 


CLOSET: With Lead Gasket. EXTRUDED BRASS FITTINGS) UNPLATED. 


SINK: Tapped I.P. Female. 




















ALL COPPER JOBS JOB KITS 


Y, 





SOLDERED JOINT 

















COMPRESSION JOINT MEETS ALL 


OVER 2000 PREPACKAGED FEDERAL SPECIFICATIONS 


COMPLETE LINE OF COPPER JOB KITS COMPLETE FOR WW-P-541b 


SWEAT AND COPPER INSTALLATION. 
COMPRESSION VALVES C.S.A. APPROVED IN CANADA 
AND FITTINGS. 





ASK FOR eee AND GET © 1959 Brass-Croft Mfg. Co. 


a 9-17 42)\'7 ae 9) -) JA Ky by Ena ‘fi t 


DETROIT 1, MICHIGAN 


For complete catalog, product and code information and test results, write Dept. D, Brass-Craft Mfg. Co., Detroit 1, Mich 
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Highlights of this issue: 


How to join plastic 
pipe to cast iron 


page 116 


WE Do THE COMPLETE JOB 


ONE Se Sn ONE PRICE 





CALL TAylor 7-1715 

ff D. GUSTAFSON 00. ap 
Nation's top remodeler 
tells how he does it 








page 89 


8th book of ideas on 
management, selling 


page 98 
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Type 760 Refrigerant 
(Freon)-12 


Holds - anny 
Evaporator J veMune 


to a predetermined P DOLING oe ae 


» ASSURES EFFICIENT © 


ad aa \t\\) 


Without Frecging Lf ek 


Alco Evaporator Pressure Regulators 
accurately maintain evaporator pressure 
in either a single or multiple system, 
guaranteeing highest evaporator efficiency 


regardless of load changes 


Call your Alco Wholesaler — 
Write for (Specifications) Bulletin + 183-57. 





e BUY SECURITY 
e BUY QUALITY 
e BUY ALCO 





7805 
Thermostatic Expansion Valves - Refrigerant Distributors 
Solenoid Valves ~* Suction Line Regulators - Flooded Evaporator Controls and Reversing Valves 


The one complete line of refrigerant controls: 
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Between Ourselves 


Holy Cow! Something's Fishy 
There 


plumbing contractor feels like he’s 


are some days when a 
working in a zoo, and some days 
when he knows he is. 

Take the problem of the plugged 
water closet that faced a contractor 
in Cranbrook, B. C. “I'll just fish 
around a bit,” he told the owner 
then, to everybody’s surprise, came 
up with an 8-inch trout. 

Or the Portland- 
ville, N. Y., who added something 


contractor in 


new to the list of oddities recovered 
from plumbing—a cow! Five-year- 
old Elsie bathtub 
converted to a watering trough in 
effort 
dairy water down the milk. 


drowned in a 


an apparent to help some 


The Giants’ Secret Weapon? 
Here’s a puzzling story from the 

boiler 

The board 


Francisco 


hot stove league—or hot 
league, we should say 
San 


Giants was discussing equipment 


of directors of the 


for the baseball club’s new stadium 
when a foul-ball word popped up 
Milwaukee! 
It was the of the Braves 
that was to furnish the stadium’s 
boiler, a Cleaver-Brooks unit, and 
the directors 


home 


jokingly conceded 
their Giants already had enough 
Milwaukee without 


pressure from 


importing more. 


a Cleaver-Brooks 
whole 


“2 ne 


resolved when 


reports, 
matter was 
the sales agent was requested to 
furnish an affidavit that the Giants 
will finish ahead of the 
the 1959 pennant race.” 


“Resolved”? Well, maybe 


Braves in 


eX- 


cept for one point. What’s ahead for 
the agent if he furnishes the affi- 
davit? We suggest he stay far from 
the 
California brews. 


home office—and drink only 


Silence Is Golden 

Landon Laird, who writes “About 
Town” in the Kansas City (Mo.) 
Times, tells the story about an ad- 
illusions 


vertising executive with 


of grandeur—like being a plumb- 
ing foreman 

Recently he found a journeyman 
making minor repairs in his home 


This, he 


time to plug up that extra gas con- 


decided, would be a good 


nection. He gave the order, boss- 
like, and the journeyman obliged. 

When the ad man returned home 
that night, the family was huddled 
in overcoats. The heating system 


(Please turn to page 12) 











in Perryville, Ky. 





In our January issue, we reported the comments of 
magazine writer Amram Scheinfeld who disclosed that 
only 3 percent of the nation’s churches have year-round 
air conditioning. Yet, Scheinfeld says, congregations en- 
joying summer cooling increased attendance by as much 
as 4 percent and, what’s more, everybody managed to 
stay awake even on the hottest days. 

But the final word on the subject comes from a pastor 
He placed a sign outside his church 
reading: “Our auditorium is prayer conditioned.” 
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PUPEN FUP re ANN 


GOT TO GET 
THIS SEWER LINE 
“RODDING” JOB 

OVER WITH 





P The affair of the 
beautiful “TWO-TIMER" 











BUT SOMEONE “RODDED” THE ROOTS OUT 
OF OUR SEWER LINE ONLY 

SIX MONTHS AGO! COST 

US THIRTY-FIVE p 





FAST, HERK 
REMEMBER, 


WHAT'S 
HERK? 
"RD MEANS “ROOT DESTROYER.” 
IT'S A POWERFUL, NON CAUSTIC 

CHEMICAL COMPOUND THAT... 
DISSOLVES SLOWLY IN 
THE SEWER LINE TO REACH THE 
FURTHEST ROOTS. R-D iS ABSORBED . 
BY THE ROOTS, KILLS AND DECOMPOSES 
THEM SO THE SAME ROOTS WILL 
NEVER GROW BACK. R-D is SAFE 
TO HANDLE AND WON’T HARM TREES 
OR SHRUBS, CAN BE SAFELY USED IN - 
LINES LEADING TO SEPTIC TANKS.” 


me Hl il HI ‘| 
uh legis i) i 


Az 











JUST ONE 2\b. 
BOX OF “R-D” IN 
YOUR SEWER LINE OH DEAR, 
EVERY SIX MONTHS MR. HERK, 
AND YOUR ROOT HOW 
PROBLEMS WILL BE WILL I CHEMICAL. EVERY 
GONE FOREVER! EVER SIX MONTHS THEY'LL 
REMEMBER? J AUTOMATICALLY SEND 
YOU A REMINDER IT'S 
TIME TO R-D YOUR 


SEND THIS “TWO-TIMER” — 
CARD TOHERCULES @ 


MONEY MAKING TIP! APPLY “R-D” OR SELL IT OVER 
THE COUNTER. IF YOU HAVE SEWER CLEANING 

=) 0) 17,1) of, Re) of 10) GO) =A 1-0 ©) - 10) “Md a oh = 
TREATMENT. SEE YOUR WHOLESALER OR WRITE: 
HERCULES CHEMICAL CO.,INC. 416 B’WAY, NYC 13 N.Y. 
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WATER SYSTEM CAMPAIGN 
IS SHAPING UP 

ASHLAND, O. 

viting us to participate in the indi- 


Thank you for in- 


vidual vs. central water systems 


conference in your office. In my 
opinion, we're sharpening up some 
points that should be brought to 
the fore, which will undoubtedly 
the the 


program and broaden the aware- 


increase effectiveness of 
ness of the problem to all elements 
within the industry. 

In my estimation, this is just an- 
other example of DE’s leadership 
in the publication business. 

Don PAULSON 
Marketing Manager 
The F. E. Myers & Bro. Co. 


e The water system conference was 


called by DE editors to analyze the 
ways in which the industry can im- 
prove the competitive position of in- 
dividual systems. For the full report, 
see page 123. 


JACKLEGGS IN DETROIT— 
LOOK OUT! 


Detroir—Would it be possible for 
me to obtain about 500 reprints of 
the feature article on jackleggs in 
your April issue? 

H. R. Dusenpborr 
Vice President, Sales 
Nelson Co. (Wholesaler) 


@ The jacklegg article to which Mr. 
Dusendorf refers told how two con- 
tractors fight handyman and do-it- 
yourself plumbing and heating by 
the use of both serious and humor- 
ous arguments in their direct-mail 
and newspaper advertising. 


We're Not in the Dime Store Business, Says 
Industry Vet, So Why Sell Over the Counter? 


REMINISCENCES OF 56 YEARS 
IN THE P-H INDUSTRY 

CamprincE, O.—The writer of this 
letter has been a regular reader and 
subscriber to Domestic ENGINEER- 
ING for over 50 years, and I always 
thought your motives for work well 
done by qualified people were good. 


s During my 56 years in the plumb- 
ing business in small towns and al- 
so in some of our great cities, I 
have found that the city of Chicago 
provides an outstanding example of 
good plumbing. 

It was my good fortune to work 


12 


on a big hotel in this city. It was 
called the Stevens Hotel then (now 
the Conrad Hilton). I shall always 
have a warm spot in my heart for 
the kindness extended to me dur- 
ing my stay in Chicago by Plumbers 
Union No. 130 and the plumbing 
contractors of this great city. If the 
people in heaven are as nice and 
kind as the good souls in Chicago 
were to me, I want to try and get 
there and be among them. 

I now operate a plumbing busi- 
ness here and do a fair volume of 
work at the present time. I would 


(Please turn to page 14) 





Between Ourselves 


(Continued from page 10) 


wouldn’t work—and how could it 
without fuel? 

A quick call brought back the 
journeyman to restore the gas con- 
nection and the heat. The worker 
got dad out of his own spot with 
the family by saying laconically 
“Think nothing of it. Happens all 
the time.” 


Father Knows Best 

European marriage experts pity 
the American husband because he’s 
been burdened with so many wifely 
chores, such as dishwashing. 

Never fear, though—anyone who 
can cope with an American woman 
can 


and 2.3 American youngsters 


survive anything. Dad, for exam- 
ple, is already wiggling cut of dish- 
washing by sparking the trend to- 
ward kitchen modernization. 

= The Old Man, a veteran in dodg- 
ing things, has discovered he can 
settle down more quickly with 
what’s left of the evening paper if 


he has a mechanical helper for his 


(Please turn to page 155) 





IT WON'T BE EASY to keep cool with 
Miss Beat the Heat around, but the Na- 
tional Electrical Manufacturers Assn. 
says it can be done—with an air con- 
ditioner. She’s reigning during the 
National “Beat the Heat’ campaign. 
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Universal Flange is easily mounted Lug-type flange assembled to steel Another mounting plate using the Above unit features a hanger which 


to boilers and furnaces where bolt plate provides practical unit for lug-type flange. This unit is speci- suspends from grooved projection 
holes or studs have been provided. mounting to certain makes of boil- ally designed for National Radiator on boiler front. All U.S.-Carlin 
Pressure shoe insures firm position- ers. Pressure shoe is same as used Series 10 cast iron and Series RO mounting assemblies are furnished 
ing of burner. with Universal Flange, left. steel boilers. with asbestos gaskets. 


4 EASY ANSWERS 


to profitable oil burner replacement sales! 


NEW U.S.-CARLIN FLANGES AND MOUNTING PLATES SIMPLIFY 
3 OIL BURNER INSTALLATIONS IN MANY POPULAR BOILERS AND FURNACES 


Here’s a money-making opportunity to bring outmoded heating installations 
up to date by flange mounting a fuel-saving U.S.-Carlin Oil Burner. With the 
U.S.-Carlin Universal Flange, or with any of several adapter plates illustrated, 
you can modernize oil heating plants with a minimum of time and effort... 








and make yourself a good profit. 


In addition to the standard flange mounted Models 150F and 150SF-2, the 
popular Models 400, 400S, and 500S-35 . . . formerly available with pedestals 
only ... can now be flange mounted. All necessary bolts, nuts, washers, studs, 
and gasket material are included with U.S.-Carlin mounting assemblies. 


Sell your customers and prospects on replacing existing equipment with a 
modern U.S.-Carlin ... the oil burner that guarantees maximum “mileage” from 
today’s higher Btu fuel oils. Contact your heating wholesaler or write us for 
chart listing well-known makes of boilers and furnaces with recommended 
U.S.-Carlin burners and mounting assemblies. 









A FULL LINE OF “'SHELL HEAD'’ BURNERS PEDESTAL OR FLANGE MOUNTED MODELS | ELECTRONIC CONTROLS, FACTORY MOUNTED | 


“wr 
BECAUSE 
IT EXCELS 


THE CARLIN COMPANY . wernersrieco, conn. 


MID-WEST REPRESENTATION COMPLETE BURNER STOCKS AT CHICAGO 


CAPACITIES UP TO 20.00 6.P.H 








| 
| 
| 


OUTSELLS 














U.S.-Carlin burners are listed by Underwriters’ Laboratories, inc. and approved under U.S. Government Commercial Standard CS75-56 where applicable 
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Letters 





(Continued from page 12) 
like to do a whale of a lot more, but 
one does not always get what he 
wants, so he has to be satisfied and 
thankful with his lot. 

I think that adverse plumbing 
conditions as they exist today have 
been brought on by some in the 
business. I have observed contrac- 
tors trying to sell material over the 
counter, attempting to avoid labor 
responsibility in an effort for a 
quick, easy dollar. 


alf plumbing contractors only get 
it into their heads that they are not 
in the 10-cent store business and 
stop catering to the do-it-yourself 
customer, these conditions could be 
corrected. You cannot put all the 
blame on the jacklegg. 


Plumbing Contractor Tells 


I have seen some master plumb- 
ers spend an hour’s time telling 
a do-it-yourself customer how to 
do the job himself in order to sell 
a very small amount of merchan- 
dise. How does the plumbing in- 
dustry expect to survive when it 
the that 
requires a great amount of skill to 


sells customer material 
assemble? 

The writer is 72 years old. I could 
write forever on my own observa- 
tions in the plumbing business, but 


who cares; people are not in- 
terested. (We are, Mr. Siens, and 
are sure that a majority of our 


other readers are too.) 


al have filed my petition as can- 
didate for the president of the City 
Council the 


here on Democratic 


“The Story of the 


Bath’ —Now He's in Demand for Public Speaking 


HE’S PROMOTING BENEFITS OF 
ADEQUATE WATER SUPPLY 
Neptune, N. J.—Some time ago 

I secured information from you 

which I used in preparing a talk on 

“The Story of the Bath.” 


well received when I gave the talk 


It was so 


—_ 


AAS. 
NUE) 


before our Rotary Club that I’ve 
since received invitations to speak 
before many other civic groups. 

the groups 
I've talked have asked me 
to return, and I now find myself 
Since 


Several of before 


which 


in need of a new 


topic. 





‘Do you know anything about food waste disposers?”’ 


ticket, but this has always been a 
strong Republican town and very 
difficult for a Democrat to be 
elected to major office. 


#! see the need for controls on the 
installation of plumbing, but when 
people who are in the plumbing 
business are not interested in im- 
proving or bettering conditions, it 
The 
anything 


is a bad situation to face. 


public itself is against 
such as codes, for it too often be- 
lieves that anything fer safeguard- 
ing the public health is a scheme 
to make the 


somebedy rich in 


plumbing business. 


al am enclosing the signed Quali- 
fied Contractor 
can be of some service in bringing 


card in hopes I 
the plumbing industry to a higher 
level and in combating unquali- 
fied installers and distributors. 

A. F. SIENS 


I'm superintendent of a local water 


company and have experience in 


water systems, gained in my 
plumbing business, I’ve decided to 
develop a talk on “Water—Slave 
or Master.” I appreciate 
any help you can give me. 

CHARLES PHILLIPS 
Edgar Phillips & Son 


would 


@ Among the sources of material on 
the subject of water supply suggested 
to Mr. Phillips are the National Assn. 
of Domestic and Farm Pump Manu- 
facturers, whose address is 1028 Con- 
necticut Ave., N.W., Washington, D.C. 
This association has a booklet titled 
“Water, Giver of life . . . Master and 
Servant of Mankind.” 


eA booklet published by Franklin 
Electric Co. of Bluffton, Ind., titled 
“Beyond the Water Mains,” deals 
with the subject of water from the 
beginning of time to the present. Oth- 
er materials also were recommended. 


HOLLAND FURNACE ARTICLE 
GETS WIDE CIRCULATION 
Goopinc, Ipa.—Will you please 
give us permission to reprint your 
article entitled “Holland Furnace 
Co. Is Given Final Order to Stop 
Seare Selling Tactics?” 
VINTON STANFIELD 
Manager 
Co. 


Idaho Gas 


e@ Permission granted. See page 58. 
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Packing nut and 
brass gland 
prevents leaks 
through stem 


PATENTED 


SWIVEL 
STEM 
PREVENTS 


SEAT 
WEAR 


eliminates 
leaks and 


frequent 





repairs 


COE ERHEEEHHHH HEHEHE EEEE 


Heavy copper 
tubing 


eeeeeeeeeeeeetios 


LENGTH 


. 


. 
. 
. 
. 
. 
. 
. 


large waterway : 
fer efficient - 
operation : 


Neoprene 
Rubber Seat - 


Swivel stem\: 
eliminates wear ° 
here during 
closing action 


Positive seat 
alignment 
prevents leaks 
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Sample price 


©) 8” length 


Wide flange 
for positive 
hose washer 
seat 


long nose 
for easy 
hose 
connection 


WALL SHOULDER 
FOR TIGHT FIT 





USE 
THIS 
COUPON 


WHOLESALE 
DISTRIBUTORS: 
Write for complete 

information. 


COPPER OR THREADED 
CONNECTION 
Copper sweat connection 
for %&” Female and 4%” 
Male or iron pipe threaded 
connection for /." Female 

and %&” Male. 





ee 







TRY T 











1S 
A 


£4 


— 


Chipr PAT. 


“SWIVEL-SEAT 
Rost ---n00f 


FAUCET 


the only SILLCOCK with 
all these quality features 


A 





You must examine this Buckeye SWIVEL-SEAT 
non-freeze sillcock to fully appreciate its quality 
and precision construction . . . Designed for 
trouble free outside use regardless of weather... 
Two types, either with 54” and 7%” copper com- 
bination connection; or with threaded 4” F.I.P. 
and 3%,” M.I.P. combination connection. 

These low prices help you make more profit. If 
your wholesale supplier does not have Buckeye 
SWIVEL-SEAT Frost-Proof Faucets, use the 
coupon below to get a sample. Be sure to fill in 


name of your wholesaler. 


NO. LENGTH PRICE NO. LENGTH PRICE 
FV-103-Copper e* $3.95 FV-105-Copper 12” $4.35 
FV-103-Threaded 8” 3.95 FV-105-Threaded 12” 4.35 
FV-104-Copper 10” 4.15 FV-106-Copper 14” 4.55 
FV-104-Threaded 10” 4.15 FV-106-Threaded 14” 4.55 


QUANTITY DISCOUNTS 


You get the following quantity discounts from 
the above prices: 

6 to 24 SILLCOCKS 25-10% Discount 

25 to 49 SILLCOCKS 25-15% Discount 

50 or more SILLCOCKS 25-20% 


Discount 


BUCKEYE VALVE & MANUFACTURING CO. 
Known for Quality for more than 50 years 
P. O. Box 6965, Sta. E, Columbus 5, Ohio 


Please send a sample 8” Buckeye SWIVEL-SEAT Frost 
Proof Faucet @ $2.65 (Shipped prepaid if cash accom- 
panies order. Otherwise, C.O.D. and shipping extra). 


My wholesaler is 


C) Copper Threaded 


SIGNED 

COMPANY 
ADDRESS - 
CITY 


ZONE STATE 














No quicker way to air condition many old or new homes! 


FRIGIDAIRE TRANS-WALL UNIT 


Slides in like a drawer— 
Cuts installation cost up to 50%! 
























Here’s how easily Trans-Wall 
Unit adds Dry-Cool 
comfort to any style home 


Model AIAZ-240 (24,000 Btu/ 
Hr.) shown below. Also avail- 
able in 35,000 Btu/Hr. capacity 
(Model AIAZ-350) similar ex- 


cept for slight dimensional A Air-cooled, factory-assem- 















changes. bled Trans-Wall Unit slides 
into 
B Wall opening 14” x 24” 
— ( AIAZ-240; 17%” x 24” for 
. ai 2a model AIAZ-350). 
a C Collar encloses wiring and 
SSS refrigerant tubing; extends 
| SO B through sealed wall open- 
SSS eye 
aS ing and 
SSS D Condensing Unit rests on 
A = = outside mounting brackets, 
: = furnished. 
| 
= E Coil housing installed un- 
der (or above) vertical fur- 
| : nace, or at end of horizontal 
furnace. 
hea F High-efficiency, ‘inverted V’ 
aA 8 cooling coil cools and dries 
a the air. Utilizes furnace 
ra blower, filter and ductwork. 
a 


This complete Frigidaire packaged Dry-Cooling Unit simply slides 
through a pre-made wall opening, with the coil located in a special 
plenum over or under a vertical forced warm air furnace, or at the 
end of a horizontal furnace, You and your customers save more be- 
cause all internal pre-wiring is done, refrigerant lines charged, sealed 
and checked by the factory. No plumbing for water supply is neces- 
sary, No separate ductwork or dampers, No concrete base needed 


Compact horizontal unit 


Sales potential? If a homeowner now has a furnace located at an ideal for remodeling market 


outside wall of his home or is installing a new furnace, he already 


has two-thirds of this air conditioning system—thanks to the amazing Here's new flexibility to solve any inst a 
lation problem, save time and money, too 

lvigidaire Trans-Wall Unit. You can get a new boost to builder 
. The new air-cooled Frigidaive Horizontal 


business, too, by installing the low-cost special coil plenum and sealed Air Conditioners (19,000 and 34,000 
up wall-opening during home construction, then installing Trans-Wall Htu/tir, capacities) install through-the 

Unit later at home buyer's aption, The builder gets extra selling power wall, in the attic, basement, in transenm 
mc vou get extra profit, Call vour Prigidaive Representative now MU insite, all outside, or balanced = with 


oviting duets ar special plenum as shown 


®] FRIGIDAIRE 


Built aha Backed hy General Matare 


cools, cleans and dries the air! © 
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toy more Trans Wall data, or write Prigidaive Division, General Motors 


Corporation, Dayton 1, Qhie 


Frigidaire advanced Dry-Cooling—designed with you in mind... 











There’s a man near you 
who can help 


INCREASE YOUR PROFITS 


Do you have a working agreement with a local Formica» laminated plastic 
fabricator? There are at least two good profit reasons why you should. 


; ; | 
1. He can help increase your unit of sale. FREE . 


2. He can help hold down your investment and expenses. 
Most of your customers want a Vanitory unit in the bathroom and, of A special kit of Formica i 
course, Formica tops in the kitchen. More and more plumbing contractors formation has been prep 
are finding that a close working agreement with a neighboring Formica for plumb 

fabricator enables them to contract for and control the complete bathroom 

and kitchen sale 


Using the custom service of an established Formica specialist permits you 
to offer unlimited sizes, designs and colors to your customers’ specification 


without investment in equipment or inventory FORMICA CORPORATION 


Look in the Yellow Pagea under ‘plastic’ for a fabricator near you 4627 Spring Grove Ave 


Cincinnati 32. Ohie 


Pleae send me Tee (apy of the Te sa? 






//, 


04D PPPAK COVVOFIOEO GOTMM«HE 

- . 
“ 
He sure you wet genuine Pormica, Look for 


this wash-off registered trade mark on the surface 
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A sweep of ‘skyline’ depicts the wide range 
of this company’s activity in new work... 


“OUR LETTERHEAD consists of 
plain type spelling out our name 
and address. We'd like one show- 
ing the range of our work. We do 
both new work and remodeling. 

a‘“In new cover the 
field 


industrial 


work, we 


whole residential, commer- 


cial, and _ institutional. 


We do both plumbing and heating 


Best Plumbing & Heating Co., Dal- 
las, Tex. 

The wide range of Best’s services 
lends itself to a dramatic treatment, 
as the illustration on this page 
shows. To depict the new-work 
end of the business, DE’s Letter- 
Clinic 


across the top 


head created a “skyline” 
of the page. The 


color behind the illustrations en- 


the firm name not only suggests 
Best's 
also helps to tie the pictorial ele- 


the sweep of services but 


ments together. This treatment of 
the name also makes it dominate 
the logo without detracting from 
the artwork—which is important, 
since the dominance of the name 
cannot ever be sacrificed. 

a Pictorial reference to remodel- 
ing appears at the bottom of the 
page, 
dramatic appeal without conflicting 


where it offers its own 
with the new-work illustrations. 


The result is a letterhead packed 


with information about the com- 
and a solid mer- 


END 


remodeling too. Can you help us _hances the skyline effect and holds 


achieve a design that merchandis- the artwork together. pany’s services 


es our services?”—Paul Erwin, The arched rainbow spelling out chandiser for them. 


T}— 
os os 
~ eye: ne a ee 


aha: 


INDUSTRIAL 


plumbi ng & Hea ting 


642 WEST DAVIS 
WH 2-5010 « WH 2-9676 
DALLAS, TEXAS 


RESIDENTIAL 


COMMERCIAL 


pest 


INSTITUTIONAL 


Complete Plumbing & Heating Remodeling 











NEW WORK AND REMODELING—Best’s does both, and 
this letterhead says so in both words and pictures. The 


dramatic use of illustration emphasizes the wide scope of 
Best's activity and underscores the reliability of the firm. 
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READING “LEKTRONEAL” COPPER WATER TUBE e READING COMMERCIAL BRASS & COPPER TUBE 
READING “LEKTROSEAL” COPPER REFRIGERATION TUBE e READING RED BRASS COPPER PIPE 
READING THREADLESS PIPE e READING COPPER DRAINAGE TUBE 
READI-FIN INTEGRAL FINNED TURE @ PRECISION COPPER TUBE by MACKENZIE- WALTON 


IN TUBING, 
Nothing Beats COPPER! 
IN COPPER TUBING, 
thing Beats READING! 


To make: doubly sure you get copper tube 
i , follow Mr. Readi-Pakt's advice 
and ‘specify ' ‘READING"’! When you stop to 
think, it's small wonder Reading Tube's quality 
is so unbeatable. It's made by specialists in a 
plant wholly intergrated, from refinery to 
finished tubing. And every step of production 
is checked and rechecked, resulting in a quali- 
ty control impossible to achieve in any other 
way. 







Product of 


READING TUBE CORPORATION 


EMPIRE STATE BUILDING, NEW YORK 1, N.Y. © PLANT: READING, PA. 


a COPPER oy 
SS ~4 READING, PA. + WOODSIDE, L.1., N.Y, 57-17 Northern Bivd. 
PHILADELPHIA, PA. 921 Penn St 
ATLANTA, GA. 690 Murphy Ave. S.W., Unit 5, Bidg. 8 
CHICAGO, ILL. 305 W. 3ist St 
CLEVELAND, OHIO 4615 Perkins Ave 


DALLAS, TEXAS 9000 Sovereign Row, 
Brook Hollow industrial District 


HOUSTON, TEXAS 1121 Rothwell St 
DENVER, COLO. 2845 Wainut St 
LOS ANGELES, CALIF. 120 No. Santa Fe Ave. 
OAKLAND, CALIF. 410 Hegenberger Rd. 


Sold Through Wholesalers Only 


Distribution Depots: 










=acramatic 
(elusive control- 


ay Sn 
ee a tes 







Ken OR REFUND 7 


$” Guaranteed by > 
Good Housekeeping 


A 
Soras Apvearisto THES 











ROBERTSHAW UNITROL 400R provides a new, 
selling feature you never had before... 








DEMONSTRATE tre t DEMONSTRATE 


Show customers the Unitrol 400R 
for greater water heater sales 


Equip your water heater with the control which will help sell 
100R! The lid flips up, and the whole cover slips off for « 
your sales people can demonstrate to customers... here is ¢ 
water heater’s ability, utility, recovery capability (the Robe) 
built-in pressure regulator) and reliability! 


feham Tnitrol LOOR eill help we 
vse the sales of 


GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 





LONG PROFITS! 


Mueller Climatro! Qi! Boilers 
are completely assembled and 
ready for Piping. Take less 
time and money to install, 
reduce Call-backs, 





- EXCHANGER 
IS WARRANTED 
FOREVER 


against defects in 
materials and 
workmanship 








| 
| 


Call or write your nearest Mueller Climatrol 
sales office for more information. 


U. L. 
APPROVED 


BUILT 
TO 
A. S. M. E. 
STANDARDS 


TYPE 41 OIL BOILER 


Built-in tankless 
hot-water coil optional 








Mueller ean Climatrol. 


DiviStoOn F WORTHINGTON 





2023 W. Oklahoma Ave. 1024Westminster Ave. 2490 Bloor St., W, 
Milwaukee 1, Wis. Alhambra, Calif. Toronto 9, Ont. 


Other hydronic sales-builders in America's 
most complete heating and cooling line: 


4,200,000 ™ CONVERSION 
BTU INPUT > BURNERS 


- GAS BOILERS 
Af uP TO . GAS AND OIL Sx GAS- OR 


OIL-FIRED 


WATER- OR — BLOWER COIL FAN CO 


ne Le ° e i 
SUMMER AIR-COOLED = _—+ FOR COOLING it UNITS FOR 
AIR CONDENSING 4 AND WET OR RESIDENTIAL 
CONDITIONING UNITS ELECTRIC HEAT ‘hiss APPLICATIONS 
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against money still in the hands 
of the homeowner. The home- 
owner, in turn, delivered $14,000 
to the court, which gave $10,000 
to the general contractor’s bank 


and the remainder to the trustee 





in bankruptcy 


| y ' » The subcontractors lost their 
3 : claim to any cash because they 
s based their case upon a particu- 


Legal Decisions of Interest to Contractors lar statute that contained a pro- 
vision requiring the wife of the 








homeowner to co-sign the con- 
tract. Upon investigation, it was 
discovered she had not done this, 
Can You Get a Mechanic's installations in a new house and the subs were unable to 
Lien on Out-of-State Jobs? Instead of filing claims against Collect under this law 
A mechanic’s lien protects a_ the property, the subs contended Citation: Tezel & Cotter v 
wholesaler or contractor’s claims, they were entitled to liens Roark, 301 S.W. 2d 179 END 
but only within the state where 


an installation is made. 





For example, a wholesaler in 
one state supplied a contracto! 
with registers and grilles for an 
out-of-state project. When the 
contractor failed in his payments, 
the supplier attempted to recover 
his money by using the mechan- 


} 


ic’s lien laws in his own state 


sHis state court, however, 
pointed out that if it tried to im- 
pose its authority on other states, 
legal chaos would result. There- 
fore, it refused to grant a lien 
on property outside its juris- 
diction. The court noted that THE JUDGE 
the supplier could sue under 
mechanic’s lien laws in the state If you were a judge how would you decide this case? 


where his material was used Workmen installing a floor furnace cut a large hol 


Citation: Allied Thermal Corp in the hallway of a home. At night they placed card 


v. James Talcott Inc.. 144 N. E board and an iron grating over the hole, and the far 
2d 66: 3 N. Y. 2d 302 walked across it safely several times. The 

the workmen left the job for a few minutes 
Make Sure You Know the cardboard over the hole and leaving the grating 
Law Before You Sue nearby. The owner stepped on the cardboard 
through the hole. He sued the heating contract: 


; 


When bringing action under a ; 
particular statute, a contractor he collect damages? 
should be certain he under- 
stands all provisions of the law. The owner previously had stepped on the cai 
For example, when a general safely, the court said, and had no reason for 
contractor went bankrupt, a the area was later unsafe. The fact that the grat 
plumbing contractor, among nearby and might have been seen was not a 
ilies sblatiteiabees. cant te basis for disclaiming negligence on the contractor 
court in a suit against a home- The court awarded the homeowner damag 








owner for money due them on 
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Penn Diaphragm 


GAS VALVES 


with today’s top features! 


Here’s a line of compact, sturdy gas valves 
unsurpassed by any other brand. 


Just look at these most-wanted features... 
extra high capacity... quiet, trouble-free 
operation... positive acting ...specially- 
molded, highly-flexible diaphragm assures 
accurate valve action and long life in all 
gases...and, the line is approved by 
all major agencies! 


Don’t settle for a gas valve “almost as 
good”... specify and use Penn. And, 
remember, Penn heating controls deliver 
the kind of performance that creates better- 
satisfied customers. For convincing proof... 


Try Penn on your next job! 


Series 9000 combination diaphragm gas valve, 

automatic pilot and regulator. Convenient termi- 

nal block eliminates junction box, simplifies and 

reduces wiring cost. Available in 100% shut-off. 

Easily converted from L.P. to natural gas. Sizes, 

Ye" small, 4%" large and %” with or without 

manual opening and electric reset. Series 9100 diaphragm gas valve opens immediately 
to full flow...no click, no hum. Available with manual 
opening and electric reset. Eight sizes from 2” to 3”. 


PENN COMTROLS, VNC. nies, cs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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ALLIS-CHALMERS UTILITY TRACTORS 


HANDLE BOTH JOBS BETTER 


These tractors really spread out to provide ex- 
ceptional stability. For example, the popular 
D-14 shown here has a wheelbase of over 85 
inches. Tread width from 54 to 80 inches is 
power-adjusted. You can pull in the wheels to 
get into tight places...or spread them out to 
straddle wide trenches. 

When it comes to loading or backfilling .. . 
you will like the way the D-14 Tractor switches 


D-14 43-hp, 4,200-Ib weight 


D-17 63-hp, 5,300-lb weight 


SOLD BY ALLIS-CHALMERS DEALERS EVERYWHERE 
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from forward travel to backing up. SHUTTLE 
clutch let’s you go with the lever forward or 
back equally fast at the throttle speed you choose 
There is no foot clutching . . . no clashing of gear 

Call your Allis-Chalmers dealer. He knows a 
dozen ways a D-14 or D-17 can help you keep 
your job on schedule. He'll demonstrate, too 
name the day. Allis-Chalmers budget financing 
costs less than you may think 


ALLIS-CHALMERS MFG. CO. 
Utility Tractors and Equipment 
Milwaukee 1, Wisconsin 


Gentiemen: 


about the new design Allis- 
Chalmers utility tractors and equipment 


I'd like Literature A Salesman’s Call 
A Job Demonstration 


Name 
Firm 
Address 


City 











from FIAT) the complete shower unit that makes all others obsolete... 





CHECK OFF THE QUALITY YOU GET 


The Fiat Commodore is a Complete Package 
There is Nothing Else to Buy or Install 


¥ Genuine Formica interior 
¥ Anodized Aluminum Frame 
¥ Styrotoam Sound insulated 
¥ PreCast Terrazzo Fioor 
¥ Factory Glazed Paneis and Door 
Also available in 
Recessed and Neo- Angle Models 











Pas 


/ / 


4 
f 
4 


commodore 


revolutionizes shower construction— 


features colorful, lifeteme formica 
laminated to rigid, structural walls 


Here is the finest shower ever developed the approved Formica. Exposed exterior made of 
Shower of Tomorrow”’ ready for today’s better beautifully fluted aluminum, and the floor is 
homes. The secret is the unique ““wonderwall famous FIAT PreCast Terrazzo with a solid 
which is superior to masonry Construction, yet threshold cast integral. All components literally 
requires no tiling! Designed tO look beautiful slip together tO provide a lifetime leakproof 
a lifetime, yet install complete in a matter of SErVICe 
Learn how the revolutionary 
Commodore features an in- make shower installation 


venuine, easy-to-clean, homeowner- 


LOOK INSIDE THE NEW "WONDERWALL" 


t genuine For Kin of the 


MAIL COUPON 
TODAY! 


FIAT METAL MANUFACTURING ( 
9301 Belmont Avenue 

Franklin Park, Illinois 

Please send me your new folder 


" , 
on the all new “Wonderwall” ¢ 


STYROFOAM 





SPEAKMAN 
AUTOFLO LINE 








The only COMPLETE line of shower and 
plumbing fixture fittings with this NEW 
built-in INTEGRAL AUTOFLO WATER CONTROL 


« Cuts water waste up to 12 

¢ Saves hot water and fuel 

¢ Gives relief to septic fields 

¢ Balances out peak demand periods 

¢ Delivers even pressure to all outlets 

* Saves installation time and costs 

* Delivers adequate water for all requirements 


Get the facts... write today for Catalog S-99 





AUTOFLO IS AVAILABLE NOW IN THESE FAMOUS SPEAKMAN FIXTURE FITTINGS 


af | Weak 


IN SHOWERS IN SINK FITTINGS IN LAVATORY FITTINGS 











BUILT-IN INTEGRALLY 
IN SHOWER HEADS 


aw OG ome, Boy, Bf 


ee ee, o . ©S , O82 A A WARS 
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A Y Globe that challenges comparison 


shows it pays to 


STAINLESS STEEL Valves, too 


Want the “best buy” in Stainless Steel Y Globe Valves? 
Compare this Jenkins Fig. 1335 with any on the market. 
You'll conclude that it’s hard to beat Jenkins at making valves, 
no matter what the material. 


You'll find genuine superiority of design and construction in 
the features shown here. But no picture can show the quality 
of the castings . . . the precision machining . . . the rigid 
inspection and testing that have gone into this valve. All of 
these are as important as design and metal alloys in assuring 


WHEEL of high strength malleable 
iron designed for firm grip and 
easy operation. ~ 


SPINDLE of large diameter and 
dense structure has high resist- 
ance to wear and torsion strains. 
Easy, tight closing is assured by 
long, precision machined thread 
bearing surfaces. A beveled- 
Shoulder provides backseating 
against inside of bonnet, permit- 
ting repacking under pressure. 


PACKING A Teflon ring in large 
packing box prevents leakage.” 
Only a minimum load is required 
on gland, extending service life 
of packing. 


DISC HOLDER, held by lock nut, 
has depth equal to disc thick- 
ness, preventing flow of plastic 
disc. Wide disc retaining nut 
covers all but seating surface of 
Teflon disc. 


DISC is Teflon made by Jenkins 


JENKINS | 
VALVES <= 


~ Sold Through Leading Distributors Everywhere 
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long, dependable, economical valve service. And, all of them 
are up to the peak standards for which Jenkins has been 
known for almost a century. 

SEND FOR NEW CATALOG of Jenkins Stainless Steel 
Valves, in patterns and alloys that satisfy the requirements of 
practically all corrosive services. 

These Jenkins Valves meet valve industry specifications and 
the high standards established by leading users of stainless 
steel valves. 


YOKE BUSHING, easily renewable. 
Made of bronze, for ideal thread 


engagement with stainless steel 
spindle, to prevent seizing or 
galling of spindle threads. Bush- 
ing of stainless steel is optional. 


YOKE BONNET, a single unit, has 
liberal space between yoke arms 
for easy access to packing box 
Tongue and groove joint with 
body makes a pressure-tight seal 


with less tightening on the bolts, 
and eliminates possibility of 
blowing out the Teflon gasket. 


GLAND consists of two pieces — 
gland flange and gland follower 
— to prevent binding of follower 
in case gland bolts are tightened 
unevenly. Crowned surface of 
flange secures tightness against 
gland without excessive tighten- 
ing of gland nuts 


BODY Through-port design for 
full, free flow. Liberal seat height 
permits repeated refacing. Cast 
on body are directional arrow 
and bosses for drain connec- 
tions. End flanges conform to 
M.S.S. specifications. 


JENKINS BROS., 100 Park Avenue, New York 17, N. Y. 


Send the new 
stainless steel 


NAME & TITLE 
valve catalog 


Have a represent- 


ative call on me COMPANY 


ADDRESS 





QUIET... 


ON SMALLEST TO 
LARGEST Hydronic* joss 


B&G circulating pumps, from the 1/12 HP Booster to the new 
40 HP Universal are specialized units! They are designed and built 
specifically to serve the exacting needs of circulated water heating 
and cooling systems...ideal for applications of the B&G-developed 
principle of primary and secondary pumping. 

Quiet, vibrationless operation is the outstanding characteristic 
of B&G pumps. They can be installed without expensive flexible 
connections or noise dampeners of any kind. 

Among the features which assure both quiet operation and long- 
lived dependability are specially built, more costly motors, tested 
for quietness—oversized shafts of hardened alloy steel—long sleeve 
bearings—noise dampening spring couplers—oil lubrication and 
leak-proof mechanical seals. 

That’s why B&G Circulating Pumps, small or large, are preferred 
...they’re quiet where silence is a “‘must’’! 


*Hydronics: The science of heating 
and cooling with water. 


G BELL & GOSSETT 


c O M PAN Y 
Dept. FT-1, Morton Grove, Ill. 


Canadian Licensee; S.A. Armstrong, Ltd., 1400 O'Connor Drive, Toronto, Ontario 


DoMEsTIC ENGINEERING, JUNE 1959 











El> 


2 
© 
| s 


TEE” 


You are 
welds when you use Wheeling Steel 
Pipe. That’s because Wheeling Pipe 
has uniform wall thicknesses and 


sure of getting fast, strong 


circumferences 
What's Wheeling Pipe 
always has the inherent strength and 


more, 


dimensional stability so vital to long 


WHEELING STEEL CORPORATION - IT’S WHEELING STEEL! District Sales Offic 


Chicago, Cincinnati, Cleveland, Detroit 
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Welds easily! 


service. Finally, Wheeling Pipe saves 


you money because it’s economical 


and long lasting 

Ask your Wheeling man for the 
full story on Wheeling Continuous 
Weld Steel Pipe — both black and 
galvanized. Or write Wheeling Steel 
Corporation, Wheeling W. Va 


Houston, Neu 


York, Philadelphia, St 


STEEL PIPE BY WHEELING 


Why Wheeling Steel Pipe is First Choice! 


* Lowest co 


st with durability 


. Strength unexcelled for safety 


* Formable 


bends readily 


Weldable easily 


strongly 


* Threads smoothly. cleanly 


* Grades, finishes for al 


. 


Li 


Sound joints, welded or coupled 
purposes 


Available everywhere from stock 
y 


Always insist on pipe made in the U.S.A 


Bufjalo 
ul an ran co, Wheeling 














Idea File 


MANAGEMENT TIPS FOR CONTRACTORS 


Business interruption insurance safeguards 
your income during a period of disaster... 


flood or 


disaster 


SHOULD FIRE, some 
strike 


your business, insurance prob- 


other natural 
ably will cover your loss of prop- 
erty and inventory. 

3ut what will cover your loss 
of profit? What will help you 
meet such fixed expenses as con- 
tractural and employee obliga- 
tions and the cost necessary to 
keep your name before the pub- 
lic until you reopen? 


policy 
designed to help you weather the 
and months 
needed to re-establish your busi- 


» There’s an insurance 


expensive weeks 
ness after a “disaster.” It’s called 
business interruption coverage. 
Here’s how it works: 

After a fire or similar disaster, 
an adjuster goes over your books 
to establish the amount of busi- 
ness you probably would have 
handled normally. Using past 
records as a scale, he projects 
your income, taking peaks and 
lulls into consideration. 


a After your claim is submitted, 
the insurance company will pay 
you your normal profits, plus the 
expenses that continue just as if 
you were in business. 

Many businessmen believe the 
insurance they carry on property 
will solve the post-disaster prob- 


lem. Experience does not bear 
this out. Fifty percent of stricken 
businesses never open again. 
What happens is that the busi- 
nessman uses his property settle- 
ment to pay day-to-day bills. 
According to one estimate, when 
the more 
than 90 days, only 5 percent of 
businesses have the 
strength to carry on. 
Even among the 5 percent, the 
toll of a noninsured rebuilding 
period is heavy. what 
happened to one _ contracting 
firm, doing about $75,000 gross, 
when it was burned out: 
Property insurance 
the immediate 


closedown continues 


financial 
Here’s 


covered 
than 


loss, more 


-- y 


— r 


[a ita. JONES | 


mcr 
+ 7 
HEATII® 23 





$16,000. 


passed before the contractor was 


However, four months 
able to reopen. That figured out 
to about $25,000 gross loss. Fire 
insurance was used to pay ex- 
that through 
this period, leaving little for re- 


penses continued 
building and restocking. 
Luckily, this contractor sur- 
vived the financial shock of the 
transition months. But his busi- 
ness has not approached its for- 
mer volume, and he’s in debt. 


could have 
been offset by business interrup- 
tion 


» These problems 


insurance. The amount of 
insurance is usually arrived at 
by considering how long a shut- 
down probably would continue. 
The premium usually is reason- 
able 
needed to get a business off to a 
END 


and it offers the cushion 


new start after a disaster. 





HATA OUTOLU LLL LLecLULLLLeG ALLELE? 


LAMAN scAdbd dss UdAbddda ay 





FIRE INSURANCE MAY PROTECT YOU against property and stock 
losses, but not against the loss of income during the rebuilding 
period. Business interruption insurance assures that salaries can 
be met and advertising to keep your name alive can continue. 
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ication 


WARWICK Unions 
are not just made 


. « they are built! 


Black B Ox 


r Label. 





WARWICK 
FITTINGS 





THE WARWICK COMPANY IDAHO AVENUE. WARWICK, #1 


Experienced plumbers never fail to identify WARWICK with Quality for 
they know that WARWICK unions and fittings have always been made 
to meet the most exacting standards. Perfect chamfer feature helps ré 
duce pipe make-up problems. Full ball joint insures perfect pipe lin 
alignment. Uniform strength throughout, sturdy square shoulders all help 
to make WARWICK the choice of plumbers who actually work with it 
Yes, for down right long-lasting dependability and efficiency, WARWICK 
ranks first with those who know that “meeting demand with quality 
makes satisfied customers. Thus it is, every WARWICK package label is 


your assurance of Quality 


WRITE WARWICK FOR FURTHER DETAIL 





FLANGES 





THE WARWICK COMPANY 


IDAHO AVENUE 
LINCOLN PARK RHODE ISLAND 
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When you buy Central Foundry “Spun” Pipe 


The accepted standard for centrifugal cast soil pipe. It’s the original. 
Tested innumerable times in actual use. More installed than any other. 
Backed by long experience. Produced for more years than any other. 


Deliveries in any quantity as needed. Made in the largest soil pipe plant with 
modern machinery. 


Most important, the only soil pipe cast in machine-made all-metal molds. Every 
size, length for length, in every detail is identical. 


With these extras, you can be confident you are buying soil pipe that is completely 
satisfactory. It’s pipe that is seamless, smooth inside and outside, arrow straight with 
walls of uniform thickness, absolutely round spigots and reinforced hubs. 


Work goes ahead as planned, labor costs are low, jobs are finished as scheduled, with 
Central Foundry “Spun” Pipe. It’s made different to be better, yet it costs no more. 


When ordering soil pipe, always specify Central Foundry. 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe + Machine-Made Fittings + Bituminized Fibre Pipe 


Office: Foot of Pacific Street, Newark 5, N. J. Plant: Holt, Ala. 


Look for the Write for your 
WHITE HUB — copy of the booklet, 
Be sure you're getting “A-B-C’s of ‘Spun’ Soil Pipe” 


MEMBER OF 


Central Foundry SS a and get all the facts. 
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HERE’S THE |) =)! KITCHENAID 
CONVERTIBLE DISHWASHER 


today a portable... tomorrow a built-in, but always a KitchenAid! 


KitchenAid’s new convertible dishwasher 
gives you an opportunity for immediate 
sales to an added market for home dish- 
washers—YOUR prospects who want a 
KitchenAid now but who plan to remodel, 
buy or build later...don’t want to buy a 
portable and then a built-in...or simply 
want a front-opening portable. They buy 
the KD-52P asa glamorous portable, take 
it with them when they move or install 
it under a counter whenever they build 
or remodel. Just remove the casters and 
panels, connect the plumbing and presto 
—it becomes a built-in. The spacious 


exclusive Hobart high-velocity revolving 
power wash and rinse, sanitized flowing 
hot-air drying, spacious racks, dual 
strainer system, foolproof time-control 
indicator, warm-up feature and the same 
effective capacity of the built-in models, 
plus the versatile snap-on dual fill-drain 
hose and plug-in power cord, separate 
start control and movability of the port- 
able model... plus the maple cutting top. 

The new KitchenAid convertible- 
portable incorporates the advantages of 
the complete line of automatic KitchenAid 
dishwashers, since it is exactly right for 


maple cutting top can be left in place to | 
P P 


add a custom touch to the kitchen and 


any prospect who owns, rents, intends to 
build, buy or remodel. There is truly a 
KitchenAid for every kitchen now—and 
additional sales prospects for you! For 
information, write KitchenAid Home 
Dishwasher Division, Dept. K 1) I:-P, The 
Hobart Manufacturing Co., Troy, Ohio. 


to become a handy food preparation 
center. 

The convertible is truly KitchenAid in 
every detail. The same superior features 
of KitchenAid built-ins and portables are 
combined in this new convertible model: 


Broad, ball-bearing 
casters provide easy 
movability anywhere 
Spacious, maple cutting 
top (counter height) is 
ideal for food prepara- 
tion, saves counter top 
from knife markings. 


—> 


Plug-in power cord and dual fill-drain hose 
are stored out of sight and out of the way 
in special receptacle in rear panel. 


See the complete line of KitchenAid home dishwashers in the 
industry-built-in, free-standing, dishwasher-sink combination, 
counter-height, top-loading portable and front-loading convert- 
ible-portable at Booth 534 - National Plumbing, Heating G 
Cooling Exposition - Miami Beach Auditorium 


KitchenAid. 


The Finest Made... by 
Si 
The World’s Largest Manufacturer of Food, Kitchen and Dishwashing Machines 
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CONVENTION DATES 


CONTRACTOR ASSNS. .. . National 


June 1-4—NAPC—Annual conven- 
tion of the National Assn. of Plumbing 
Contractors (held in conjunction with 
the annual Plumbing and Heating Ex- 
position); Convention Hall, Miami 
Beach, Fla. 


July 19-24—ASSE—Annual meeting 


Sanitary 


Wash- 


of the American Society of 
Engineering; Mayflower Hotel, 
ington, D. C. 


Sept. 27-30—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; (ho- 
tel to be determined), Houston, Tex. 


CONTRACTOR ASSNS... . State 


June 18-21—New Jersey — Annual 
convention of the New Jersey State 
League. of Master Plumbers; Hotel 
Shelburne, Atlantic City 


Sept. 17-19—Maryland—Annual con- 
vention of the Associated Plumbing 
Contractors of Maryland; Carvel Hall, 
Annapolis 


Jan. 25-28 (1960)—Illinois—Annual 
convention of the Illinois Assn. of 
Plumbing Contractors; Congress Ho- 
tel, Chicago 


Mar. 16-17 (1960)—Maine—Annual 
convention of the Maine State Assn. 
of Plumbing Contractors; Hotel East- 
land, Portland. 


Apr. 21-23 (1960) Virginia An- 
nual convention of the Virginia Assn. 
of Plumbing & Heating Contractors: 
Chamberlin Hotel, Old Point Comfort. 


Apr. 21-23 (1960)—Washington—An- 
nual convention of the Associated 
Plumbing & Heating Contractors of 
Washington; Elks Club, Port Angeles. 


Apr. 28-30 (1960) —Texas— Annual 
convention of the Associated Plumb- 
ing & Heating Contractors of Texas; 
Shamrock Hilton Hotel, Houston. 


May 12-14 (1960) — Michigan— An- 
nual convention of the Michigan Assn 
of Plumbing Contractors; Statler Hil- 
ton Hotel, Detroit. 


MANUFACTURER ASSNS. 


June 1-4—PHE—Annual Plumbing 
and Heating Exposition. (Held in con- 
junction with the annual convention 
of the National Assn. of Plumbing 
Contractors); Convention Hall, Miami 
Beach, Fla 


June 2-5—OHINE—Eastern biennial 
exposition of oil heat and air condi- 
tioning of the Oil Heat Institute of 
New England; Statler Hilton Hotel, 
Boston. 


June 4-5—NWAHACA 
nual meeting of the National Warm 
Air Heating and Air Conditioning 
Assn.; Statler Hilton Hotel, Cleve- 
land. 


Semi-an- 


June 18-19—AHLMA~—Annual con- 
vention of the American Home Laun- 
dry Manufacturers’ Assn.:; 
Beach Hotel, Chicago 


Edgewater 


June 21-23—NADFPM—Summer 


meeting of the National Assn. of Do- 
mestic and Farm Pump Manufactur- 
ers; Lake Lawn Lodge, Delavan, Wis. 


Oct. 5-7—AGA—Annual convention 
of the American Gas Assn.; Conrad 
Hilton Hotel, Chicago 

Oct. 25-27— NIWKC—Annual con- 
vention of the National Institute of 
Wood Kitchen Cabinets; The Home- 
stead Hotel, Hot Springs, Va 


Oct. 29-30— AHLMA—Fall confer- 
ence of the American Home Laundry 
Manufacturers Assn.; Commodore Ho- 


tel, New York City. 


Nov. 2-5 
the Air 
tion Institute; 
lantic City, N. J 


ARI—1I1th 
Conditioning 
The 


exposition of 
and Refrigera- 
Auditorium, At- 


Nov. 8-12—NEMA—Annual meeting 
of the National Electrical Manufac- 
turers Assn.; Traymore Hotel, Atlan- 
tic City, N. J 


Dec. 3-4—NWAHACA—Annual con- 
vention of the National Warm Air 
Heating and Air Conditioning Assn.: 
Chase-Park Plaza Hotel, St. Louis 


Dec. 12-15—NSPI—Annual conven- 
tion of the National Swimming Pool 
Institute; Coliseum, New York City. 


WHOLESALER ASSNS. 

June 11-14—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Equi- 
nox House, Manchester, Vt 


June 18-21 NYSPHW Annual 
convention of the New York State 
Plumbing Heating Wholesalers; 
Thousand Islands Club, Alexandria 


Bay, N Y 


and 


Sept. 30-Oct. 2—CSA—65th 
convention of the Central 
Assn.; Palmer House, Chicago. 


annual 
Supply 


Oct. 25-28—AI—Annual convention 
of the American Institute of Supply 
Assns.; Haddon Hall Hotel, Atlantic 
City, N. J 


Nov. 1-2—ACRW—Annual meeting 
of the Air Conditioning and Refrig- 
eration Wholesalers; Shelburne Hotel, 
Atlantic City, N. J. 


Apr. 3-5 (1960) 
convention of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hall, Atlantic City, N. J 


MAWA—Annual 


Apr. 10-12 (1960) 
convention of the Southern Whole- 
salers Assn.; Palm Beach Biltmore 
Hotel, Palm Beach, Fla END 


SWA—Annual 
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more to sell 


when you sell 
BURKS pumps 


In selling pumps, the more you have to sell, the 
easier it is. So—with BURKS, you can't miss... 
because BURKS gives you more. 


BURKS quality, for example, has been recognized 

as outstanding for nearly half a century. 

BURKS performance, model for model, is second 

to none. BURKS dependability is engineered 

into every unit to minimize maintenance and service. 
BURKS features have built-in customer appeal 

that gives you a solid competitive plus. 





That all adds up to more customer satisfaction... 
and that’s bound to mean more sales for you. 

So if you want more to se//—sell BURKS. 

Hustle the coupon to us for full details. 





—"C" SERIES.* The pump with “Life-Lok”— 


for up to 40% longer life. Self-priming. Slow-speed operation 
© —1725 rpm. Dual-purpose pump—shallow or deep well. 


—“HV" SERIES.* Installs horizon- 
tally or vertically. Patented “KAM-ACTION” impeller-diffuser 
combination. 


—“HV" SERIES. All new—for greater 

on he . . capacities at higher pressures from deeper settings. Horizon 

building quality pumps since 1914 tal or vertical installation. Compression type fittings. Capaci- 
ties to 2310 gph. 


—“S” SERIES. Efficient, dependable, high-per- 
formance pump. For depths to 800 feet. 
P LJ M + ~, *Factory assembled water systems available 
AND WATER SYSTEMS 


DECATUR PUMP COMPANY, 33 Elk St., Decatur, Ilinois 
Please rush details on: 

Full line of BURKS Water Systems Pumg 

Profit opportunities for Distributors 


Co Ind Crow with Dourks NAME POSITION 


COMPANY 





ADDRESS 


TOWN 
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reserved 


urgeons 


Every home owner considers himself a drain surgeon. 
But his ‘‘cure-al!,"’ the faithful plunger, unfortunately just 
isn't adequate enough. 
It can't quiet a noisy water closet, stop dripping drains, 
cure Sweating pipes, or remedy rattling faucets 
Since most service calls of this type are considered 
somewhat of a nuisance, most plumbing contractors 
prefer to reduce these calls whenever possible. Thou- 
sands have, by passing on a few “secrets of the trade’ 
that enable a homeowner to effectively make these minor 
repairs himself. These plumbers freed themselves and 
their journeymen for the bigger, more profitable jobs 
requiring their professional know-how. And they've wor 
new trust, respect, and consequently more business 
How was it done? With a successful, economical 5 
piece direct mail program called ‘Here Are Some Im 
portant Hints and Helps From Your Neighborhood 
Plumber,” created by Rheem with the invaluable assistance 
of the NAPC. You can rely on Rheem... 
All you need for this “Good Will” promotion is a mail the big name in comfort products 
ing list. If you don't have one, Rheem will compile one for the home. 
for your area. That's all there is to it... Rheem does the water heaters, steam and hot water boilers 
rest! W central air conditioning, warm-air furnaces 
t plumbing fixtures, and water softeners 


Rheem Mfg. Co., Dept. NA, 7600 S. Kedzie, Chicago, Ill. 
SALES OFFICES IN CHICAGO, ILLINOIS » SOUTH GATE, CALIFORNIA + DALLAS, TEXAS « SPARROWS POINT, MARYLAND 
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NEW MODERNIZER KIT 
OFFERS BiG PROFITS AT 
NO SELLING COST! 


Here's How You Can Profit from Your 
One Big Advantage Over Competition 


As a plumbing contractor. you have a built-in advantage over 
every other businessman. 
Your customers ask you to call on them and then pay you for 
your selling time. 
Every time you. or your journeyman plumber. goes on a house 
service eall. you are civen a free opportunity that no department, 
mail order. or hardware store can hope to have. Your customer 
has invited you in. given you an opportunity to see first hand the 
products she needs immediately or will need in the future. It’s a 
golden opportunity to sell and your standard service charges 


pays for your selling time. 


Now. here’s a simple. easy way to turn this selling advantage into 
golden profits. The Olsonite Modernizer Kit is a neat. attractive 
sales kit for use on service calls. It contains everything you'll 
need to suggest the most overdue modernization in the average 
bathroom and make the sale often in a matter of seconds. Here’s 


how it works: 
On every service call. check the condition of the toilet seat. 


If it is cracked, chipped. has rusty hinges. ete.. open up your 
Olsonite \lodernizer Kit. Show the housewife the Olsonite No. 40 
plain white or pearlescent displayed in the kit. You don't have 


to sell—just ask her to buy. 


If she wants more details. show her the cross section. | xplain 


Olsonite’s solid. one piece construction. 


Literature is included showing suggested retail list prices and 
features of Olsonite No. 40 seats. If she wishes a more competi- 


tively priced seat, literature on the Olsonite No. 30 is also included. 


You can make the sale. install the seat. and add substantially 


to your profits. all in a matter of minutes. 





HOME SEAT REPLACEMENT 
PROVEN BIG PROFIT MAKER 


A recent article in DOMESTIC ENGINEERING reported the 
success of selling by suggestion on service calls. Union Plumbing 
and Heating of Richmond, Virginia, jumped seat sales from 12 
replacement seats in 1957, to 150 in 1958—an increase of over 
1000%—with no more effort than carrying a seat in a carton on 
every service call. Sales estimate for 1960 is 600 seats per year. 


This phenomenal sales growth is accomplished without special 


training, sales kits, or literature—just a decision to “ask the cus- 
tomer to buy.” Remember, nothing dresses up a bathroom so 


easily, quickly and thriftily as a new toilet seat. 


FREE MERCHANDISING HELPS 
MAKE IT EASY 


You pay only five dollars—less than one-half its actual cost—for 
the beautiful Olsonite Modernizer Kit. It is designed to last for 
years, and stay beautiful without special care or maintenance. Its 
handsome exterior can take it. Against the rich maroon velveteen 
interior lining. the Olsonite No. 40 sparkles like a jewel. And 
included free with every kit are these sales producing tools: 

1 \ supply of four color folders on the Olsonite No. 40 

2a A suggested retail price list 


3 \ cross section of the famous Olsonite one-piece 


construction 
4 Folders on the Olsonite No. 30 line 


§ A generous supply of the Olsonite’s “Tops For 


Bottoms” key rings 


SHOW YOU THE OLSONITE MODERNIZER KIT. 
START TAKING ADVANTAGE OF THIS 
NEW PROFIT OPPORTUNITY NOW! 





YOU STEP UP TO BIGGER PROFITS WHEN YOUR 


JOURNEYMAN CARRIES THE 


MODERNIZER KIT 


Sh 














wr 





THE EXCLUSIVE MODEL NO. 40 
SOLID OLSONITE SEAT 












































THE ECONOMY PRICED 
SOLID OLSONITE NO. 30 




















SEATS 


SWEDISH CRUCIBLE STEEL COMPANY >: 





JOB PROBLEMS...and how to solve them 


How to avoid air binding in the high points 
of a series-loop baseboard heating system 


To the Editor: 
We have 


series-loop baseboard heating sys- 


been putting in some 


tems using 200F water with a 20 


deg. temperature drop. Generally 


we arrange these loops into two 


circuits with valves, draw-offs 


, 
Dalancing COCKS 
* to eat nm cine ut 


ol 


would like clarified. As we under- 
stand the purging technique with 
these systems, we should hook up 

hos 4 to I 
n turn and run 

4 ut to the W aste | I 
hree minutes. We 


Wasn tf 


separatol! 

close to the boil 

IS at its 

this poin 

readily thar 
Obviously 

its journ 


comes it 


Hot lead joining of plastic sewer and 


drain pipe to cast iron 


page 116 








WITH OURSELVES 
There's A Dangerous DIFFERENCE 


Take the Trouble to look for Dependable 
quality in your Heater Line. 


You actually can see the difference, you know. At least 
you can see a good many of the features that guarantee 
that vital extra quality in a glass lined water heater 


—if you look for them. 


@ Brass nipples instead of galvanized for example-— 


you can see that at a glance. 


2] Pull the anode, if there is one—see if it’s full length 


or astub...a 99.9% pure extrusion...or a cheap cast rod. 


6) You can even inspect the inside of the tank with a 
small drop bulb and a dental mirror—for clean welds, 
tight joints, complete undamaged glass coating. And of 
course you can read and compare warranties—carefully. 
Beyond that, there are many differences you can't see 

the actual quality of the glass lining for example. That’s 
where the integrity of the manufacturer comes in 


Take a good long look at that, too. 


TO BE HONEST WITH YOU 
We think Day & Night makes the finest water heater in the 
world—but not the only good one. We know there are 
other quality products on the market. We respect them 
We wish there were more. This industry needs them 


—and their honest standards of value. You need them, too 


Look beyond claims—for real quality—in the 
heater you sell, Your customers will— 


next time—and buy where they find it. 
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PUBLIC! 


- Between Water Heater Value and Water Heater Price! 


—or Take a Close Look at the Built-in Trouble You Buy (and SELL) 
ina Typical “Price Heater” (bought on the open market for routine inspection) 


TYPICAL TROUBLE — inadequate enamelling experience 
and absence of quality control inspection which permits 
shipment of tanks with incomplete glass coverage, or 
with coating crazed or damaged during fabrication 


THE DANGER— even a pin-hole in a glass coating is an 
open door to accelerated corrosion which concentrates or 


the only bare metal it finds 


TYPICAL TROUBLE — construction short-cuts omit 
essential steps like the sizing of mated parts and result 
in bulging joints or deep seam openings between 

head and wall surfaces 


THE DANGER — the free flex-action of distorted areas 
and edges (under operating pressures) throws off 
glass coating immediately, leaving bare steel 
exposed to corrosive attack 


AS FOR WARRANTIES —a conscientious manufacturer who intends 
to stay in business will honor warranties for product failure, 
whether they have been recorded or not at time of sale. A serial 
number tells the story. This is a simple matter of good faith 
supporting your dealers, maintaining the goodwill of the buying 


public, standing behind the product you sell 


Legal hide-and-seek techniques like special mailing and recording 
requirements or complex and expensive claim routines are 

slyly calculated hedges and escape clauses. They leave the legal 
problem of satisfying an unhappy customer —or probably 

losing him—up to you. 





TYPICAL TROUBLE 
heaters are eq 
stubby half-size cast 
with the usual fore 
impurities whict 
feed on themselves instead 
of doing their } In © 2 3 


l year heaters—no anode at all 


THE DANGER — wit 
full sized anod 
glass-lined heater: 


as good as galva 


Look to DAY & NIGHT 2/7 for trouble-free quality 


and a new credit plan to help you se/// 


DAY & NIGHT Manufacturing Company, 855 Anaheim-Puente Road, La Puente, California 
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ANY’ MODEL YOU NEED’IN SUBS OR JETS 
e 





Get into the booming and profitable submersible ; 

pump business quick with the industry leader: the / retail 

Rapidayton 2-wire. Sensational new 3 STAR and '4 A.p. for depths to 90 ft. at 40 /bs. 
5 STAR models give you a head start! Advanced, 
simplified design makes installation easy. Factory retail 
attached cable. No control box needed. Tait made 

oil-filled motors, match pump for optimum per- ‘7 /.p. for high capacity, pressure 
formance and longer service. included with each pump: 


60 ft. factory attached cable 
and over/oad protection 








America’s No. 1 competitive jets. Build volume 
and profit, insure customer satisfaction, cut serv- ) retail 
ice to a minimum—all with the Rapidayton Jet- 
star. Heavy-duty NEMA 56-frame motor; open, 
separate motor mounting bracket; bronze im- ; 
peller, nozzle, venturi; Quad Volute diffuser inte- I _* /retail 
grated with cast iron pump body ...NEW! ' 4.p. vertica/ pump with 
Vertical Jetstars for big volume in single-pipe 
markets; competitive even in 34 and 1 h.p. 
*Trademark 


for '/3 h.p. shallow well pump only 


2” ejector, well adapter, foot valve 




















Big volume in subs lies ahead. Get your share 
of this highly-profitable booming market — 
NOW—vwith the industry’s pace-setter: the 
Rapidayton. Dominate the entire 4” submers- 
ible market—both shallow and deep wells— 
with 2-wire or 3-wire Rapidayton models. 
Then go after the really BIG jobs (industry, 
business, motels, institutions, irrigation) with 
the 6” models. For the greatest possible com- 
petitive strength in this fastest-growing seg- 
ment of the water systems market, you need 
only stock and sell Rapidayton exclusively. 
Check Rapidayton design. Check features. 
Check quality. Check profit potential. Rapi- 
dayton leads all the way—with subs 100% 
designed, made, and warranted by Tait, in- 
cluding motors and motor parts. 


TAIT-MADE O/L-FILLED MOTOR 


Designed and 100%-made by Tait for 
; optimum pertormance with a specific 
1 ‘ pump. Oil-filled, with perfect seal, elec- 
3 tronically tested. Two-piece stator con- 
struction permits use of more copper 
and more insulation, eliminates hidden 
damage, insures greater dependability, 
longer life. 





SUPERIOR STAGE DESIGN 


Field-proven nylon impellers, hydrauli- 
cally balanced, have larger diameters, 
creating 56% more pressure per stage, 
making a much more efficient pump. 
Stage construction—nylon to stainless 
steel — reduces friction and provides the 
greatest resistance to abrasion known. 


*Trademark 








Tait is the only water systems manufacturer 
who can supply you with EVERYTHING you 
need in jets as well as EVERYTHING you 
need in subs. If you're in a rough, tough, com- 
petitive jet market, build volume AND profit 
with the high-quality, low-priced Jetstars 
(see opposite page). To upgrade your jet busi- 
ness for MAXIMUM profit, sell the famous 
Rapidayton Champions.* Available in single 
and multi-stage models (many packaged), 
Rapidayton Champions are completely delux« 
and represent a supreme quality which has 
all but disappeared from many competing 
pump lines. Champions are really fine pumps. 
The ALL-BRASS multi-stage vertical Super 
Champ and the two-stage Rapidayton Twin 
are examples of Champion superiority. 


The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 
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CRANE HELPS YOU 


makes all these 


eLUiCel-Tamxel -Samel(e Kime h’Zel|{e] e) (=. 
through CRANE dealers 


Builders know that important brand names 
sell homes... that’s why they like CRANE! 


The value of a respected brand has been proved over and over again 
in home selling—that’s where Crane comes in. Home buyers know 
Crane ...to them Crane means top quality, the latest engineering 
advances, the finest styling. The smart builder makes the most of this 
known preference. 


In the builder magazines Crane is using powerful two-page spreads 
to drive these points home: 


Ist —28°% more people prefer Crane plumbing than any other 
brand. 

2nd—The builder can capitalize on that preference by using 
Crane and promoting it. 

3rd —These proven sales aids are available through their Crane 
Plumbing and Heating Contractor. 


TELL YOUR BUILDERS that you can supply them with signs, 
displays, etc., they need to advertise that they are building a quality 
home—with Crane plumbing and heating. Your Crane Branch or 
Crane Wholesaler will be glad to give you complete information. 


step YP your SALES WITH 





Ask your Crane Representative for 
a copy of the 1959 SELLING 
GUIDE FOR HOME BUILDERS. 
See adjoining page for some of the 
many promotional ideas included in it. 


ANE 


THE PREFERRED PLUMBING 


CRANE CO., 836 SOUTH MICHIGAN AVENUE, CHICAGO 5, ILL. © VALVES @ FITTINGS @ PIPE @ PLUMBING @ HEATING @ AIR CONDITIONING 
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" SALES TO BUILDERS 
































"WHY WE 
CHOSE CRANE” 
BROCHURE 
FERN DALE j - 4 WATER 
MODEL HOME roo HEATER SIGN 
CRANE preferred plumbing aS eee 
= 
Ss 
GUIDE ARROWS [CRANE 
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DIAL-ESE FAUCET it pony ttl | 





ANE 
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CR 


pLumBiN 





SUNNYDAY 
CRANE DIAL-ESE DISPLAY DISPLAY STAND SITE SIGNS 








[us home equipped with 


CRANE 


Stenyday | 


| HYDRONIC HEATING | 


RES THE 
HEATING THAT cAPTU 
HEALTHFUL FEEL OF SUNSHINE 

















CRANE HEATING SIGN CRANE BATHROOM SIGN MODEL HOME SIGN 
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= GENERAL 


CAST BRONZE 
Drainage Fittings 


... cut ~nstallation time! 
... allow more compact layouts! 
... provide lasting service! 











Light, compact GENERAL 


e = 
bronze drainage fittings cast bronze 
o e a 
drainage fittings provide: 
allow time saving pre-assembly for easier, 
uniformly high-grade castings... 
faster installation . . . do not require heavy 
assured by modern, automatically- 
equipment for threading or caulking. . 
controlled foundry operations. 
Generai drain, waste and vent fittings fea- 
smooth, clean tube sockets for easy 
ture quality construction . . . exceed ASA ' : 
4 y ’ soldering and perfect fit . . . assured by 


~ © cs S rO 14 y d S > i . . . . 
standards for weight and strength precision machining. 
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adds a new product line... 


Gh) S64 


PRODUCT RELIABILITY... 


the GF symbol on each drainage fitting assures 
the same high quality .. . at amazingly low cost 

. as found in General’s popular TESTITE 
pressure fittings and other plumbing equipment 
lines. Request Bulletin B-12 for size and price 
data. You'll be surprised how reasonable a waste 


and vent system in bronze can be! 











General Fittings backs its extensive product line with over thirty 
years of continuous engineering research and manufacturing experi- 
ence. From its modern, efficient plant comes dependable perform- 
ance-proved plumbing and heating equipment, heat exchangers, and 


electric heating units. 


GENERAL FITTINGS COMPANY 


EAST GREENWICH RHODE ISLAND 
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CREDIT 


= 
PUMPS! 


Here’s what you can do about it 
. . . and how Goulds can help! 


In the U.S. today, credit spells big 
money! $40 billion in consumer 
goods alone last year! 

What’s happening to the small 
dealer who can’t offer his customers 
credit? Look at the facts: last year 
78°; of all furniture sold was bought 
on credit; 63°; of all appliances sold 
was bought on credit. 

You figure it out. Credit plans are 


attracting the greater share of 


GOULDS g@ PUMPS 


almost every market! If credit has 
been your competition in the water 
system market, here’s what you can 
do about it and how Goulds 


can help you. 


1. Talk to your Goulds distributor 
about making arrangements for a 
credit plan. He can help you find 
the system that’s best suited to your 
business and locality . . . and most 
useful to your customers. 


2. Offer service...plus easy terms! 
Did you know that 9 out of 10 
‘credit customers’? for water sys- 
tems are forced to install and service 
their own—or make other arrange- 
ments. If you can offer service plus 
easy terms, you can win more cus- 
tomers over to your side! 

Mention this advertisement the 
next time you talk to your Goulds 
distributor. He can follow it up by 
arranging for a special presentation 
of the facts about a credit system for 
you. Get in touch with him soon or 
mail in the coupon on this page. 








‘P 


GOULDS HELPS YOU TIE IN your local 
ads to big full-page Goulds ads that 
appear in magazines like these. The 
new advertised message is ‘‘service plus 
easy terms.’’ Goulds new Co-operative 
Advertising Plan for dealers pays half 
the cost of your local newspaper, radio 
and TV ads to make it economical for 
you to tie in! You can also get ad mats 
rV slides, radio scripts and billboard 
posters from Goulds 


ee COWLES Ceram som 


GOULDS HELPS YOU DISPLAY AND DEM- 


ONSTRATE with new point-of-sale sell 
ing aids! You can get demonstrators 
like this one, that actually do the selling 
for you. Goulds also can provide eye 
catching displays and signs that get 
attention on your floor. Distinctive 
Goulds dealer identification pieces for 
outside your store or in your window 
emphasize “service plus easy terms! 


GOULDS PUMPS, INC. 


Dept. DE-69, Seneca Falls, New York 


Please send me more information 
on the following 


1Co operative Adve rtising 
J 

booklet free! 

Credit Plan presentation 


] Goulds displays and demon 
strators 


Name of nearest Goulds dis 
tributor 


Name 
Pith 


Address 





News of the Month 


Biggest-Yet Housing Boom Is Seen 
for Mid ‘60's; May Reach 2 Million 


Short-term building outlook also bright 


6; There is 
that the 
may be on the verge of the biggest 


WASHINGTON, 
growing evidence nation 
building boom in its history. 

As reported in DE’s annual new 
last 
there’s a boom in the making that 
FHA Commissioner Julian Zim- 
will bring housing 
1.6 million 


construction month, 


issue 


merman says 

Starts to a 

mid ’60’s 
Added was given to 


DE’s report recently by Carl Mit- 


rate by the 


substance 





National 
Assn. of Home Builders, who de- 
that “the 
ready for a dynamic 


nick, president of the 


clared nation must get 
decade of 
growth.” 

Mitnick pointed out that all sta- 


fact: 


of people 


tistics add up to one certain 
“An 


are going to have to be housed 


enormous numbe1 


and housed properly—in the years 
ahead. 
“During the ’69’s,” he 


nation’s 


said, “our 


need will reach at least 


two million new housing units a 


year and the need will grow and 
grow.” 

This period, he pointed out, will 
witness the long-expected popula- 
tion growth, stemming largely from 
the high birth rate following World 
War II and the family formations 
20 years late 


a Mitnick also pointed out that a 


booming home building industry 
will have a collateral effect on the 
nation’s economy as a whole. 

“The theory has been advanced 
by the Bureau of Labor Statistics 
that every house built accounts for 


putting 2% work for 


men to one 


year—one in the factory, one on 


the site, and one-half in utilities 


and community facilities,” he said 
alf the the 
two-million unit figure, it will add 
i Dy 


rolls, Mitnick concludes. 


industry. advances to 


million to the employment 


The plumbing and heating con- 


tractor—because of the vital role 


he plays in new construction—will 


share heavily in this rapidly ex- 


Display Points Way to 
Solve Cooling Problems 


NO MYSTERY: Transparent 
rator and condenser (left 
structor explain to students at Jani 
trol’s air conditioning service school 
what happens to the Freon during the 
operation of an air-cooled unit. Serv- 
ice problems also are easily shown 
by the unit. (See story, page 82. 


evapo- 
help the in- 


DoMESTI 
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DomeEstTI 


panding market, Mitnick said 
The outlook also looks bright fo: 
the short term. 
Total spending for new construc- 
tion in the first quarter showed a 
12 percent increase ove! the same 
period last year, with new homes 


accounting for $3.4 billion—a 32 
percent jump over 1958 
In March, 


started at a 


new homes were being 
seasonally adjusted 


rate of 1.39 million. 


Gas Water Heaters Set 
Ist Quarter Record 


New CITY 


heater shipments during the firs 


YORK Gas watel 
quarter of this year have hit an 
time high. More than 775,000 were 
shipped in the period, the Gas A 
Manufacturers «As 


reported, for a 15 percent 


1] 
ali- 


pliance 


over the same period in 
Heavy March shipments 

the quarter total to the new 

267,300 units being 


total was up 20 


with 
The monthly 
cent over 1958 and was the highest 
monthly total since the 267,500 


shipped in March of 1956 


WALKING ON ELEPHANTS’ heads is this girl’s act in the 
Bros. circus engaged by Kohler Co 
employees. Four thousand 


three-ring Cristiani 
to give two performances for the firm’s 
spectators are expected at 


each performance 


Plumbing Inspectors Need No Search 
Warrant—High Court Rules 5 to 4 


WASHINGTON, D.C.—In 
that will vitally affect the future 


a decision 1 10! nN 
; Par , 

enforcement of plumbing code pro- 

U.S. Supreme Court 


$ last that a 
j 
1 


visions, the 
ruled 5 to 


he alth 


montn 
, 


inspectol qaoes not need a 


, 
warrant to search a home 


Felix F1 


thor ot tne ae 


Justice 


Manufacturing Economies Are Goal of Joint 
Production Agreement Between Siegler, Rheem 


PASADENA, CALI: An 


ment for the joint mar t 

residential water heaters and heat- 
ing equipment has been 
into by the Holly-General Division 


1 
entered 
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of the Siegler Corp. here 
Home Products Div 
Manufacturing Co., Chica; The 


al 


and the 


Rheen 


1ouncement was made jointly by 


John Brooks, Siegler president, and 





News .. . continued from page 57 Warm Air Convention to 
Be Held in St. Louis 


CLEVELAND—The annual conven- 
tion of the National Warm Ai 
Heating and Air Conditioning 
Assn. will be held Dec. 3-4 in St 
Louis 

Convention headquarters will be 
the Chase Park-Plaza Hotel. Coun- 
cil and committee meetings will 
convene on Dec. 1-2, according to 
Thomas Byrd, president of the 


trade group 


FUTURE PRESIDENTS of contractor associations, Irvin Rechkemmer (left) of 
the National Assn. of Plumbing Contractors and William Scott of the Mechanical 
Contractors Assn. of America, enjoy a relaxing moment with Robert Davidson . : 
right), general manager of the Canadian Plumbing and Mechanical Con- interstate Commerce. The FTC re- 
tractors Assn., at the MCAA convention held recently in Washington, D.C. jected this on the basis that Holland 
Rechkemmer and Scott will begin their terms as presidents next month 


offenses were at the local level, if 


true, and therefore were not in 


owns and operates 475 branch of- 

fices and retail outlets, plus sub- 

branches, and deals directly with 

the consumer through them. The 

FTC Order to Holland Furnace to Stop FTC cited Holland’s claim of “500 

\ F > _— direct factory branches serving 
Scare’ Tactics Gets Local Publicity acer SGMMIDED cxubmmacs™ 06: 

tablishing the flow of interstate 

Goop1nc, Ipa.—The Federal Trade Holland. Holland complained on commerce. Further, the FTC said, 

Commission’s order to Holland appeal that the FTC lacked juris- many Holland branches do operate 

Furnace Co. to “stop scare selling diction in the matter, that any such across state lines 

tactics” was given wide circulation 

recently in a newspaper advertise- 

ment sponsored by three heating The Gooding Leader 

contractors and a gas utility. 
The ad, three columns wide and 

11 inches deep, appeared in the EWS 0 s on 


Gooding Leader here and was 





eptember !|9 
based on a news story appearing in Septembe 38 


ee Holland Furnace Co. Is 
1e 1ad charged that em- e 

ployees of the Holland, Mich., firm Given Final Order to Stop 
had posed as government or utility Scare Selling Tactics. 


representatives to gain entry to FTC wants proof of compliance in 60 days 
homes for sales purposes, then had WASHINGTON. D. C 


Holland Furnace Co. has been 


used “scare tactics, misrepresenta- ordered to file a report with the Federal Trade Commission with- 
in 60 days showing in what way it has halted alleged unfair selling 
is 


tion and duress” in selling. iT Eel the ~enddnn 3 } 


ee ee 


The FIC cited HONands claim of SUU Gitecr factory Branches 
alIn some cases, according to the serving over 15,000,000 customers" as establishing the flow of 
interstate commerce. Further, the FTC said, many Holland 


report by FTC Examiner James Midtiiin he, anintichn ndeest gale Ines 


Purcell, Holland employees would 
dismantle furnaces for inspection, Cell Aree ty 


then refuse to reassemble them on A.&B. HEATING & AIR CONDITIONING 
grounds they would cause a fire or GOODING HEATING & SHEET METAL 
explosion. In other cases, custom- 

Pa ; Se Le IDAHO GAS COMPANY 
ers were told the furnaces were 
not worth repairing or that the TRIANGLE HEATING & PLUMBING 


manufacturer was out of business “Reprinted from DOMESTIC ENGINEERING, September, 1958" 











and parts were not available. 
a oe - = " * “a A DOMESTIC ENGINEERING STORY was used in an ad in the Gooding (Ida 
ne C « —— that this was Leader recently. The story told of the Federal Trade Commission’s final order to 
part of a systematic sales plan by the Holland Furnace Co. to “stop scare selling tactics and misrepresentation 
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DOME 


Siegler, Rheem in Joint 
Production Agreement 


page of 


Siegler division plant here 


Brooks and Walke: { 


pointe d ou 


that the plan ( 


vers oniy 


facturing activities and that exist- 
I al and 


will n 


individual product identity 


ing lines of both Gene 
Rheem w ters 


their 


alntal! 


In this respect, all non-manufac- 


turing efforts such as eng 


design, tooling and ma 
be maintained on a com 
separate basis. 
re , ' ; 
The combined production of 
General and Rheem watel heaters 
at the South Gate facility will take 
full advantage of 


the produc tion 


capacity there, the two presidents 
said, adding that the 
will 


cies for both companies e 


(NEWS contin 


arrangement 


“result in improved efficien- 


we d on page 60 
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Commercial Water Heater Stars in Star's 
Home — Gets Top Billing in 11 Bathrooms 


HoLtywoop, Ca.ir.—Along 
ered mansions, Sunset Blvd., 


the street of glamour-cov- 
and 


This 


faire! 


hot 


plenty of it is no less a problem than along Main St 


the nced for wate! 


was borne out recently when one of this fair city’s 
young housewives faced the task of supplying hot wate 
11) 
After discarding the suggestions from friends that she 
boil the Pacific 
Ocean, she called in a contractor who in turn supplied he: 


The 


to some 11 (count ’em, bathrooms 


pipe in a direct line from Hot Springs o1 


with a direct line to Republic-Odin Appliance Corp 
Los Angeles firm’s engineers hastened to her rescue 


= Pondering slide-rule, pipe size, pressure and delivery 


rates, they came to the conclusion that the young hous 


wife’s friends were she would boil 


Their 


mercial wate 


wrong not need to 
100-gallon pe 


Just enough to let ths 


the ocean answer was a hour com 


heate 
left) 
(Editor’s note 


young lady 


husband (at shave about 3,200 


times a day 
At this point, we lost ou: For the 
sake of those who have not yet guessed, the young hous« 
Mrs. Mickey Hargitay, 
Mansfield, whose 11-bath 


Fo. this domestic di 


write! 


wile is bette 


Jay ne 


Vallee 


KNOW! a 
home once Wi 


scene two In ama, tul 


“THE TRADEMARK IS FAMILIAR,” 


advertising and sales promotion manager for Rheen 


exciaims Cle« O'Donnell 
Home 


left j 
Products Divisior 
Divis 
Baghdad, 

Arabi 


as he and Ben Roberts, export sales manager of the International 


examine the firm’s water heater ad on the front page of a lraq 


daily However, they did not eva ste the py—printed ir 


paper 





_you're living in the 
COMFORT « * ZONE 


end you and your tumity teat better 


ADDITIONAL FUTURE SALES are the aims of a consumer presentation pre- 


pared for dealers by American-Standard’s A-C Division 


see story, page 221). 


Summer Air Conditioning Ups Office 
Worker Output, Federal Study Shows 


WaAsHINGTON, D. C. 
agers, hot 


Office man- 
collar from 


slowed-down summer output, will 


under the 


get a cool lift from a recent gov- 
ernment study that shows a 9 per- 


cent gain in productivity for work- 


ers in air conditioned offices 

Interpreting these findings of the 
U. S. General Services Administra- 
tion, William Bynum, president of 
Carrier Corp., foresees an upward 
revision in building industry plans 
for air conditioning of offices as a 
result. 

Bynum termed the report “a 
milestone in relating air condition- 
ing investment to practical results 
helpful to employers.” 


a The test extended five- 
month period and involved 140 em- 
ployees divided into two groups, 
each doing the same kind of work, 
which permitted accurate evalua- 
tion of productivity. 


over a 


Employees in the two groups 


were closely comparable in age, 


sex, and and 


worked in areas with identical fa- 


experience duties, 


cilities, lighting and wall-color. The 
only differences in the two work 


Beauty in the Bath... 


areas was that one was air condi- 
The 
test was made during the months 
of May through September. 

In addition to its 9 percent 


tioned and the other was not. 


greater productivity, the group in 


_air conditioned quarters made 0.9 


had a 2.5 


percent lower rate of absenteeism. 


percent fewer errors, 


a “Previous 


GSA 


air conditioning 


studies by the 
that an 


pays 


showed 


system back its installation 
and operating costs where there is 
a 1.5 percent gain a year in work 


accomplished,” Bynum _ observed. 


“This efficiency gain is six times 
minimum required to justify air 
conditioning from a dollars-and- 
cents standpoint.” 

Bynum noted that air condition- 
ing reduces personnel turnover and 
enables a private or governmental 
employer to obtain more highly 
skilled clerical employees who seek 
out more comfortable and cleaner 
places to work. 


wA $4 billion market for air con- 
ditioning exists in office space now 
federal, 


governments, 


used by state and local 


Bynum said. Less 
than 10 percent of this space is 
now air conditioned, he noted, al- 
though in Washington more than 
70 percent of federally used offices 
Outside Washing- 
percent of 


are so served. 
ton, 10 
are air conditioned. 

Bynum recalled that GSA has 
announced plans to spend $328 mil- 


lion in seven years to air condition 


federal offices 


existing office buildings, while the 
Defense Department has a 10-year 
plan embracing $700 million to air 
condition its facilities. 


s “Now that a carefully controlled 
government study shows that air 
conditioning saves taxpayer mon- 
ey, producing output at less cost, 
the pace increased 


may be even 


faster,” Bynum said. 


(NEWS continued on page 66) 


“OOO-HH, THAT FELT GOOD,” Jayne Mansfield seems to be saying as ‘he steps from 
a shower in one of her home’s 11 bathrooms. For a close-up look at the water heat- 
er that made her obvious satisfaction possible, see the story at top of page 59. 
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GREATEST LABOR 

SAVER IN YEARS 
Bq", y, 
or 1%” 


DIVERTER PACKING 


Three Sizes, 


Bronze or Cast Iron 





| RETURN RETURN | RETURN RETURN 


|| 


TO TO 4 
CIRCULATOR | CIRCULATOR | | 
oN) we 


THE OLD WAY THE THRUSH WAY 








ONE FITTING TAKES 
THE PLACE OF TEN 


SAVES TIME, 
MATERIAL + LABOR 
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BALANCING LEVER 
Diverter is always in line 


with balancing lever. 


s<. 14” or 1” 


THRUSH 


wil BALANCER 


WON TRADE ACCEPTANCE OVERNIGHT... 
IMPROVES HOT WATER HEAT * INCREASES YOUR PROFIT 


ry” 
| WIN-L BALANCER serves such a useful, practical purpose 
and saves so much money, time and material that it has found 


immediate acceptance with the trade. 


Whether you do five jobs a year or five hundred, Thrush 
Twin-L Balancer will reduce the cost of your installations and at 
the same time make a neater. easier-to-balance Hot Water Heating 
System. Correct balancing means higher operating efficiency. It's 
another Thrush labor saver that also means improved heating and 
more profit for you. Ask your wholesaler about it today or mail 


the coupon for bulletin and prices. 


H. A. THRUSH & COMPANY 


Department A-6, Peru, Indiana 


Please tell 
heatin 
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THE NEW CHRYSLER STAMPING PLANT 


In the boiler house of this stamping plant operation at Twinsburg, 
Ohio, there are more than 1800 tons of J&L Jal-Con-Weld pipe 
carrying steam, water and air through the 34-acre plant 

These coal-fired boilers supply 150,000 pounds of steam per 
hour under 150 psi through Jal-Con-Weld pipe 

Four air compressors deliver up to 30 million cubic feet of air per 
day at a pressure of 100 psi through Jal-Con-Weld pipe to air tools 
on the 28 major press lines, plus tool room and assembly areas 

Three 2500-gallon-per-minute pumps keep cooling water circu 
lating through Jal-Con-Weld pipe to scores of spot welding units in 
the assembly lines. 





at o> 


Lis 








A continuous strip of skelp, heated to a welding temperature of In this mill, inspections include 


approximately 2450°, passes rapidly through the forming rolls hydrostatic testing on each line in 
where it is shaped into cylindrical form two modern Schloemann testers 





as 
Finishing operations include cutting to proper length, straighter 
facing, threading and hot dip galvanizing 


“Jal-Con-Weld pipe guarantees 
trouble-free installation and performance” 


says president of The Stanley-Carter Compan) 


Over 1800 tons of Jal-Con-Weld pipe were installed sizes which range from one-half inch to four inches 
by The Stanley-Carter Company in this new Chrysler The continuous weld process utilizes skelp in coll 
Stamping plant in Twinsburg, Ohio form. Weld is formed by pressure rolls, under ideal 
“J&L pipe is uniformly round, straight and easy to temperature conditions. Before skelp enters the 
work,” said Mr. Stanley Carter. “And, we like the welding pass, a jet of air is blown on the edge to 
service available through J&L and its distributors.” remove scale and increase temperature for a 
The distributor who handled this job was H. J stronger weld 
Rothwell Fitting Company, Canal Fulton, Ohio It will pay you to standardize on controlled 
Jal-Con-Weld pipe is produced on two of the quality Jal-Con-Weld pipe 
most modern continuous weld pipe mills in the Call your nearby J&L distributor, or for more 
world. These mills were installed by J&L at a cost of information, write for J&L’s new bulletin, “Jal 
$18,000,000, and incorporate the most advanced Con-Weld,” Jones & Laughlin Steel Corporation, 
equipment to produce high quality standard pipe in 3 Gateway Center, Pittsburgh 30, Pennsylvania 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 





DUNHAM-BUS 


COOLING HEATING CONDITIONER 


Where there’s a need, there’s a Dunham-Bush product! 


The new ““CHC” Cooling-Heating Conditioner continues the Dunham-Bush 
pattern of product progress providing “‘one-source-one responsibility” for all your air 
conditioning, heating, refrigeration and heat transfer needs. 


“CHC” is a compact fan coil unit for mounting between-the-studs of a wall structure, 
designed to meet the smaller space and capacity requirements of motels, hotels, 
apartments and residences. Together with Heat-X Package Water Chillers, 
Dunham-Bush Pumps, and Water Savers, all the necessary equipment to meet 
complete specifications are provided. 





Dunham-Bush “CHC” units are available in two basic sizes—Model CHC-150 

and CHC-300. The standard unit is basically designed for free standing use readily 
adaptable for semi-recessed applications. Each standard unit can be wall mounted, 
fully exposed or semi-recessed, as required for “‘off the floor” installations. Matching 
trim pieces are available for finishing purposes on semi-recessed applications 


CENTRIFUGAL 
PUMP 


Other available features include fresh air wall boxes to meet ventilation requirements 
calling for the introduction of fresh air up to 20% of the rated CFM: rear discharge 
sections and grilles to permit discharge of up to 50% of the rated CFM to adjacent 
rooms where the standard unit is installed on a common interior partition. 

Keep up-to-date on the latest! Write for complete ““CHC” specifications or call 

your Dunham-Bush sales engineer. 


‘ARPC’ 
WHERE WATER 
USAGE IS LIMITED 


Dunham-Bush, Inc. 


WEST HARTFORD 10 e CONNECTICUT e JU. S. A. 
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#88 has 4%” O.A. Extension 
#88-M has 6” 0.A. Extension 
PRESSURE — MAX. 165 LBS. 
TEMPERATURE — 210° 

%” INLET %," OUTLET 


A NEW APPROACH 
IN VALVE DESIGN 


NEW BATH 














© w 
TEMPERATURE & PRESSURE VALVE 


a 3," 
1,500,000 BTU Water 
1,223,000 BTU at 125 lbs. 


PRESSURE - SPRING load rests on valve body — 


not on valve disc. 


VALVE SEAT IS BALANCED, having fluid pressure 


below and above disc. 


3 LBS. CLOSING PRESSURE is constantly maintained on 


valve disc regardless of pressure in the system or load on 
pressure spring. 


THE SMALLEST VALVE PERMISSIBLE by new AGA Spec. 1959 


offered at a small valve price, yet provides larger AGA 
capacity than any size straight combination valve on the market 


A valve designed and built for: 


BETTER SERVICE & LONGER LIFE 








News .. . continued from 


“eet” oo. ~ Coe 
a OO OS 


8 HOR\Z 


page 


NEW INSTALLATION TECHNIQUE: Drawing shows how finned tube is used in 


place of riser pipes 


Horizontal lengths are used in high heat loss areas 


New Type of Finned Tube Installation Is Slant- 
Fin's Answer to Gotham's Central Heating Law 


Designed for ‘marginal’ multiple dwellings 


Hi! 
the 


N.Y A new 


installation of 


RICHMOND 
technique for 
hydronic heating in “marginal” 
multiple dwellings to meet the fi- 
nancial limitations frequently im- 
posed by such dwellings has been 
Slant Radiato1 


is the firm’s answer to a 


developed by Fin 
Corp. It 
recently enacted ordinance in New 
York City 


dwelling units to have central heat- 


requiring all multipl 


ing. The announcement was made 


by Milton Brooks, general manager 


a Called the vertical-finned radia- 
tion method (VFR), it uses a finned 
tube in place of the conventional 
risers to supply room heat. “The 
system provides a good tempera- 
the 
nouncement said, ““with mean read- 
ings at 74F at the ceiling and 68F 


ture gradient,” company an- 


at floor level 
floo1 


ceiling heat loss is 


“Top 


compensated for by changing to 
114-inch fin tube (high output), o1 
copper-aluminum fin pipe. The ad- 
dition of an occasional short section 
of 1%-inch fin pipe about 2 to 3 
feet long, installed in a horizontal 
the 


most areas with higher heat loss. 


position, will answe1 need of 


VFR CUTS 


CENTRAL HEATING 
SYSTEM COSTS 


22-40% ua 


Virginia 6-8200 


Slant Fin RADIATOR CORP 


NEWSPAPER ADS like this one carried 


story to ‘‘marginal dwelling’’ owners 


The boiler, main and return pip- 


ing remain the same as with con- 


ventional hydronic systems,” the 


“Where 


inexpensive expanded metal cove 


firm said. necessary, an 
is used to cover the fin pipe 

“It is important to point out that 
besides the dollar savings achieved 
VFR takes up a minimum amount 
of floor space in facilities which are 


short of living space.” 


#A heat loss estimator and a job 
schedule sheet for contractors en- 
gaged in this type of installation has 


been prepared by Slant/Fin 


Kohler Blasts Striking Union — Says 


It's Trying to Alter 


ASHEVILLE, N.C 
last month 
Reuther’s United 
left-wing 
the 


Herbert Kohle: 
that Walter 
Auto Workers 


union bent on 


warned 


“IS a 


changing structure of our 

society and government.” 
Speaking before the annual con- 

vention of the North Carolina Assn 


of Plumbing & Heating Contractors 


U.S. Structure 


here, the Kohler president said 
“Despite the publicity our trou- 

bles with Reuther have had, any- 

are 


body who thinks we against 


labor unions, as such, is mistaken 
“Our difference is with the radi- 
cal left-wing 


unions—specifically 


the UAW (whose plans) contem- 


(Please turn to page 72) 
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Armstrong Armaflex Insulation prevents 
pipe sweat at famous resort 


On job after job. contractors are learn 
ing from experience that it costs less to 
do better insulation work with Arma 
Hex Pipe Covering. 

Use it as recommended, and this 


fle xible 


tive ly w“ ill stop ( onde nsation 


foam plastic insulation posi 
It needs 
no vapor seal wrapping or painting on 
interior jobs. 

Armaflex is also one of the easiest 
possible pipe insulations to install. You 
simply slip it over piping before con 


nections are made—or slit and Snap it 


Armstrong 
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n afterwards. Fitting cover 


fabricated in record time 


Arm fle X IS recomine nae 


t 


refrigeration or heating line that 


ates up to 200° F. It comes 
etv of 
and is also available in sheet { 

Learn how other contra tor 
ing cost-saving Armaflex Pips 
ing. Send for Armaflex 
Armaflex specification booklet 
strong Cx 


Lancaster, Pennsylvania 


INSULATIONS 


all thicknesses and ply 


rm 


} 


Cov 
folder 


rk Company, 2206 Todd 








THE TREND TO ARMAFLEX CON. 
TINUES HERE ARE JUST A FEW 
RECENT JOBS 











L8024—Combination 
Aquastat* Relay. Complete line 


for oil-fired or gas-fired boilers. 


Performs 4 functions: low limit 
controller, circulator controller, 
high limit controller and circulator 
relay. Easily adaptable for zone 
control applications. One boiler 
tapping meets needs of pre-wired 
package boilers. Available for 


vertical or horizontal mounting. 
*Trademark 
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PROFIT -packed Aquastat* Relay—the Honeywell 


L8024 Combination Control. It’s quality designed to 


reduce money-losing service callbacks. 


A recent survey proves that when you 
put all- Honeywell controls on units 
you install, you make far fewer trips— 
keep those profits! And it’s only one of 
lots of ways you profit by handling all- 
Honeywell controls. For, when you 
deal with Honeywell-you’re backed by 


Honeywell. Backed 100% by the best 


For information on Honeywell's complete line of 
control systems for heating and cooling, call your 
local Honeywell office, or write Minneapolts 
Honeywell, Dept. DE-6-28, Minneapolis 8, Minne- 

ta. Honeywell sales and service coverage 1s 
world-wide. 
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service in the industry and a complete 
line of quality products. And you get 
reliability —easier installation —simpli- 
fied inventories—training school for 
your crew —p/us really fast help when 
you need it from 112 sales-service 
offices close as your phone. 


@Trademarh 


Honeywell 
Fists a Couitiol 





FORD SWEEPS ECONOMY 


Beats all other ‘59 pickups 


ue 2D024o More 


miles per gallon! 


All tests 
conducted and results 


‘CERTIFIED 


by America’s foremost 
independent automotive 
research organization’ 
"NAME AVAILABLE ON REQUEST 
Send inquiry to: P.O. Box 2687 


Ford Division, Ford Motor Company 
Detroit 31, Michigan 


Now! During DEIWEDEND WDWAWS at your Ford Dealer's... 
Go FORO WARD for Savings 
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SHOWDOWN U.S.A. 


FIRST at a constant 30 m.p.h.! All 
leading makes got relatively good 
mileage at this moderate speed—but 
Ford led all the others by an average 


of 20.2% better gas mileage! 


FIRST at a constant 45 m.p.h.! 
Ford still held the lead at normal 
highway speed! Once again, Ford 


7 topped all competitive makes by an 
Certified tests average of 20°; better gas mileage! 
FIRST at a constant 60 m.p.h.!/ At 


proved it—one day’s higher speeds, gas mileages tumbled 


about 40% for all makes, but here 
. . . . | again Ford led all the rest .. with 
driving in every five gas free! 29.1% better mileage’ Moral: If you 
must stomp on the gas, it will cost 
less ina Ford! 
a) ! That’c ; ae i 

25.2 per cent! Phat s the economy edge Ford scored over FIRST in stop-go driving! Here's 

the average of all other six-cylinder, 14-ton pickups! The where all makes scored their lowest 

nation’s leading independent automotive research firm start and stop, over and over again 


a ere s nee s : ; : . the kind of driving a milkman does 
certified it in the greatest truck-economy test ever made! Kai Daal enamel 60%, mate Galen 


In every test—low speeds, high speeds, city traffic— to the gallon 
Fords delivered greater miles per gallon than any other FIRST in city driving! This test was 
leading make! An over-all advantage of 25.2°7, better than perhaps the most significant of all 
tl] ee agtee” A 1 his fig d ; 1: re bi Sra 1] because it most closely matched actual 

1e average! And this figure translates into big savings! It ots ties hadi Miiadniet puneaiiiiinded te toall 
means five days’ driving on four days’ gas... 25 gas-free anced mixture of moderate, steady 
miles for every 100 miles driven! And in an average year’s — oo stop-and-go. And here 

— > ‘ fe ‘ord lec yY an amazing 42 ! 
driving of 10,000 miles—2,500 extra miles! 


m on ° . > - FIRST over-a// . winning ai/ tests 
I'he certified record is at your Ford Dealer’s. Stop by Se alcied fll beeeelen se patton 


and learn how much a ’59 Ford can save for you! bined average advantage of 


FORD TRUCKS COST LESS 


LESS TO OWN...LESS TO RUN...LAST LONGER, TOO! 
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News .. . continued from page 66 








HIGH-FLYING EXECUTIVES: Covering sales territories by plane is the choice 
of two executives of American Tube Products Inc., North Warwick, R.|. Pre 


paring to make another sales swing in the firm’s plane are Chesier 
left), president, and John Belham, vice president of sales 


Kirk Jr 
The firm manu 


factures heating products and engineered accessories for hydronic systems 


Major Electric Appliances Will Top 
'58 by 10 Percent, Says GE Exec 


New York City—‘Retail sales 
of major electric appliances will 
reach about $3.7 billion this year, 
almost 10 percent above last year’s 
William Wichman, 
General Electric vice president and 
Hotpoint 


figure,” said 


general manager of its 
Division 

He spoke here at one of five re- 
gional sales across the 
nation, held last month to launch 
“Carnival of Values” 
spring marketing program. 

Wichman 


meetings 
Hotpoint’s 


said industry reports 
show the first quarter was the best 
since 1956, with shipments 25 per- 


cent ahead of the same ’58 period. 


a He 


“is based on the fact that practical- 


said his optimistic forecast 


ly all appliances experienced strong 
sales increases in the first quarter. 


This is in sharp contrast to the 


downturn in 1958, when only food 


freezers and built-in electrie 


ranges continued to make sales 


gains.” 
Wichman asserted “the industry 


should experlent sales Bains of 


some 63 percent in the next 10 


years, with annual sales increasing 


trom 13 million units in 1959 to 


about 20.5 million by 1968 


To take advantage of this grow- 
ing market, he said, Hotpoint this 
year launched a $7.6 million plant 
improvement program “to get 
higher production efficiencies and 
lower manufacturing costs.” 

Hotpoint also announced several 
dealer and consumer promotions. 


Kohler Blasts Strike, 
Calls Union Left Wing 


(Continued from page 66) 
plate not merely changes in laws 
of concern to unions, but changes 
in the very structure of our society 
and government.” 

The Kohler, Wis. firm is still 
faced with a strike by the UAW 
It has 
strikes 


Na- 


over a “union shop” clause 
become one of the longest 
ever to be brought before the 
tional L 


ibor Relations Board 


Duro Adds Swimming 

Pool Filter Division 
Dayton, O. 

filter division has been organized 


Duro Co. 


and distribute 


A swimming pool 


here to manu- 
the Cuno 
Filtrapool system under the Duro 


by the 
facture 
name, the firm has announced. 


The 


Cuno’s patented three-stage me- 


filtering system features 
chanical filtering with replaceable 
last stage cartridge. 

aCuno’s distribution organization 
will be combined with Duro’s for 
coast-to-coast coverage. Duro pro- 
duces domestic water systems and 
water conditioning equipment. 


(NEWS continued on page 76) 


Sees Record Year for KitchenAid Dishwashers 


ANOTHER RECORD-BREAKING YEAR for KitchenAid home dishwashers is ex 


pected by Harold Martin 
Co.'s dishwasher division 
distributor page 218 
and N 


standing 


contest 


ant sales manager Warner 


ana J 


sales manager of Hobart Manufacturing 
tHe also told of the Troy O 
From left 


firm's ad plans and of a 
A. & 
Stee! of the 


seated) are Grayson, assist 


sales department 


Dome 








NEW BRIGGS BATHTUB 


with features that count/ 
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Again Briggs Beautyware proves brand does make a difference 


Once again Briggs Beautyware asserts its leader Add to this Briggs smoot} 
ship with its latest bathtub line a designing compatible colors and yo 
achievement available in the new Medallion tub line proves bran 
Pendant, and Signet model ramatically simpl selling builders and homeow! 


rood looks, blendes ith vanced w features 
yood on * ende é Briggs Beautvware 


ting new 





Here’s what makes Briggs new bathtub the 
most profitable, most advanced design ever! 


+ Lower Installation Costs are the big “plus” with 
Briggs new bathtub. This free-standing, recessed 
design needs no supports .. . the H-framework at 
bottom permits installation without blocks, shims 
or extra support. Your installation costs are lower 

your profit margin greater. 


_— 
New Seam-Free, One-Piece Construction of Briggs 
new tub assures a trouble-free life for both seat and 
straight-front models. Straight edges at base and 
top of seat model (shown) simplify installation of 
floor tile, linoleum, or wall panels. And the sleek new 
styling adds a distinctive look to bathrooms. 


> Leakproof Wall Flange extends up behind the wall 
surface on all three sides. Corners are drawn together 
for protection against water seepage. Simply tile 
er flange and a water-tight installation is achieved 
. still another Briggs feature that proves brand 
makes a difference in plumbing fixtures 


—_ 
Extra Strong, Lightweight vitreous enameling iron 


tub weighs just 120 pounds . . . two-thirds lighter 
than cast iron tubs weighing 375 pounds. . . yet the 
enameling iron is far stronger. This weight advan- 
tage means faster and easier installation ... elimina 
tion of costly reinforcement 





+> Full Depth and Full Length characterize this roomy, 
seam-free bathtub in right and left models. 1614 
inches deep, 5 feet long, and 32 inches wide, its 
porcelain enamel finish is fused into not on metal. . . 
colors are fade-proof and acid-resistant—further 
reasons why your sales will be easier with the excit- 
ing new Briggs Beautyware bathtub line. 


Briggs Manufacturing Company e Warren, Mich. 


BRIGEGS 


BEA UT Y WA R E 





TIED UP IN KNOTS 7? longer any need to wrestle 


with the problem of selecting the best copper water tube for the job at hand! 


Next time try our friendly, tranquilized service and relax. Order Kensico— 
the proper copper water tube with built-in peace of mind! 


We also make copper air condition ng and refr g 
eration tubes opper tubing for instrumentation 
and controls, propane gas lines, heat exchangers 


automotive and industrial applications 


. ’ Ss é 

com SS " = 7 
CAMBRIDGE, MASS. « BUFFALO, N. Y. « LINDENHURST, N. Y. « GOSHEN, f td J f 
N. Y, « ROSELLE, N. J. * PHILADELPHIA, PA. + PITTSBURGH, PA. + CLEVE- J r 
LAND, OHIO + DETROIT, MICH. + EVANSTON, ILL. + ST. LOUIS, MO YJ a’ J 


MILWAUKEE, WISC. + DURHAM, N. C. + FT. LAUDERDALE, FLA. + ST 
PETERSBURG, FLA. COMPANY INCORPORATED, MT. KISCO,N.Y 
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ystem for government jobs 


News. . . continued from page 7:2 “> Te 


encourages bid shopping 
and peddling during the first seven 
davs after general contract bids 
are opened 

3. It tends to break down sound 
contracting standards established 
under state laws 
‘4. It establishes an arbitrary 
destructive and unrealistic 5-foot 
limit on mechanical specialty work 
This clause specifies that mechan- 
ical specialty work should be in- 
cluded but limited to a point with- 


ive feet of the building line.’ 


TAKING TIME OUT from consideration of proposals to revise the format of the #NAPC active ly opposed last 
ASA National Plumbing Code are members of the Public Health Service Tech- year’s bill only in the final months 
nical Committee on Plumbing Standards who met in Washington, D.C. last 
month. From left are Malcolm Hope, U.S. Public Health Service; M. W. Smith- a 
man, National Assn. of Home Builders; Charles Droba, FHA; and Irvin : : i 
Rechkemmer and Harry Stevens of the National Assn. of Plumbing Coniractors and direct action against H.R. 176 
It recommended that first an “at- 
tempt be made to revise H.R. 176 
into an acceptable measure. If suck 


New Proposal to Curb Bid Shopping +: nisin tc aah waa te ol 
ls Unacceptable, Congress Is Told 


of Congress. Its board of directors 


nas recommended more aggressive 


the construction industry,” the 
board said, “an alternate bill pro- 
viding for a complete separation of 
Contractors, journeymen voice objections bidding and contracting federal 
work should be advanced by the 
WASHINGTON, D. C.—There’ll be failing that, an alternative bill. association.” 
fireworks in the construction in- Rhoades pointed out that the Peter Schoemann, president of 
dustry again this year, generated NAPC’s objections to the new bill the United Assn., said his asso- 
by another “bid-shopping” bill are the same as those that applied ciation “supports the plumbing 
currently before Congress to last year’s proposal, namely: yntractors 100 percent.” 
The bill has a new label—H.R “1. It sets up a single contract NEWS continued on page 78 
176—but it’s virtually identical to 
H.R. 7168, which failed to pass last 
year and which was fervently en- 
dorsed and just as fervently con- PHCIB Gets Arkansas Contractors Support 
demned by various segments of the 
construction industry 


sAvowed aim of the bill is to 
curb bid shopping and peddling in 
federal construction by spelling out 
how general contractors should 
subcontract mechanical specialty 
work. Its immediate implications 
are limited by the fact that it would 
apply directly only to federal con- 
struction. But since federal law 
tends to set the example for state 
and local practice, the influence of 
any federal legislation on bidding 
procedures would be widely felt. 


es The National Assn. of Plumbing 


Contractors and the United Assn “IT WAS THE MOST SUCCESSFUL membership drive staged in any state on 

already have expressed official op- behalf of the Plumbing-Heating-Cooling Information Bureau,” said Norman 
soe . Wicks, executive director, as he presented checks from 78 Arkansas contrac 
sition to the bill. NAPC probably 4 ’ 

ia penan ay oxi we arated tors and five wholesalers to Victor Killian (left), PHCIB treasurer. Observers are 

Howard Spindler, president, and Norman Radder, editorial director, both of 

president John Rhoades said, or, the bureav. The Southeast Arkansas Supply Co. took part in the drive 


will work for a revision of the bill, 
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Piston-type 


FLUSH 
VALVE 





win approval for performance, design 


Easy to use and maintain. Light handle pressure in any direction 
trips the valve for positive, thorough flush and refill. Self-cleansing 
surge of water reduces maintenance needs. Entire internal unit 
can be replaced quickly, easily, if necessary 

Tamper proof, Flushing action cannot be prolonged by continued hand 
pressure, or by wedging the handle 

Saves water. Easily accessible screws regulate volume and duration 
of flush. Handle and cap sealed by O-rings to prevent leakage 

Neat appearance. Trim, attractive, in harmony with contemporat 
architectural and fixture design 

Meets Federal Specifications. The Metro complies with Federal 
Specification WW-P-541b. 

All-brass, chrome-plated. Brass has maximum re 


corrosion, alkalinity, salt air. 


KOHLER CO. Established 1873 KOHLER, WIS. 


KOHLER or KOHLER 


Enameled {ron and Vitreous China Plumbing fixtures + Brass Fittings 
Electric Plants «+ Ajr-cooled Engines «+ Precision Controls 
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News . . . continued from page 76 


GOOD WORDS OF ADVICE: “Sell 


ager of Kohler Co., 
tion. 


modernization 
sell’ were the topics discussed by Norman Held 


and modernize your 
right), assistant sales man- 


at the recent lowa Assn. of Plumbing Contractors conven 
From left are Kenneth Koch, Waterloo 
Phillips, Davenport, retiring president; and Don Grove, Fort Dodge, 


new association president; Ray 


secretary 


Modernization: ‘It’s Like the Measles— 
It Spreads,’ Contractors Are Told 


DAvENPORT, Ia.—‘‘Modernization 
is more contagious than measles,” 
Norman Held, assistant sales man- 
ager of Kohler Co., told plumbing 
contractors here last month. 
“Modernize the first home in a 
block, and others in the block will 
follow,” he said at the annual con- 


Jet-Age Insignia Used 
in Water System Logo 


SENECA FALts, N.Y. 


and jet ages 


The atomic 
have teamed up to 
bring new style to a water system 
manufacturer's 


promotional em - 


blem. Silhouettes of a jet plane and 


an atomic submarine are symbols 


in the newly designed emblem for 
Goulds Pumps Inc. 

The plane symbolizes the com- 
pany’s jet water systems, and the 
submarine represents its submersi- 
ble water systems. The caption 
says “Goulds Water Systems.” 


vention of the Iowa Assn. of 
Plumbing Contractors 

Held advised the contractors to 
“sell 


ize your sell.” He outlined modern 


modernization—and modern- 


sales techniques, including adver- 

tising and time-payment plans. 
He told his listeners that the av- 

erage this 


“high time for 


age of plumbing in 
country is 35 years 


replacement.” 


a “People who wouldn't be seen in 
a 1930 automobile are bathing in a 
1930-style tub and are permitting 
that is 
I wonder 
how many of these homes have the 


guests to use a bathroom 


completely out of date. 


old free-standing tub 

with claw feet. Its vintage is 

early 1900's,” Held declared. 
“These 


the kind 
the 
and the 


fixtures, one- 


How Much Should | 
Industry Workshop 


Cuicaco—O nly one wholesaler 
said he was satisfied with his sales 
compensation program at a recent 
Central Supply Assn. sales man- 
agement workshop. 

The basis of the workshop dis- 
cussion 


was a limited survey of 


CSA directors and advisory com- 


Swedish Crucible Execs 
Form Sales Rep Firm 


DETROIT William Balfrey and 


Norman Johnston, former Swedish 

» Steel Co. executives, have 
announced the formation of Balfrey 
& Johnston Inc., representatives. 
will be the Michigan 
Swedish Cruci- 


of Olsonite toilet 


a The firm 
repre ita » 10 
ble, manufa 

its iat Metal Manufacturing 
Chicago, producer of shower 
closures and receptors; and Com- 
Engineering Inc. of Chat- 
tanooga, Tenn., maker of soil pipe 


bustion 


and fittings 


Balfrey was sales manager of 
Swedish Crucible’s plastics division 
and was vice president of the 
Toilet Se: 


it Manufacturers Assn. 


W. E. Balfrey N. V. Johnston 


Johnston was Swedish Crucible’s 
Michigan 


director of 


and is a 
Society 


representative 
the 
of Sanitary Engineering. 

Their firm address is 20233 Mack 
Ave Detroit 35. 
number is TUxé 


American 


and their phone 
lo 4-6900 


bathroom home, are as outdated as 
the Model T,” he “One of 


our jobs is to make the housewife 


said. 


style-conscious of her bathroom.’ 


Pay My Salesmen? 
Seeks the Answer 


mittee 
their salesmen 

Ten of the 
pay on a 


members on how they pay 


18 replies said they 
That 
total, 
compared to about 45 percent pay- 
ing on that 


commission basis. 


is about 60 percent of the 


basis when the last 


(Please turn to page 82) 
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FLEXIBLE 
FLOW 


with (4p) single unit 
gas controls 


A-P Model 5250 gas valve gives you 
simple servicing...ready replacing 
of any string-type control or unit 








oO 
-" Pp 
, a 


 ) 
= It’s servicing made easy with A-P model 
5250 single-unit gas control. For ex 
ample, there’s no hunting around fur 
naces and unit heaters trying to trace 
leaks as in multi-connection, string-type 
control systems. A double check just 
inlet and outlet and the job’s done 
with a model 5250 

And triple-outlet flexibility makes re 
placement as easy as 1-2-3. Whether a 
unit requires a straight-thru, left-hand or 
right-hand outlet, the model 5250 gives 
you an easy out fast, simple installa 
tion for all types of equipment. Pipe 
sizes available o” x 1%” and 34” x 34 

Ease of service and replacement art 
just two of the features that make the 
i 4 model 5250 tops in the field. You'll ap 
PUTS MORE SELL IN SERVICE—Mode! gt 1 1 4 preciate simplified stocking and pur 
5250's built-in sales starters include ’ é chasing also made possible by A-P 


pilel-fiter assuring — — single-unit design. For full facts on this 
Ous Operation. . . electromagnetic 


thermostatic operator Stow. ‘tn marvel of gas control engineering, write 
. « flo = Sesser 
terruptor with summer shut-down We for Bulletin G182 


Creative Controls for /ndustry 


CONTROLS COMPANY OF AMERICA 


2404 N. 32nd Street © Milwaukee 10, Wisconsin 
COOKSVILLE, Ontario © Postfach 313, ZUG, Switzerland 
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CERTIFIED 





NO. 260 — 262 

On No. 260 Super Screwdriver the 

operator controls the tightness with which 

a screw is set by the amount of pressure he _ 
applies. The 4” Hex Drive takes shanks for clutch 
head screwdriver bits, Reed and Prince, Standard 
screws, Phillips, and socket head (Allen Type). 

On the No. 262 Super Screwdriver tightness is 
pre-determined by adjusting the clutch. Both models 
equipped with reversing switch. 





NO. 242 

It fits the hand, and operates in 
restricted space like no other 

electric screwdriver. It quickly 

drives or removes all types of screws 
No. 242 has a positive clutch; the 
operator controls the tightness by the 
amount of pressure applied. No. 246 


has an adjustable clutch, so that it can be 


preset for any uniform degree of 
tightness desired. 








No. 


5/4” a Yn" 
H.D. DRILLS 


1560, 1575 


1” H.D. DRILL 
No. 1579 


SIOUX HIGH-SPEED STEEL 
TEETH HOLE SAWS 


will cut holes from 54” to 


6” in diameter 
free machining material to a 
Alloy or stainless steel may be cut 
speed. High-Speed teeth welded to 


in any 
depth of 1%". 
at slow 

rome- 


vanadium body give maximum life and cutting 


ability. 


POWER* SPECIFICATIONS SIOUX ELECTRIC DRILLS 


When it’s a SIOUX you know what it will do 





AX 


Catalog 
Number 


No Load 
Speed 


H.P. and R.P.M. 
at Load Speed 


Oz. Ft. 
Torque at | H.P. and R.P.M. 
Load Speed | at Peak Load Speed | Peak Load 


Ox. Ft. 
Torque 





Y2" H.D. DRILL 


1475 
1480 
1485 


2250 
1600 
1650 
1495 1650 
1498 400 
1510 525 
1517 925 


3/32 


5/64 


64 


32 


2/29 
Je 


3/16 


64 


9 


1525 
1140 
1060 
1060 
275 
370 
670 


49 1/64 1050 8.8 
1.9 5/3 190 16.8 
6.9 620 16.7 
6.9 8 620 16.7 
45.0 3 215} 108.0 
95.0 23 222.0 
49.0 135.0 


Yo" STD. 
DUTY DRILL 
No. 1510 


1519 1250 32 
1525 1650 16 
1541 925 32 
1548 525 64 
1550 925 
1560 400 
1575 400 
1579 350 
1472 
1473 
1474 
1477 
1478 
1479 


860 
1060 
670 
370 
325 
260 
205 
200 
960 
575 
375 
575 
375 
960 


37.5 96.0 
31.0 45.0 
49.0 85.0 
95.0 222.0 
108.0 252.0 
175.0 400.0 
748.0 
800.0 
32.4 
55.0 
84.2 
55.0 
84.2 
32.4 


complete 
specifications 


SEE THE 
NEW 
SIOUX 

CATALOG 


Ye" & 5/16” 
H.D. DRILL 
No. 1517, 1519 


Yo" SLOW SPEED 
DRILL No, 1548 
































when it’s a SIOUX 
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The Horsepower and torque for each S1oux drill is rated, stated, and certified. 
It isn’t necessary to buy just a drill. When it’s a Sioux you know what it will 
do. See the power specifications for Sioux Electric Drills in this advertisement. 


wo Sepou Powered, od and %" DRILLS: 
Here : at 


» is super power to provide all the torque 
necessary for any operation where this type of drill 
would normally be used. (See specifications) And there’s 
a speed for every need. It’s an entirely new design in 
which the brushes have been located at the fan position V4" No. 1472, Ye" No. 1477, 
at front of the drill. The advantages include cooler 1473,1474 1478, 1479 
running, and easier inspection and replacement of motor 
brushes without partial or complete disassembly of the 
tool. Ball and roller bearing construction, with finest 
precision gears and mechanical design have achieved a 
new high in output efficiency. 


All time sales champ 
The SIOUX No. 1495 Ys” ALL ANGLE DRILL 


Year after year this is a top seller in the SIOUX line. It’s popular 
with almost everyone—auto mechanic, sheet metal worker, 
electrician, shipbuilder, woodworker, assembly line, factory 
maintenance man. It fits the hand and operates in restricted 
space like no other tool. It’s a most convenient handful of 
rugged power 


Leading distributors 








everywhere display | ston }{ %" H.D. DRILL 
he No. 1541 
and sell Certified 


SIOUX drill nee 
power arills. . ( Va" H.D. DRILL ] . 4 
AUTHORIZED SERVICE | No. 1525 ] 
y j a 


BALL BEARING 
AND DISTRIBUTORS 


IN PRINCIPAL CITIES | “Node! Ya" H.D. DRILL 
) ‘ No. 1480 SEMI 
*, < . ur s BALL BEARING 


Yo" LT. 
DUTY DRILL 
No. 1498 











V4" DRILL 
No. 1485 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S, A. 


AIR IMPACT WRENCHES + AIR SCREWDRIVERS «+ "'PELICAN’ NUT ACCUMULATORS « V4" DRILL 

ELECTRIC IMPACT WRENCHES « DRILLS *« GRINDERS *« SANDERS « POLISHERS + VALVE No. 1475 

FACE GRINDING MACHINES « SCREWDRIVERS + PORTABLE SAWS « FLEXIBLE SHAFTS 
e ABRASIVE DISCS 








News... continued from page 78 


BUILDERS 


GOLD MINE 
LINE 
FOR ‘59 
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THE “GOLD MINE LINE FOR ‘59” is the title of a sales aid plan prepared for 


dealers by Holly-General, Pasadena, Calif. 


Miller 


left), president of the company, and Dan Stone, a dealer. 


It is discussed here by Robert 
The firm’s 


gas-fired furnace and air conditioning products are featured in the plan 


See-Through Air Conditioning Display 
Speeds Learning at Janitrol School 


CoLumBus, O Imaginative vis- 
ual aids that can simulate any serv- 
icing problem are helping students 
at Janitrol’s air conditioning serv- 
ice school learn their jobs more 
quickly, R. E. Ireland, trade adver- 
tising manager, said recently. 


He cited the use of a board- 


Elkay Names Ziegenfus 
Merchandising Manager 
CHreaco 
El! mer Ziegenfus 
has been appoint- 
the 
created position of 


ed to newly 


manager of mer- 
chandising at El- 
kay Manufactur- 
ing Co. 


Was 


E. C. Ziegenfus 
“The 


provide greater service and co- 


position created to 
operation for Elkay’s customers,” 
said Fred Rexford, vice president 
of sales. 

The addition of Ziegenfus “will 
enable us to use his extensive 
knowledge of stainless steel sinks 
and of the plumbing industry in 
developing our overall future sales 
plans,” Rexford added. 


that has a 


plastic evaporator and 


mounted air conditione: 
glass and 
condenser (page 56) to allow stu- 
dents to see what happens to the 
Freon during the operation of an 
air-cooled unit. This equipment, he 
said, is constructed so that the in- 
structor can cause it to malfunction 
and then correct it with the proper 
servicing techniques. 

Another school’s 


item in the 


What to Pay Salesmen? 
Industry Seeks Answer 


(Continued from page 78) 
of all CSA 
1951. 
members at the work- 
shop said they put a sliding limit 


survey members was 
made in 


Several 


on a “gross profit percentage pay- 
ment plan” to spur profit-making 
effort by salesmen. As 
the percentage 
decreases at certain levels. 

Under the plan, members said, 
salesmen have upgraded sales and 


sales in- 


crease, however, 


tend to sell quality items rather 
than price items. 

One wholesaler pointed out that 
a salesman on salary is more di- 
rectly under the control of man- 
“The 


agement to 


agement. setup permits man- 


effort 
and 


apply _ sales 


wherever deemed desirable 
to more easily re-adjust territories 


or accounts,” he maintained. 


teaching-tool box is a special con- 
trol board that enables the instruc- 
tor to set up almost any kind of 
service problem connected with a 
water-cooled unit and to demon- 
strate how it may be corrected. 
Janitrol Heating & Air Condi- 
tioning is a division of Surface 
Combustion Corp. The firm’s deale: 
franchise requires every dealer to 
have at least one man on the pay- 
roll who has attended the school. 


(NEWS continued on page 212) 


Perimeter Heating Jobs in Concrete Slab Made 
Easy by Warm Air Group's New “How-to Guide 


Manuals also cover summer cooling design 


CLEVELAND—The “how-to” of in- 
stalling perimeter warm air heat- 
ing systems in concrete slabs and 
of calculating heat gain for sum- 
mer cooling are the subjects of two 
newly revised manuals published 
by the National Warm Air Heating 
& Air Conditioning Assn. 

The perimeter manual, 
(No. 4, edition), entitled 
“Warm Air Heating as Applied to 
Structures with or 


heating 
sixth 


without Base- 


ments,” contains standards clari- 
fying the installation of the system 
It is priced at $1.75. 

“Heat Gain Calculation and Sys- 
tem Design for Summer Air Con- 
ditioning” is the title of the second 


manual (No. 11), priced at $1.25 


a Copies of the manuals may be 
from the 
national office: 640 Engineers Bldg., 
Cleveland 14. 


purchased association’s 


DoMESTIC JUNI 


ENGINEERING, 


1959 





plumbing chosen for 
new Butte hospital 
because it cost no 








WATER SUPPLY AND SANITARY DRAINAGE. Ii 


Ing S\ for rest 1 " it 


The $2,100,000 Silver Bow Counts Hospital, Butte 
Montana, is the first major public building in the state 
to have all-coppet plumbing—for sanitary drainage 
lines, water supply, and heating 

What the architect says: “In specifving materials to 
be used in a building we feel it incumbent on the 
architect to select those materials that have longer life 
and contribute to low maintenance costs. For. this 
reason, we selected coppel tube for all plumbing lines 
in Silver Bow Counts Hospital. In a hospital there are 
many plumbing lines; they are all concealed; and the 
use of less durable materials would not give true ecor 
omy in the operation of the building.” Norman 
Hamill, Norman | Hamill & Associates, A.L.A.. Butte 
Montana, and Idaho Falls, Idaho 

What the plumbing contractor says: “In a hospit il 
intricate svstems are the rule rather than the exc ptior 
and the use of copper in Silver Bow County Hospit i 
made it possible to complete all lines with greater eas 
and speed than would have been possible with other 


materials. .. . Copper tube requires less space in par- 
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HEATING SYSTEM: ( 
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titions and other 
ilso made t} 
I 

ete., at a workbench 
tions were made in one 
effort Particularh 
head copper lighter \\ 
i factor that ippe tiled to 
Plumbing & Heating Cr 

For more it 

rite Phe Ameri 
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Poronto, Ont. 
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COPPER TUBE AND FITTINGS 
PRODUCTS OF THE AMERICAN BRASS COMPANY 


Available through Plumt 7 Wholesaler 








Now, for the first time, you can purchase the all new Sherman Digger-Loader combination! It blends tested feature 
knowledge gained through over 17,000 field backhoe installations with the imagination and skill of Sherman’s out- 
standing market research and engineering departments . . . The end result is an excavating-materials handling unit 


that will out-perform and out-maneuver any comparable equipment on the market today! The new Sherman 
features mean less time on the job and more dollars in your pocket! 


Here! SEE for YOURSELF: * Easy oil filter accessibility saves time, eliminates 


ae : : work, simplifies maintenance. 
* Hydra-Loop Circuit provides power to digger and 


: * Outstanding new loader has 2000 Ib. lift, 4000 Ib. 
loader simultaneously. breakaway capacities. (2500 Ib./5000 Ib. for Ford 
Industrial, Fordson Power Major tractors). 
* 2800 Sherman dealers throughout U. S. and Canada 
assure you of prompt parts and service necessary 
for dependable, economical operation. 


* Lightning Detach frees tractor in two minutes to 
use for other work. 


Dirty Filter Indicator guarantees maximum all- 
around performance. 





ALL NEW Digger-Loader 


SEE your Ford tractor dealer or mail coupon TODAY! 


SHERMAN PRODUCTS, INC 


SHERMAN thy PRODUCTS | 3200 W. 14 Mile Rd., Royal Oak, Mich. 


F t 














f 


POWER DIGGERS + LOADERS + SOIL WORKING TOOiS 


SHERMAN PRODUCTS, INC. 
Royal Oak, Michigan 





economical DWV 


tube and fittings lower building costs... 


increase the saleability of any type home 





The plumbers here are preparing a Streamline DWV prefabricated assembly for a multiple bath 
sanitary drainage system. The strong, rigid assembly will be placed into position and completed with 


a very little additional work. 


Because of the ease of this prefabrication type of installation, contractors report DWV copper tube and 
fittings can be installed in half the time required with caulked or threaded piping materials. And 
because it cuts installation costs, Streamline DWV copper tube and fittings naturally lower building costs 
Streamline DWV copper tube and fittings also improve the quality of any home or building by pro- 


viding a lifetime of corrosion and rust resistant, leak-proof sanitary drainage that never clogs. 


To lower your building costs . . . and increase the value of your home it will pay you to specify 


Streamline DWV copper tube and fittings for sanitary drainage 


MUELLER BRASS Co. PORT HURON 4, MICHIGAN 
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As the Editors See It! 








Here’s Your Front-Row Seat to the Industry's Big Story .. . 


WOULD YOU LIKE TO sIT IN and watch the nation’s top remodeling contractor in 
action? Would you like to find out 

How he’s organized to conduct a modernization business? 

How he displays, sells and advertises . . . how he estimates, subcontracts, 
schedules and _ installs? 

What tools and machines he uses to effect installation shortcuts that make a job 
more profitable? 

How he’s trained his journeymen to bring in leads for new business while they re 
out on service calls? . 

How he budgets his money to get the most out of his advertising and other ex- 
penditures? 

What he’s doing to meet the challenge of competition for plumbing and heating 
remodeling work from lumber yards, chain stores, mail-order houses, etc., all of 
which are competing directly with him for the consumer's remodeling dollar? 

How he’s conducting a highly successful kitchen remodeling division at a time 
when retail outlets outside of our own industry are stepping up their efforts to 
get this business? 

How the remodeling side and new work end of his business are related to and 


complement each other? 


@ In this, Domestic ENGINEERING’S annual remodeling issue, wed like to intro 
duce you to the nation’s leading modernization contractor, the T. D. Gustafson Co. 
of Minneapolis, whose operation will be featured in a new series beginning this 
month. The Gustafson company was the first-place winner in DE’s Big Push Re 
modeling Sales Contest, concluded last year. Its “living proof” that the potential! 
remodeling market is big and lucrative—that, in fact, it’s a market in which creative 
selling is paramount and in which the amount of business done by a contractor is 
limited only by his own initiative and resources. 

Gustafson’s built up a remodeling business practically from seratch in just about 
three years, to the point where it has an annual net in the neighborhood of $300, 


(Please turn to page 88) 
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Here’s your front-row seat... 


(Continued from page 87) 

000. This success story can be an inspiration and source of ideas for every plumb- 
ing and heating contractor who's contemplating going into remodeling. It can offer 
the same help to the p-h contractor who's already doing modernization work but 


who wants to grow in it. 


@ DE’s May issue was its first annual New Construction number. Featuring new 
construction and remodeling in successive issues was not accidental. It was done 
to point up the fact that remodeling and new construction work aid and abet each 
other in any plumbing and heating contractor's business. With 25 million homes in 
the country 25 years old or older, there’s lots of bathroom, kitchen and heating- 
cooling remodeling work awaiting the p-h contractor who engages in creative sell- 
ing. And with a building boom under way and expected to roar far into the 
“soaring “60's,” the p-h contractor who readies himself to get his share of new 
construction business at a profit is going to be well-rewarded. 

So in this and subsequent issues, DE will continue both its new construction and 
its remodeling series. We'll feature ways that you can cut your expenses in new 
work to make a profit. (For one example, turn to the second installment of the 
series on estimating on page 126.) And we'll pass on ideas on how to sell re- 


modeling so that it will really pay off. 


@ The Gustafson company not only is a topnotch remodeling concern, it's been in 
new work for some 50 years. It offers a good example of how a company can 
grow in both areas, how activity in both new work and remodeling can keep a 
company busy all year long and yield a good net return. 

Theorizing is good, but experience is even better. The Gustafsons have that ex- 
perience in both remodeling and new work. So turn to the following pages and 
meet Roy and Walt Gustafson and their remodeling sales manager, Arch DeLan- 
cey. From this point on, it’s their story. And, if it isn’t already, it can be youn 


“big story” for the remainder of 1959 and beyond. END 


Read these other special reports in this issue: 
Where does Crane Company go from here? 


All eyes on Dubuque: A unique experiment 
in contractor sales training — . 


Veeded: A case for the individual water system 


At your service: 24-page special section brings you 


product news. answers to management problems . . 181 
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The Big Story... 


¢ 


TOPS IN REMODELING: Roy Gustafson (right), a partner editor the story behind his firm’s rise to the position 


in the T. D. Gustafson Co., Minneapolis, tells a DE of “top remodeling contractor” in a span of five years 


When the price squeeze got tight... 
He Did Something About Profits 


Award winner tells how he added remodeling to his $112 million new- 
work business — upped gross $14 million; upped profits 100 percent... 


Ir was Marcu, 1953 and the Roy Gustafson. “I’m Arch De- In April, 1958 
man who walked in the front Lancey, and I have a selling and his remodel 
door was jaunty, dapper, gray- proposition I'd like to discuss Arch DeLancey 
haired. with you. Are you interested?” go to accept an award as the na 
The city was Minneapolis. The His voice was not the voice of | tion’s top remodeling contractor 
place: The T. D. Gustafson Co. a man looking for a job. It was first-place winner in Domest 
The time: That disheartening the voice of a cruiser coming ENGINEERINGS nationwide Bi 
period in a plumbing contractor’s into port. And Roy Gustafson, a Push Remodeling Sal 
life when bids have to go in at man of understatement, said It took only five 
near cost and he wonders what “Yes, I’m interested. Come in.” Only five year 
to do to make out The proposition was “Let me no moder now! 
The jaunty, dapper, gray- set up a remodeling division for modeling departn 


haired man addressed himself to you and let me run it 
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It takes organization .. . 


THE KEY TO SUCCESS in any business is a 
well-planned organizational setup, with 
each job responsibility clearly defined, 


Roy Gustafson says. This chart shows 
the relationship of his remodeling divi- 
sion to other departments of the firm. 
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Tax Records 
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(Continued from page 89) 
only Arch DeLancey, backed by 
a progressive, 
management. 

In this half decade, a skilled, 
high-volume, high-profit remod- 
eling department has been organ- 
ized, with a full 


forward-looking 


force of re- 


Records 











— 


Cost Control 














modeling journeymen and with 
four salesmen in addition to De- 
Lancey. In 


1 every way a new 
dimension has been added to the 
Gustafson operation—a profit di- 


mension. 


How did it happen? Before 


launching into an analysis of 





methods and systems of the Gus- 
tafson company in remodeling, 
certain background facts are im- 
portant. Success in conducting a 
remodeling operation, as in any- 
thing else, is traceable back to 
basic management policy. 


The Gustafson company had 
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T. D. GUSTAFSON CO. 
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been highly successful for many inventory and also runs_ the 
years. It was founded in 1908 by _ sprinkler division, which grosse 
the father of the present owners. more than $100,000 annually 
One son, Roy, took over the busi- with a gross profit of 30 percent $100,000 
ness in 1931, and the other, Walt, Prior to 1953, the firm had 


ume 


ol 
became active in 1947. Roy now’ been strong—and_ still is—in In the 


manages the business generally. sewer and water work and in of th 


Walt watches over stocking and _ project jobs. Commercial work 
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earvena, aang winner 


america's TOP 
REMODELING CONTRACTO R 


NATIONAL AWARD WINNER Gustafson lets his customers and prospects 
know about it by saying so in bold lettering on the side of his truck 
He was named the nation’s top remodeling contractor in DE’s Big Push 
Remodeling Contest by a blue-chip panel of seven industry judges. He 


received this truck, donated by Domestic Engineering, as 


He did something about 


(Continued from page 91) 
there had 


dwindling: of profit margins un- 


ever, been serious 
der the pressure of competition. 
The 


trenched. 


company could have re- 


Instead it decided to 
branch out in more profit-mak- 


ing directions 


# Roy had considered remodeling 
He 


profit-making business, and for 


before could see it was a 


two years he had kept an eye 


open for a retail salesman ac- 
quainted with the plumbing and 
heating business 

that 


DeLancey painted himself with 


It was into this picture 
a broad brush. When he outlined 
his proposition to Roy, he spread 
out the proof of his previous suc- 
cess at remodeling 


Milwaukee 
He didn’t want just a job. He 


running a 


division for a firm. 


wanted to build something good 


®& Rey and Walt had no misgiv- 
ings about giving DeLancey the 
And 


they know the value of giving a 


go-ahead signal. because 
good man a free hand at an as- 
signment, they gave him plenty 
of elbow room and the right to 
spend money where needed. De- 
Lancey, on his part, made sure 
that the had the 
profit picture of his new depart- 


Gustafsons 


ment at all times. 


first prize 


profits... 


Working in 


with his own experience to draw 


this climate and 
upon, DeLancey made the de- 
partment profitable in a period of 
three months 

DeLancey started the depart- 
ment with one plan in mind: One 
contractor, one job with no later 
add-on “extras,” one price 
Following this philosophy, in 


the months of 


remaining nine 
that first year, with DeLancey as 
the only salesman and with no 
showroom, the remodeling vol- 


ume was $28,800. In 1954, it was 


FROM SMALL BEGINNINGS: Roy Gustafson 


$124,400; 
$193,900; then $182,200; then 
$226,300. By 1958, De- 
Lancey had four salesmen and 


the next year it was 


when 


had added a kitchen department 
the first volume hit 
$272,400. DeLancey expects this 
year’s volume to 
than $400,000 


tor time, 


reach more 


s DeLancey credits this success 
to two things: the remodeling 


And he’s 


tried to set up a system to really 


market is excellent. 
go after it and serve it. The sys- 
tem is designed to make it as 
easy as possible for the home- 
owner to buy, i.e. one contractor, 
one job with no extras, one price, 
and financing available. 


»By “no extras’ DeLancey 
means figuring and doing the job 
complete in the first place. If he 
or his salesmen think towel bars 
or medicine cabinets belong in a 
bath job, they design them in 
from the first. They don’t add 
them as extras later. The same 
applies to colored fixtures, or to 
tub, or 


an enclosed shower or 


left) and Arch Delancey, 


remodeling sales manager, trace the growth of modernization volume 
from a modest $28,800 in 1953, the division’s first year, to more than $'4 
million last year. The firm is shooting for more than $400,000 this year 
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T. D. Gustafson Company 
Remodeling Sales Chart 


if 
| JAN. FEB. MARCH APRIL MAY JUNE JULY AUG. SEPT. OCT. NOV. DEC 


"30,000 || 
' 29,000 || 
28,000 || 
' 27,000 || 
| 26,000 || 
' 25,000 || 
24,000 
23,000 || 
| 22,000 || 
121,000 || 
20,000 || 
"19,000 || 
'18,000 || 
' 17,000 || 
16,000 || 
15,000 || 
"14,000 || 
13,000 I 
12,000 || 
‘11,000 | 
10,000 | 
' 9,000 | 
8,000 | 
7,000 || 
6,000 || 
' 5,000 
~ 4,000 
3,000 || 
2,000 
1,000 || 


= 


| 1953 $28,800 ! 11955 $193,900] 








—— a <a 
[1957 $226,300) 


REMODELING SALES CHART SHOWS THE GROWTH OF BUSINESS IN FIVE YEAR PERIOD 


floor or wall tile. Similarly, gross sales as compensation With this as hi 
kitchen jobs are done complete Later when he added salesmen, ceeded as follow 
from the first. The only variation he got an added 2 percent over- Step No. 1. He 


from this is that, on occasion, ride on their sales. He also gets weeks in preparation 


the firm will prepare two or even bonuses on annual gross subcontractors by pers 


three plans to hit a spread of In return for this prospect, he and setting up 
price ranges. In each case, how- faced the monumental task of estimating form 
ever, the drawing will show a_ setting up a brand-new depart- rms, contracts and other pape 
complete job; so there will be no ment in a firm that had never work 
extras to suggest. been retail-minded. He also was Initially, DeLancey 
When DeLancey first outlined starting to operate in a territory of possible subcontractor 
his proposition to the Gustafsons, where the one-contractor plan Roy, and visited then 
he asked for 10 percent of his had never been seriously tried Pli 
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(Continued from page 93) 
many of them suspicious of his 
plan, afraid he had figured a way 
to take their business away from 
them. But by making sufficient 
calls, he finally developed a 
tentative list of subs he could 
call on. He got his forms printed 
and was ready to start. 

Step No. 2. The next problem 
was to get some customers. De- 


Lancey had: gone on the payroll 


April 7. He went to the news- 
paper and scheduled his first ad 
for April 20, a Sunday. The ad 
was not especially big and it was 


not fancy. It merely said, in a 


STORES TELL THE STORY: The progress 
of T. D. Gustafson Co. is illustrated 


ainda MS a Praga I othe noes 
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that Gustafson’s 
would remodel a bathroom en- 
payments: the 


homeowner wouldn’t have to call 


strong voice, 


tirely, on time 
any other contractor for tile or 
plaster work or whatever. 

The office was amazed at the 
results. That first ad resulted in 
The first 
closed on the following Sunday 
at 5 p.m., and it was the first of 


19 orders. sale was 


five complete baths sold in that 
week, totaling about $3,500. 

The Gustafsons were in the re- 
modeling business. 

Step. No. 3. 
he still had a lot of ground to 


DeLancey found 


by this series of showroom pictures beginning at upper 
left with the original place of business. 


He did something about profits... (continued) 


cover, however. Intensely in- 
terested in his new venture, he 
wanted it to run like clockwork. 
Many subs were not used to this. 
Some of the office and shop per- 
sonnel at Gustafsons weren't as 
strict about time as he wanted 
to be. Roy, however, realized the 
importance of the time factor in 
getting remodeling jobs in. So 
the two worked together to gear 
the office and shop schedules to 
the remodeling timetables. 
Step No. 4. From the begin- 
ning. DeLancey made complete 
bath 
prospects and included complete 


drawings for remodeling 


The company the attractive 
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then expanded to larger headquarters and in 
showroom 


spec sheets howing prospects 


what they would be getting 


However he had no modern 
showroom and no pictures of in- 
stalled Some 


asked to see jobs that the firm al- 


jobs prospects 
ready had installed, and DeLan- 
cey lost some business because h« 
the first 
taking 
befors 


and after, so he would have at 


had none to show ‘rom 
job, however, he started 


stereo pictures in color, 

least this one sales aid 
Step No. 5. DeLancey planned 

his advertising on a three-month 


With 


(Pleas furn ft page 96 


basis. such good result 


1956 buil 


shown at and below 








SALES FORCE: Arch Delancey 
of his four outside salesmen. 
leads, estimating and 
make sure the 


laying out the 
customer is fully 


REMODELING JOURNEYMEN meet 
problems that have come up and 


second from right 


satisfied with his 


is shown with three 


Each works independently, following up 


job, and following through to 


remodeling job. 


monthly with Delancey to iron out 
eliminate them on future jobs. 


Fre- 


quently, salesmen are invited to sit in for an exchange of ideas that will 


result in increased efficiency on all 


He did something about 


(Continued from page 95) 
coming from the first ad, he has 
used the same basic format—of- 
fering the complete job on a 
time-payment basis. 

When DeLancey first started 
to sell remodeling, the company 
didn’t have a modern showroom. 
DeLancey tile 


samples on the wall and set up a 


hung a few 
couple of fixtures. He says: 

“The job can be done without 
a showroom, but it’s mighty hard. 
builds 


confidence in us as the prime 


A showroom customer 


the firm’s remodeling jobs 


profits... 


and single contractor. Even if it 
isn’t elaborate, a showroom will 
help sell.” 

Step No. 6. To set up a really 
well-knit department, DeLancey 
took 


office 


almost immediately over 


control of func- 
tions. One necessary tool to suc- 


of 


ment, he feels, is having an im- 


various 


cessful operation a depart- 
mediate recap from the account- 
ing department, showing exactly 
how a job came out, where it 


made money and where it lost 
money. At first DeLancey 


did 


, 


the job of scheduling, recapping 
and billing, himself. He set up 
the then gradually 
trained office personnel to take 
all the duties back. 

Step. No. 7. By the end of 
1953, things were so well organ- 
ized that Roy and Arch decided 


to add another salesman. 


systems, 


No. 8. 


needed a 


DeLancey still 
His first 
step toward it came in the spring 
of 1954. He entered a model bath- 
room in a builders show. When 
the 


# Step 


showroom. 


he moved 
the display to the front of the 


show was over, 
Gustafson’s small shop. This was 
his “display room” until Gus- 
tafson’s erected a handsome new 
building in 1956. 

There steps, of 
course, and there will be more in 
the But 
steps got Gustafson’s solidly into 


were more 


future. the preceding 
the remodeling business, well on 
the way to a city-wide reputa- 
tion as the place to go for a re- 
modeling job. 


# Later there came the building 
of a new headquarters for all 
the Gustafson operations, includ- 
large, brilliantly lighted 
In the continuing 
process of getting bigger and bet- 
ter, it now develops that even 


ing a 


showroom. 


that isn’t big enough, and plans 
are under way now to enlarge 
the showroom. 

DeLancey also is studying the 
field of year-around air-condi- 
tioning as a good sales area for 
his remodeling force. 


s As it stands today, the Gustaf- 
son remodeling department in- 
cludes DeLancey at the top, a 
coordinator-dispatcher and four 
remodeling salesmen. 

The remodeling department 
draws on the regular office force 
of the Gustafson company. Be- 
cause scheduling is so important 
to remodeling, repair work as 
well as remodeling is channeled 
through DeLancey’s coordinator. 

Salesmen get their own pros- 
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pects, except for those that call sion back in 1953 as one of the who doesn’t have other nearly 


in from referrals or advertising, smartest things they've ever full-time jobs to handle 
and such house calls are passed done. They feel that time has The next article in this series 
out equitably to salesmen. They proven that, to be successful, a will go into detail on how Gustaf 


do their own estimating and remodeling operation first of all son’s remodeling salesmen were 


drawing, close the sale and su- must have a good man at the recruited. as well as other re- 


pervise the installation. They head. It can be the owner of the 


modeling help, and following ar 


then follow up and also do the business himself, or someone ticles will cover in great detail 


billing. hired specially to do the job. The every phase of his operation i 
The Gustafsons consider tak- important thing is that there has cluding scheduling, working with 
ing up Arch DeLancey’s proposi- to be someone with the time and subcontractors, installation, ad- 


tion to start a remodeling divi- energy to devote to it, someone vertising, promotion, et ND 
J } 


Remodeling also serves the new construction end of the business . . . 


THE WELL-ROUNDED ScoPE of Gustafson’s mul- $%4 million in sewer and water work. Th 
tiple operation also includes all phases of new remodeling division, Gustafson says, serves the 
construction as the big equipment pictured new construction end of the business by level- 
here indicates. The firm has nearly 60 pieces ing out the seasonal peaks and valleys so he 
of major equipment. In the fiscal year ending doesn’t have to take unprofitable new work 
in June of last year, the company grossed just to keep his work force intact, and, of 
nearly $4 million in big-job work and nearly course, it improves the overall profit picture 





DomEsSTIC ENGINEERING, JU? 





Here’s your eighth .-- 

NEED A SUMMER PICKUP? Or rather does 
your business need one—just an idea or 
two that will spark sales during the “dog- 
days” that frequently set in with the advent 
of hot weather? 

If so, the chances are you'll find just what 
you're looking for in the following pages. 
In them is presented the eighth Book of 
Ideas compiled from winning entries in Do- 
MESTIC ENGINEERING’S Big Push Remodeling 
Sales Contest. 


=» Each of these ideas has helped a plumb- 
ing and heating contractor get a bigger 
share of the profit-rich remodeling market. 

Not all of them are new, but they are 
business-builders. Take the method Com- 
monwealth Heating and Plumbing Co. of 
Pittsburgh uses to recruit new customers 


(page 100). 


elt takes advantage of the current craze 


more prize-winning for stamps and coupons by offering coupon 
5 books that will bring cash to old customers 


ideas from hits winners who send in names of friends that become 
; : Commonwealth customers. Nothing new, 
of DE’s big push 


but a steady business-builder, the company 
reports. 

Or take something new. Like the clever 
collection letter (page 102) used by Reliable 
Plumbing Co., Greenville, N. C. It gets the 


remodeling sales contest 


ERED 10k the Operate She Can Tell the Wartd 
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money and keeps the customer coming back. 
It, too, is a business-builder. 

And don’t forget the Idea Books presented 
in past issues of DE beginning last October. 
You'll find them a rich source for ideas that 
you can readily adapt to your own business. 

Here’s just a brief review of a few from 


past issues: 


IDEA: At a home show in Tulsa, Okla. participants 
in a contest to guess the number of items in one 
of Dale Watt's fully outfitted shops-on-wheels pro- 
vided him with a flood of remodeling leads for 
follow-up sales (Oct., 1958, p. 102 


IDEA: Combine a business card with a baseball 
schedule and what have you got? A sales message 
that the customer will keep for months on end, 
says Ramsden & McKee, Detroit Jan., p. 124). 


IDEA: Putting an oil burner in operation in the 
middle of his showroom floor, Stan Green of Hunts- 
ville, Mo. invited all the local youngsters (the par- 
ents came too, of course) to a marshmallow roast 
over the open combustion chamber. The novel 
idea demonstrated the cleanliness of oil heat and 
provided Green with a new list of prospects (Oct., 
1958, p. 101). 


IDEA: H. F. Cobb of Denver, Colo. converted an 
old bus into a neighborhood showroom-cruiser for 
his complete kitchen remodeling service and 
boosted sales (Nov., 1958, p. 86). 


IDEA: In Riverside, N. J., Kelly’s Kolumn “kaptures 
kustomers.” He runs a regular gossip-humor type 
of column in the local newspaper to keep his name 
and services before the public (Mar., p. 128). 


= a eee ete 


are 


a 
a 


=z 


DomEsTIC ENGINEERING, JUNE 1959 


IDEA: B. R. Eplett of Johnstown, Pa. “hops a freight’ 
periodically to stage a special “carload sale” of 
appliances on the railroad siding near his store 
Apr., p. 118 


IDEA: John Winterbottom of San Gabriel, Calif 
paints his fleet of service trucks in delicate pastel 
colors—each truck a different color. Their unusual 
but attractive appearance attracts plenty of atten 
tion—especially from the ladies, he reports (Oct., 
1958, p. 96 


IDEA: As a part of a special promotion on water 
heaters, Frank laquinta, Clarksburg, W. Va., asked 
his fellow merchants to cooperate by setting up a 
display in their places of business. As a result, 
everywhere townsfolk went—grocery stores, filling 
stations, barber shops, doctors and lawyers’ offices 

they were confronted with another laquinta dis 
play. “People sure knew | was selling water heat 
ers,” says Frank (Oct., 1958, p. 101 


IDEA: No store has more traffic than a supermarket; 
so that’s a good place to let people see a nice 
bathroom or kitchen display. Swifty Connett Plumb 
ing and Heating Co., Fort Wayne, Ind., told the 
local Kroger store he’d give away a free bathroom 
if they’d let him display it. They did and Kroger’s, 
Connett and the customers were all happy with 
the result (Feb., p. 119 


IDEA: Cliff Carlson of C. J. Erickson Plumbing Co., 
Chicago, is too busy to pay a personal visit to eac 
of his customers, but he does the next best thing 
He “‘visits’’ with customers and prospects each 
month with a company newsletter, “Two Minutes 
with Erickson The letter is newsy, chatty and 
often philosophical and accomplishes the ‘person 


al” visit with good results (Mar., p. 12 END 
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Dear Customer: 
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EVERY CUSTOMER is a potential salesman! 
That’s what Commonwealth Heating and 
Plumbing Co. of Pittsburgh has proven 
with this unique incentive plan. 


$10 with each coupon by referring Ccm- 
monwealth to a new customer—if the re- 
ferral leads to a sale of $199 or more. 

Five coupons times $10 each adds up to 
a good sum of money—and really inspires 
customers to try their hand at “selling,” 
Commonwealth says. The easy-to-fill-out 
coupons contain a postage-paid stamp and 
address on the reverse side. 


s Upon the completion of every job, the 
Commonwealth customer gets a coupon 
book with 5 coupons. An accompanying 
letter tells the customer that he can earn 


IT'S AS 


Write on the follow 
t in 
4 } of your friends who te wa tr aoe and address of any 
EQUIPMENT nterest 


ed in HOUS 
If we sell and accept EHOLD 
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INSIDE COVER of the coupon book (top) tells ter) and mails the 
how the customer can earn a $10 bonus for each wealth for follow-up 


referral. He checks the product or service a is a postage-paid 
friend needs, adds his name and address 


coupon back to Common 
The back of each coupon 
self-addressed postcard (bot 


cen tom) that also includes a sales message 
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He wants his money, 
but wants to stay on 
friendly terms with 

the customer too... 











LIKE OTHER p-h contractors, you’ve 
faced this situation: A good customer’s 
bill is long overdue. You want to collect 
your money, but you don’t want to offend 
your customer or he may never come back 
to your store again. 

Well, no one likes to get a dunning let- 
ter. But you can make getting it a little 


less painful for your customers by doing 
what J. T. Williams of Reliable Plumbing 
Co., Greenville, N. C., does. Instead of the 
conventional reminder of a form-letter 
type, he sends a greeting card with a 
humorous twist. The reminder usually 
works, Williams says, and he’s remained 
on good terms with his customers. 
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| IDEA What's Cooking at Ledwith’s? More Business... 


WHILE CUSTOMERS LEARN to whip up a 
waffle, Frank Ledwith of Philadelphia tries 
to cook up a sale or two. 

Ledwith holds periodic cooking schools 
in his store, right where he can show pros- 
pective buyers what’s cooking in new ap- 
pliances and plumbing and heating prod- 


ucts. The local utility and a manufacturer 
of gas ranges help to underwrite the cost 
of the cooking schools and to draw a full 
audience every time. 

Hubby’s pocketbook might ache after a 
shopping trip to Ledwith’s . . . but at least 
his stomach should feel better 


BETZ Picture Postcard Says ‘This Is Forbes’ 


YOU DON’T have to go 
on vacation to send your 
friends — and customers 
—a picture postcard. J. 
B. Forbes of Miami, Fla. 
does it as part of his 
direct-mail advertising 
program — and finds it 
pays off in additional 
recognition of him as a 
modern and progressive 
businessman. 
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A LITTLE ORIGINALITY means a lot when 
it comes to successful merchandising, says 
Carl Schade, manager of Original Kitch- 
ens, a division of Hampton Plumbing Co., 
San Jose, Calif. 

Schade expressed originality in using a 
different name for his kitchen division—a 
technique employed by other p-h contrac- 
tors—in selecting a name that’s easy to 
merchandise, and in merchandising the 
name so effectively. 


= Using a different name for his kitchen 
operation, Schade feels, creates more im- 
mediate identification for this new divi- 
sion. While the Hampton name was well- 
established in the town when Schade 


The Name's Original, and Here's How 
He Keeps It Before the Public Eye 


opened his new division, the new name 
does a better job of carrying the kitchen 
modernization story to the public, he be- 
lieves, and emphasizes the importance of 
kitchen specialization to the operation. 


s To merchandise the new name, Schade 
developed a distinctive trademark. In 
script, it establishes the Original name, 
while bolder lettering emphasizes the 
kitchen specialty. Behind the lettering, a 
simulated block of tile furnishes a back- 
ground to hold the words “Original” and 
“Kitchens” together and also lend balance 
to the over-all design. 

The distinctive trademark is a “natural” — 
to merchandise, Schade found. He put it 





402 SOUTH HENRY AVENUE 
SAN JOSE 28, CALIFORNIA 





A DIVISION 


CARL S. SCHADE 


OF HAMPTON PLUMBING 


TELEPHONE 
AXminster 6-4878 





AM 4-707? 
AX 6-4878 


LETTERHEAD (ABOVE) AND BUSINESS CARD are among the best places to promote 
the Original trademark, Schade says. People who see it there will remember it 
when they see it again, he feels, no. matter where that “someplace” may be. 
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on his letterhead, his business cards, his 
trucks, his executive and sales cars, his 
job-site signs and anywhere and every- 
where else that the public can be expected 
to see—and remember—it. 

In most cases, the added phrase, “a divi- 
sion of Hampton Plumbing” appears below 
the Original trademark to establish and 
encourage the feeling of stability, experi- 
ence and resources that identity with the 
parent company can convey. 


# While this type of originality would not 
apply to every business in the same way, a 


Schade's ideas of specialization can be — tHE PROUD CUSTOMER wants her friends and 
adapted in other cases—and made to pay neighbors to know she’s getting a new kitchen 


off in publicity and profit. ... and so does Original. Now, everyone who 
7 passes by will see the identifying trademark. 


when you 








TRUCKS AND STATION WAGONS carry Original’s trademark. No matter where 
they go, people know when Original’s around. Schade feels his experience 
proves a trademark is easier to recognize and remember than words alone 
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BETZ His Silent Partner Is the Local Lender 


THE LOCAL BANK or other lending insti- 
tution can be your silent partner in build- 
ing business, says Cliff Carlson of the C. J. 
Erickson Plumbing Co., Chicago. 

Carlson has a large sign on his show- 


Big Pump Display Primes 
New Customers ... 


THIS BIG PUMP CAN TALK! To custom- 
ers passing Walter’s Plumbing Co. in Bat- 
tle Creek, Mich., it says: “We’re in the 
water systems business!” 

Anyone interested in a new or replace- 
ment pump can have little reason to ask, 
“Where shall I buy my pump?” when he 
sees this convincing advertisement. 


room wall to let people know which lend- 
ing institution he deals with. This, he 
says, encourages remodeling on time pay- 
ments—and certifies Erickson’s work as 
“qualified” for this type of loan. 
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BETZ How to Invite Yourself Back for a Second Call 


Realizing that the contractor is inter- 
ested in doing a conscientious job, nearly 
everyone will welcome him back for a final 
checkup. Once there, he can look around 
for additional sales opportunities or follow 
up leads uncovered previously. END 


THIS LETTER is a double-play combina- 
tion for Brodie’s of San Francisco. A fol- 
lowup to water heater sales, it (1) shows 
Brodie’s interest in customer satisfaction 
and (2) gets the salesman into the custom- 
er’s home for a second sales opportunity. 


eo 
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MODERN SATHROOM 
DESIGNED AND INSTALLED 


Mrs. John Jones 
11000 Main Street 
San Franc isco 3, California 
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INCREASED TOILET SEAT SALES were the main topic cf conversation in 
New York City last month as Elmer Rocker of Century Products, E. J. 
Witherell of C. F. Church, and Walter Long of Standard Tank and Seat Co. 
met with DE’s Don Young (left to right) to discuss the seat promotion kit. 


Here’s a new promotional idea to hel p you... 


Cash In on Toilet Seat Sales 


It can help you reach the 50 percent who need new ones... 


MEET YOUR NEWEST salesman— 
or should we say sales-woman? 

Her name is Blushing Betty 
and she’ll be gracing your show- 
room windows, your sales coun- 
ters and your advertising in the 
months ahead, helping you to in- 
crease your volume in toilet seat 


sales. 


#She’s a trim little lady who’ll 
be teaching your customers the 
value of replacing cracked, 
chipped or broken toilet seats as 
a means of beautifying their 
bathrooms. She’s the star of a 
new toilet seat sales kit prepared 
by Domestic ENGINEERING, in co- 





Toilet Seat 


Manufacturers Assn. Her prime 


operation with the 
sales tool is her blush! Like many 
a homemaker, she’s embarrassed 
about the condition of her toilet 
seat. But she knows what to do 
about it! 

Blushing Betty, being an ac- 
commodating sales-lady, will help 
you accomplish these important 
goals: 

(1) and 


profit — in toilet seat sales by 


increased volume 


means of a sparkling new mer- 
chandising campaign. 

(2) a smooth, profitable jour- 
neyman selling program. The 
toilet seat sale can be the means 


of getting your men into more 
homes to meet prospects and see 
where there’s a need for upgrad- 
ing plumbing and heating. They 
can be trained to look for such 
needs and carry the tips to you 
(3) increased volume in your 
products and services. This nat- 
urally follows Point No. 2 


» The need for a stepped up p-h 
industry promotion of toilet seats 
the 


competition for sales 


is apparent from increased 


from de- 
partment stores, mail-order 


houses, hardware stores, drug 


and novelty stores and other re- 
tail outlets outside the p-h indus- 
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Vis Blushing’ 
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FIVE-PIECE SALES KIT developed by DE announces Blushing Betty’s debut in the toilet 


seat market. 


Prepared in cooperation with the Toilet Seat Manufacturers Assn., the new 


kit is designed to stimulate toilet seat sales in the home and is free to contractors 


try. Some of these outlets push 


our industry’s products 
toilet 


key factor in bigger bathroom re- 


vigor- 
ously and use seats as a 
modeling sales, often on a semi 
do-it-yourself basis 

# The market for toilet 
placement evident 
DE’s survey of Bay City, Mich 
a cross-section of a typical Amer- 
that 


seat re- 


sales is too 


revealed 
half of 


homes had toilet seats which are 


ican 


community, 
better than the existing 
cracked, chipped or broken. 
hence ready for replacement. A 
more recent spot survey indicates 
that, if anything, the market to- 


day is even larger 


s What this 


p-h contractor? 


does mean to the 
It means that a community of 
3.000 
homes) offers a potential of 1,500 


toilet 


say 15,000 people (about 


immediate seat replace- 


ment sales' 


In early April, DE 


presented 
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the idea for the Blushing Betty 
sales campaign to members of the 
Toilet Seat Manufacturers Assn 
at their annual 
The association unanimously en- 


dorsed the plan and voted its ap- 


proval to participate in a joint 
program with DE, to put the cam- 
paign into effect 

In mid-May, a committee from 
the TSMA met with < in New 


Please turn to page 110 


spring meeting l 


What the kit contains. . 


A 12-PAGE MANUAL showing how to set up a jou 
program that will pay big dividends througt 

A 22 BY 28-INCH BLUSHING BETTY COUNTER CARD 
mount an actual toilet seat for display 
use on counters, 


purposes 


in showroom or in f 


windows 


A BLUSHING BETTY CONSUMER FOLDER giving 


why the customer should buy a new toilet seat 


A BLUSHING BETTY NEWSPAPER AD to help pr 


customers to the idea of toilet seat replacement 


A JUMBO BLUSHING BETTY POSTCARD~ anc 
tioning before the 


ther 


the customer journeyman’: 


For a free Blushing Betty kit, circle Toilet 
Seat Kit’ on the reply card, page 205... 








Cash in on toilet sea 


York City 


plans for printing, 


to go over the final 
distributing 
and promoting the Blushing Bet- 
ty program. The committee con- 
sisted of Elmer Rocker, president 
of Century Products Inc., Cleve- 
land; Walter Long, vice president 
of Standard Tank and Seat Co., 
Camden, N.J.; and E. J. With- 
erell, manager of advertising and 
sales promotion for C. F. Church 
Division of American-Standard, 


Holyoke, Mass. 


# From this meeting, the Blush- 
ing Betty program emerged as a 
complete merchandising package. 

Basically, the new DE sales kit 
(of which Blushing Betty is the 
central character) consists of five 
parts: 

is a* 


for contractors showing how to 


how to do it” manual 
cash in on toilet seat sales. 

(2) a Blushing Betty consum- 
er folder showing the decorative 


(continued) 


and other advantages of buying 
a new toilet seat. 

(3) a Blushing Betty jumbo 
postcard for the contractor’s di- 
rect-mail program. 

(4) a Blushing Betty 
paper ad. 

(5) a Blushing Betty counter 
card on which to mount an ac- 
tual toilet seat for display pur- 
poses. 


news- 


The counter card also is 
suitable for window or floor dis- 
plays and a variety of other uses. 
Additional pieces will be added 
to the kit by the Toilet Seat Man- 
ufacturers Assn. and by DE to 
make it as complete and as adapt- 
able to field use as possible. 
» Blushing Betty sales kits are 
available free of charge. You may 
obtain your free kit by circling 
“Toilet Seat Kit” on the postage- 
paid reply card in this month’s 
DE Service Section, page 205. 
More suggestions on taking ad- 


He'll head the seat 


manufacturers association 


~— err 
Nery © 


HOWARD ROYAL, president of Royal 
Seats Inc., Newnan, Ga., was elected 
president of the Toilet Seat Manufac- 
turers Assn. recently at its annuai 
spring meeting in Chicago. Royal suc- 
ceeds his brother, Mayo, who has re- 
signed to enter his own business, West 


Georgia Supply Inc., in Newnan. 


vantage of the Blushing Betty 
sales program may be obtained 
through your toilet seat manu- 
Additional Blushing 


merchandising 


facturer. 
Betty materials 
also may be obtained through the 
manufacturer once you have re- 


ceived your initial kit. END 


OPPORTUNITIES for Bathroom Modernization in the 
Homes of Typical Town, U. §. A. (Bay City) 


DE’s SURVEY of Say City, 
Mich. revealed that 51.5 
percent of the American 
homes have toilet seats 
that are cracked, 
chipped or broken, 
therefore ready for im- 


mediate replacement. 
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faucets 


FIGURES GIVEN ARE PERCENT OF HOMES 


51.57% 


39.67% 
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Plan to 
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extra bath 


Need new 
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All eyes on... 
"DUBUQUE 


A unique experiment in sales training for 
contractors gets started in lowa city. If 
it works, the same plan will come your way 


! 


CLASSROOM STUDY BEGINS as James Lichty, supervisor of the 
Business Institute of the University of Wisconsin’s Management 
School, starts discussion with a talk on benefits of selling. 


What the research team learned 
about Dubuque contractors 


Public attitude toward contractors: While homeowners 
who had dealt with contractors for home remodeling 
work expressed general satisfaction, other consumers 
reflected no real “attitude,” positive or negative, toward 
p-h contractors. Many showed indifference and a lack 
of knowledge about the p-h field, even to the point of 
not knowing whom to contact for assistance in modern- 
izing their plumbing and heating. 

This, in the opinion of the research team, indicates 
“poor communication” between contractors and con- 
sumers, to the point that many consumers realize p-h 

(Please turn to page 260) 


PLUMBING AND HEATING people 
all across the country will have 
their eyes on Dubuque, Ia. dur- 
ing the next several months 

The reason: 21 contractors 
from the Dubuque market area 
are participating in a sales train- 
ing experiment that could have 
a widespread effect on the entire 
plumbing and heating industry 
It could result in a compact 
training program, to be used on 
the local level throughout the 
country to help the p-h contrac- 
tor improve his merchandising 
and management techniques and 
compete more effectively for the 


consumer dollar 


# Contractors in the Dubuque 
area are the first to enroll in a 10- 
lesson, 20-week training course 
developed by the Plumbing- 
Heating-Cooling Information Bu- 
reau. Their purpose is to test and 
refine the course before PHCIB 
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DoMESTIC¢ 


officials introduce it as a nation- 
al program 
The 


basic subjects as how to use di- 


course will cover such 
rect-mail and newspaper adver- 
tising most effectively, journey- 
how to establish a 
with a 


improve 


man selling, 


permanent relationship 


customer, how to cus- 


a 


AN IMPORTANT MOMENT in the history of the 
PHCIB president. He a 


is recognized by Howard Spindler, 
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tomer relations by improving 
journeyman service, how to im- 
prove showroom displays and 
selling on a time-payment plan 

Howard Spindler, president of 
the PHCIB and vice president of 
public relations for American- 
Standard (New York City), in- 
the to Du- 


troduced program 


industry 
program to 


buque contractors. He said: “For 
many years, we've been talking 
about 
industry’s salesmanship 
“Not the last 10 


however, has there been a con- 


the need to improve our 


until years, 
certed effort by the industry to 
do anything about it 

e “First, a few manufacturers 
made an attempt—at 


Then 


tried their hand at it 


great ex- 


pense. some associations 
But this is 
an all-industry problem, and it 
in the in- 
the 


effec- 


must be solved by all 
dustry—all working toward 


goal of increased selling 
tiveness.” 

He told the contractors: “You 
are here today as pioneers in the 
development of that program. | 
am sure that this is an important 
the 


great industry 


moment in history of our 


s The PHCIB sales training pro 


gram had its with the 
Sales 


June of 


origin 
formation of a bureau 
Training Council in 
1958. This council, in 


ployed a professional market re 


turn, em 
search agency to study the needs 
ol p-h contractors within a typli- 
cal area 


pilot Dubuque Wa 


Please turn to page 57 


— 


called the Dubuque contractors 


improve our 
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Competition “Severe’, Crane Stops 
Production of Some Fitting Lines 


Crane Co. has discon- 
tinued production of cast and mal- 
leable iron screwed fittings and 
unions, but will merchandise those 
items made by other companies 


Cuicaco 





A 


Vs . — ee a He said the 


has become apparent it would be 
unprofitable for Crane to go on 
manufacturing these products. We 
will continue to merchandise them 


through our sales branches.” 





jove is z ‘essen - 


—Ewane th Pick 
‘Trane Co. | 


EVENTS LEADING UP 
TO THE BIG MOVES 
AT CRANE CO. 


page 267 


HEADLINES in the nation’s 
newspapers have generated 
rumor and speculation on the 
future course of Crane Co. 





Where Does Crane Go from Here? 


With speculation rife, this industry giant stands 


at a crossroads. The direction it takes will be 


of major interest to everyone in the p-h industry 


AFTER A CENTURY of peaceful 
growth, the giant Crane Co. has 
suddenly become the focal point 
of industry speculation and ru- 
mor. In some respects, it stands 
now like a rocket in the middle 
of the countdown. 

And the plumbing and heating 
world is waiting expectantly. 

When the countdown is com- 
pleted, will this great rocket take 
off to soar to greater heights 
than ever before? Or will it end 
up a dud in today’s competitive 
marketplace? 

There’s plenty of reason for 


the industry’s current specula- 
tion and rumor. 

No name is more respected 
than Crane in the plumbing and 
heating industry and in the con- 
Yet, the 
past year this corporate business 
leader has: 

(1) Pulled out of several 


businesses, 


sumer world. within 


including titanium 
sponge, titanium and rare earth 
mining, kitchen cabinets and the 
manufacture of boilers, radia- 
tors, cast iron fittings and mal- 
leable iron screwed fittings. 


(2) Dropped $40 million in 


DECISION DAY: Sitting in on corpo- 
rate history in the making are these 
members of the board of directors at 
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sales and $3 million in net in- 
come. 
(3) Lost a president and a 
board chairman and gained new 
ones in a corporate shakeup. 
(4) Fired close to 2,500 em- 
ployees from the top on down in 
a cost-reduction program. 
(5) Committed itself to a ma- 
jor change in wholesaler policy, 
by closing some branch offices 
and enlarging the distribution of 
its products through independent 
wholesalers 
THE BIG THREE in the new setup at Crane Co. are (from left 
Alfons Landa, Thomas Evans and Gurdon Wattles. Evans, who 
has been called “a brilliant builder who makes companies 
are loaded with “buts.” But the better,” is board chairman and chief strong man in the new 
holdings Crane dropped were setup. Landa and Wattles, both stockholders, are directors 


# All of these points, of course, 


marginal; but a very costly 19- 

week strike and a recession af- 

fected sales adversely; but the 

board upheaval came by influ- 

ences from without; but—ad in- does Crane Co. go from here? is “operating one company or a 

finitum. The present board chairman’ group of companies to generate 
So the big question of the hour is Thomas Mellon Evans, a mil-_ cash in every conceivable way to 


is—what is happening at Crane _ lionaire financier whose forte, buy outright other companies 


4 


Co., industry giant? And where according to Fortune magazine, (Please turn to page 267 


Crane’s annual stockholders meeting on April 26. From Anthony von Wening, S. M. Roberts, Thomas Evans 
left (front row) are Gurdon Wattles, Alfons Landa, Mark Robert Crane, and E. A. Locke Jr. It was reported at press 
Lowell, R. Arthur Williams, William McKnight (resigned), time that von Wening and Roberts also might resigr 
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Job Problems 


(Continued from page 45) 
piping dips below a doorway and 
then rises on the other side. 

It isn’t always necessary to vent 
every dip and its following rise: 
usually the first one nearest the 
boiler will be enough, since the 
water is a little cooler after each 
length of baseboard and becomes 


less of a problem. 


= Besides, most of the air has been 
separated by the separating device 
on the boiler outlet and all sub- 
sequent work on the 
reduced amount that has sneaked 


into the system. It won’t be much. 


vents must 


It is also suggested that hot wa- 
ter risers to upper floors be vented 


at the high point. The top of a 


..... (continued) 


vertical column is always a poten- 
tial pocket, especially if the piping 
little 


manutacturers 


grade downward a 
Some 


specify in their engineering manu- 


should 
thereafter. 


als that air vents be installed on all 
high 
mainless, or loop, hot water system. 


baseboards and points in a 


In answer to your question on 
purging the 


fresh 


system by 
through the 
it would seem that such a practice 


running 
water circuits, 
actually recharges the system with 
the cold 
saturated 


new air, since purging 


water is well with it. 
This would put the 


back where it 


right 
before the 


system 
started 
water was heated and the air sepa- 
rator had a chance to work. 

The technical causes for the ab- 


Wants to know why system wont maintain 
proper temperature for domestic hot water 


To the Editor: 

We have been having some dif- 
ficulty with the performance of a 
water radiant 


forced hot panel 


heating system that also supplies 


domestic hot water through an im- 
mersed tankless coil in the boiler. 
We 160F 


radiant panel 


water for the 
180F 


water in the boiler and have been 


want 


system with 


sorption and release of air as a 


result of temperature changes in 
the water involve some complicat- 
ed mathematical analysis. For 
practical purposes, it is simply a 
matter of relative volumes 

To illustrate, the volume of 1 lb 
of water increases less than 4 per- 
cent when the water is heated from 
200F. 


contained in the 


70 to By contrast, the ai 


water when the 
heating begins expands nearly 25 
heating 


percent by the time the 


stops at 200F. 


a The result, of course, is that the 
air literally bursts out of its 
bounds. Either the water would be 
obliged to stretch, which it can’t do 
than 3 to 4 


elsewhere, 


more percent, or the 


air must go which it 
does at the first opportunity. The 
and air vents 


air control devices 


provide the opportunity END 


trying to get this by means of a 
dual-unit aquastat 


However, when the circulato1 


starts, the thermometer on the 


boiler discharge to the radiant 
coils shows only 160F and drops 
to 115F in a couple of minutes 
This, of course, creates a problem 
in maintaining proper temperature 


in the tankless coil for the domes- 


Hot Lead Joining of Plastic Sewer and Drain Pipe 


A NEW FITTING which permits the 
joining of plastic sewer and drain 
pipe with cast iron pipe by means 
of molten lead joints has been an- 
nounced by Carlon Products Corp., 
Aurora, O. The procedure for in- 
stallation is shown in the photos. 


Availability of the new fitting, 
Carlon believes, is expected to in- 
crease acceptance of plastic sewer 
and drain pipe, subject, of course, 
to local code approval, which Car- 
lon says is steadily increasing. 


A complete line of plastic fittings, 
including wyes, elbows, tees and 
couplings, is available. For more 
information, circle No. 105 on the 


reply card, page 205. END 


The fitting is solvent welded to plastic 
sewer pipe by conventional methods. 


The cast iron pipe is then inserted. 


In the second step, the space in the 
plastic fitting around the cast 
pipe is tightly packed with oakum 


iron 
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DomESTI 


Fig. 1: A reader 


tic hot water supply to fixtures. 
The (Fig. 1) 


shows how the piping is arranged 


attached drawing 
We've tried to hold up the temper- 
throttling 
one-and-one-half 


ature in the boiler by 
valve A by 
turns, keeping valves B and C ful- 
ly open 

This doesn’t seem to help much 
tankless coil cool 


and the gets 


reports that the piping arrangement 
shown in his sketch (above) doesn’t maintain high enough 
temperature for domestic hot water supplied through a 
tankless coil. He’s tried to hold up the temperature by 
throttling valve A by one-and-one-half turns and keeping 
valves B and C fully open, but it still hasn’t worked 


which steal 


control valve 


How can we make this system per- 
form better? 
New Yo k A A 
To the Reader: 
The 


temperature drop in 


extreme and rather rapid 


this instal- 
lation suggests the possibility that 
the boiler may be too small 


However, there are a couple of 


It calls for an automatic 
temperature water 
heat needed for the 


is recommended 


Fig. 2: Above is a suggestion for improving the system 


mixing valve to prevent higt 


from reaching the radiant panels 


A flow 
gravity 


tankless coil 


to prevent circu 


lation from taking over when the pump is not operating 


points to consider before arriving 


at a definite conclusion 


In a radiant panel system, the 
usual practice calls for water tem- 
perature in the radiant panels not 
140F than the 
160F you mention 
180F 
times, the temperature for the radi 


Please turn to page 118) 


to exceed rather 
Since you want 


water in the boiler at all 


to Cast Iron Is Accomplished with New Fitting... 


Asbestos rope is wrapped around the 
cast iron pipe to act as a dam for hot 
lead during the pouring operation 
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When the asbestos 
hot lead is then poured 
ting in the conventional manner 


rope is in place, 
into the fit 


The asbestos dam is then re 


soft lead 


rope 


moved ona tne tfampead 


complete the proces 


into position to 
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(Continued from page 117) 

ant heating must be stepped down 
to about 150F before sending it 
out to the panels (figuring about 
a 10 deg. drop along the way). 

This situation calls for a mixing 
of the comparatively cool panel 
180F water 
Your 


mixing 


return water and the 


coming from the boiler. 
sketch 
valve at 


this 


manual 
point B. In 


however, 


shows a 
systems of 
hand 


type, mixing 


usually is not satisfactory. 
a Therefore, it is that 
an automatic mixing valve be in- 


This 


suggested 


stalled as indicated in Fig. 2. 


valve becomes a watch dog over 
the hot water in the boiler, per- 
mitting just enough to come out 
and mix with the returns to make 
150F water and no more. 


aA 
needed on the boiler outlet (see 


ow-control valve also is 
fl ntrol ] ] 
Fig. 2) t ‘event natural gravity 
ig. 2) to prevent natural gravity 
taking 


pump is not 


circulation from charge 


when the running 


There are variations as to type 


and placement, depending upon 
the particular manufacturer's 
product installed. 

With the installation of mixing 


and flow-control valves, the aqua- 


stat may be set to start and stop 
the firing equipment over any de- 
say 170F to start and 
185F to stop. This range should be 


sired range 


wide enough to avoid short cycling 
and still provide satisfactory water 
conditions all around. 

If the firing equipment still is 
unable to accommodate the com- 
bined demands of the radiant heat 
coils and the domestic water, then 
the condition can be corrected by 
the installation of a hot water stor- 
age tank or a larger boiler. 
caution, it should 
that the 
water is leaving the boiler too hot 


#As a note of 


be mentioned domestic 


Someone could get scalded. An 


automatic mixing valve would cor- 


rect the condition END 


New Directory Issued on “Certified” Air Conditioners... 


WaAsuHIncTON, D.C. 
tory listing 1,425 models of unitary 
that meet the 
standards of a new testing and rat- 
ing program has been published by 
the Air Conditioning and Refrig- 
eration Institute, 1346 Connecticut 
Ave., N.W., Washington 6, D. C. 


Forty-six companies are partici- 


A new direc- 


air conditioners 


pating in the Unitary Air Condi- 
tioner Certification Program which 
is sponsored by ARI and the Na- 
tional Warm Air Heating and Ai: 
Conditioning Assn. (See DE for 
March, page 104.) 

The program provides one uni- 
form standard of rated capacities 
and performance based on Btu’s 


and a seal of certification for units 
that meet the standard. 

The program covers packaged ai1 
conditioners whether in single or 
combined units with a 
capacity of 135,000 Btu. 


It does not cover room air condi- 


maximum 


tioners, heat pumps or large field- 


assembled systems. END 


These manufacturers are sponsoring the certification program . . . 


e' 


MORE THAN 40 MANUFACTURERS are now participating 
Program, 
it easier for consumers to buy and contractors to sell 
It provides ratings based on 
British thermal units to measure cooling capacity. (See 
A progress report was given 
at this recent meeting of the Unitary Air Conditioner 
Section of the Air Conditioning and Refrigeration Insti- 


in the Unitary Certification 
packaged air conditioners. 


DE for March, page 104.) 
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which makes 


tute in Washington, D. C. Attending the meeting were 
(from left, standing) M. B. Watts, John Gilbreath, J. W. 
Hosler, D. H. Crawford, D. E. Fox, R. L. Sherrill Jr., T. H. 
Ford, H. H. Ward, Sydney Anderson Jr., Frank Purcell 
and A. E. Meling. Seated from left are T. |. 
Lee Wilcox, Edward Davis, Frederick Reed, Miss Mary 
Jane ‘Stewart, Coit Lytton, G. S. Jones Jr., A. F. Ward, 
F. H. Faust, Burl Brown and Paul Wyckoff. 


Harriman, 
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Indiana Brass, deck type faucet No. 1008 shown above, is a splen- No. 1008 
Deck Type, Cast Brass Chrome Plated 


did specimen of the refined modern simplicity of our entire quality Faucet. No. 1009 with hose and spray 


line. Note the easy finger tip, hot and cold tap control, designed 





for quick gentle response. Furnished in cast brass spout with 
/r 
DOM 


sinks and cabinets. to Regime 
LIBERTY 


aerator. Can be mounted on the decks of all types of kitchen 


INBRACO—The Tradition 


THE INDIANA BRASS CO., INC. 








Frankfort Indiana 








galvanized 


steel pipe 


is first in the nation’s 
newest buildings 
for drainage and vent lines 



































Mile after mile of sturdy, dependable 
galvanized steel pipe serves today’s outstanding 
new buildings in the all-important functions of 
drainage and vent lines. In fact, architects specify 
reliable steel pipe for the majority of America’s 
commercial and industrial construction. 

Architects and engineers are specifying steel 
pipe because of its proven record of performance, 
generation after generation and because of its 
low cost. 
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and vent lines in building after building, right 
down the line. It’s another example of the many 
kinds of jobs that steel pipe can do best 


Dependable steel pipe is being used for drainage 


STEEL PIPE IS FIRST CHOICE 
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INSIST ON PIPE MADE IN U.S.A. 


COMMITTEE ON STEEL PIPE RESEARCH 
AMERICAN IRON AND STEEL INSTITUTE 
150 East Forty-Second Street, New York 17, N.Y. 
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Myers) 


The 


Leadership Performance Full Value Pricing 
Advanced Engineering Tailored Selection 


Merchandising aids. The only profit tested complete dealer sales 

program in the pump industry .. . and IT’S FREE. Posters, mailers, 

displays, truck and window decals, metal signs, newspaper mats and 
) 


many others, PLUS an attractive 3 dimensional authorized Myers 
\ pump dealer plaque with your own name. 
OIG 


Advertising. Year ’round Co-op ad help. Myers further backs your 
own promotional efforts with a sensible national and regional 
consumer advertising program. Myers’ advertising goes after pump 
prospects, not coupon clippers. We pass these consumer prospects 

on to you immediately for a fast closing sale. Myers’ advertising sells 
customers on the idea that doing business with an AUTHORIZED 


MYERS PUMP DEALER is mighty good business. 
More... 


Products. Myers gives you a new line of OLYMPIAN jet pumps, 
competitively priced, easy to sell and easy to install. Compare Myers 
OLYMPIAN jet pump performance, quality and price with any other 
jet pump on the market today. 


To be first in Pump Sales in your community... join the team that’s first in the 
Pump industry. Go with Myers for increased pump sales... better pump profits. 


The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


Myers 
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Needed... A Case for the 
Individual Water System 


Thousands of pump sales may be lost unless our industry takes 


vigorous action to reverse the 


THERES A LEAK in the dike of a vast, un- 
tapped reservoir of water system sales for the 
plumbing and heating contractor. 

The reservoir is the mushrooming domestic 
water systems market beyond the city wate 
mains. And the leak is the central station system 
that serves an entire community. 


The National 


Pump Manufacturers estimates that there’s a 


Assn. of Domestic and Farm 


nonfarm potential in new installations of around 
100.000 for 1959—as compared to 266.000 for 
farm sales. Just about the same annual figures 
ipply through 1962. 

If vou want to verify these statisties for -vour- 
self, take a drive through the ever-expanding 
stretches of any city’s suburbia for a rough ap- 
praisal of the water systems potential. 


It's tremendous. Its keeping pace with the 
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“trend” to central systems 


building boom itself, because so much of the 
new residential building is taking place in the 
suburbs and rural areas. 

Some of these new home developments go in 
with city water already contracted for. But many 
are beyond the reach of the mains. 

In the absence of city water. there are two 
alternatives for such a young community. The 


first is typified by the big silver bubble sitting 
atop a high point. indicating a community well, 
a central water system owned by the developer, 
by a private investment group or the community. 

The second alternative is the private, indi 
vidually owned water system for every home. 
Now the job of the plumbing contractor and 
system sales is to 


break that big silver bubble. Why? For the best 


others interested in water 





Needed .. . a case for individual water systems (continued ) 


(Continued from page 123) 
of all possible reasons: The pri- 
vately-owned individual system 
It's better for the 
It’s better for the 
plumbing contractor—the whole- 


is better. 
homeowner. 


saler—the manufacturer. 


but 
they’re claims that can be under- 


» These are strong claims, 


scored and verified. These are 
the facts: 

1. The private water system is 
better for the 
cause it gives him full control 


homeowner be- 


over his own water at a cost fre- 
quently less than his share of a 
community system. He can have 
all the water he wants when he 
wants it. 

2. It’s better for the plumbing 
sell 
the pump and related equipment. 
And he can make that important 
initial the 
owner that results in a long sales 


contractor because he can 


contact with home- 
and service relationship. 
3. It’s better for the 


saler because most of this new 


whole- 


business would go through him. 

4. It’s better for the manufac- 
turer because he would sell 100 
half-horse instead of a 
single large central station pump 


pumps 
in a 100-home development. 


» Many of the new develop- 
ments we've been talking about 
are going in with individual sys- 
But 
there appears to be a growing 
trend the 

system. Here’s why: 


tems. many are not—and 


toward community 

Most of suburbia is being 
built and inhabited by city 
dwellers who never knew any 
more about their water supply 
than how to turn on the faucet. 
Since it’s what they always have 
known, it’s what they continue 
to expect. Unless someone tells 
them about the advantages of a 
private system, the idea seems 


The builder 


thinks they want a central sys- 


primitive to them. 


tem and that’s what they get. 
Then there’s the factor in some 
that health loan of- 
ficials tend to favor the central 
Their 


based on 


areas and 


system. views often are 


hearsay—and_ occas- 
ionally on real evidence—of well 
contamination. This contamina- 
tion may be due to poor instal- 
lation or lack of water treatment 
—factors that are not inherently 
the 


characteristic of individual 


system and could just as well 
happen to a central system if it 
were not properly installed and 
maintained. Still, it develops a 
falsely-based prejudice against 
the individual system because cf 
the belief that it’s less subject 
to control than the central sys- 
tem is. 

A third reason for the trend 
to the system has 
nothing to do with the advan- 
tages or disadvantages of either 


community 


the central or individual type. 


Water systems conference: 





Industry forum tackles the problem 
of individual vs. central systems 


IN CERTAIN STATES throughout 
the country, there are laws re- 
quiring central water systems 
for any home development with 
more than a specified number of 
houses. 

But in a Chicago suburb re- 
cently, a group of housewives 
marched on the builder’s office, 
that 


done to improve the adequacy 


demanding something be 
and potability of the community 
water system! 

In Ohio and Wisconsin, health 


units from big cities sent in- 


spectors cut to test individual 


wells in housing projects and 
found some contaminated. Their 
findings resulted in the installa- 
tion of central water systems. 


» But in 
time a certain river overflows— 


one Iowa city, every 


and it happens almost annually 
—the entire city water supply 
is contaminated! 


Thus the 


evidence mounts. 


Around the individual 
water systems are being unfairly 
legislated out of business for the 


same ills that beset municipal 


nation, 


systems. There’s a growing trend 


toward the community water 
supply in rural nonfarm areas 
beyond the city water mains. 
And this is happening at a time 
when the potential market in 
suburbia is bigger than it’s ever 


been before. 


= These of the facts 
brought to light during a recent 
industry Indi- 
vidual vs. Central Water Sys- 
tems in the Chicago editorial 
offices of Domestic ENGINEERING. 
Here, representatives of six lead- 


are some 


conference on 


ers in the industry assembled for 
a_ full-scale the 
relative merits of the central and 
the 
and what can be done to promote 
the market for the latter and 
stem the trend to the former. 


discussion on 


individual water system— 
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Rather it’s the fact that running 
a community system can prove a 
good investment. Many builders 
find it profitable to install a com- 
munity system, then run it as a 
utility. Or they install the sys- 
tem, then sell it at a profit to 
another investor, who continues 
to run it at a profit to himself. 

None of the factors that oper- 
ate in favor of the community 
system are 


completely unsur- 


mountable. They can be met 


with constructive action—educa- 


On hand the 
were Russ Lewis, Fairbanks, 
Morse and Co. (Chicago); Don 
Paulson, The F. E. Myers & Bro. 
Co. (Ashland, O.); Frank 
Hickey, Tait Manufacturing Co. 


for conference 


tion of the potential homeowner, 
the builder, the health official, 
coupled naturally, with good de- 
sign and installation techniques. 

As a first step in such action, 
DomEsTIC ENGINEERING recently 
conducted an industry confer- 
ence with two objectives: To dis- 
cuss the problem and put it into 
its proper perspective; to make a 
start toward its solution. 

That launched a 
new sphere of activity in DoMEs- 
TIC ENGINEERING’S current series 


conference 


(Dayton, O.); Jack Kreutter, 
Goulds Pumps Inc. 
Falls, N. Y.); Ben Determan, 
Red Jacket Manufacturing Co. 
(Davenport, Ia.); and A. C. Be- 


Vier, Franklin Electric Co. 


(Seneca 


on water systems. Future arti- 
cles will examine the central vs. 
individual water system question 
further. They'll dramatize it 
with factual reports on what’s 
the field. They’ll 
explore the influences that set 
the the 
system and examine ways to 
counteract them. In short, they’ll 
attempt to help the industry plug 
the leak in the dike of the water 
systems potential in the nation’s 


going on in 


trend toward central 


suburbs and rural areas. END 


(Bluffton, Ind.) 

Naturally the 
in the case of the indi- 
vidual vs 


problems in- 
volved 
central water system 
resolved or 


163) 


couldn’t be even 


(Please turn to page 


THE CASE 


vs 
CENTRAL WATER 


EDITORIAL CONFERENCE: Pump industry leaders joined 
DE editors in Chicago to ponder one of the industry’s 
major issues: How to sell the builder, the health official 
and the home buyer on the private water supply. On 
hand for the conference were (seated from left 
Purnell, DE; Russ Lewis, Fairbanks, Morse and Co.; 


Paulson, The F. E. Myers & Bro. Co.; 
Jacket Manufacturing Co.; 


Ben Determan, Red 
Jack Kreutter, Goulds Pumps 
Inc.; A. C. BeVier, Electric Co.; and Frank 
Hickey, Tait Manufacturing Co. Standing are DE’s Ed 
Howard and Don Young Additional conferences 
be held soon with contractors 


Franklin 


Jim 


Don 


will 


and wholesalers 
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To BE THE SUCCESSFUL BIDDER 
on a new construction job—and 
the 
plumbing and heating contractor 


bid. 
His bid must be low enough to 


to make mone y onwt— 


must prepare an accurate 
be competitive, and it must be 
high enough to yield a fair mar- 
gin of profit. 

This means, of course—as was 
pointed out last month in the 
that 


he must know how to handle the 


first article of this series 


job of estimating. 


= The estimator must study both 
the blueprints and specifications 
to get a complete picture of the 
job on which he’s bidding. 
Sometimes he must visit the job 
site to study the effect that con- 
ditions of terrain and other fac- 
tors might have on his bid. He 
must make an accurate materials 
takeoff. The same goes for labor 


A short course in... 


ESTIMATING 


A vital factor in getting the job—and making a fair 


profit—is an accurate and complete estimate... 


2nd article of a series 


By John Williams, Flint, Mich. 


plumbing and heating estimator 


He must remember to take his 


subcontracts into consideration. 
He must know every single ele- 
ment of his firm’s overhead and 
know how to figure it into the 


And he 


reasonable profit in his final bid 


job. must include a 


= To illustrate what was said on 
all these points in the first arti- 
cle, let’s figure a typical job. And 
let’s take a 


cause it has many of the charac- 


school project, be- 
teristics of the average residen- 
tial job—and also the bigger job 

We'll naturally begin with the 
takeoff. To take off 


the materials we first study the 


materials 


specifications for both the plumb- 
ing (page 127) and the heating 
(page 128). Do the same with 
the blueprints (Figs. 1 and 2). 

The first material to be taken 
off is the soil pipe. Fig. 3 is a 
the soil 


schematic drawing of 


piping. This drawing is not to 
scale, but is merely to show how 
the piping will look if the sur- 
rounding architecture is re- 
moved. From this schematic it is 
comparatively easy to determine 
the quantities required for items 
such as the stacks, waste lines, 
underground waste piping (or 
house drain) and vent piping. 
It should be pointed out that 
the venting in the example may 
not be in accordance with re- 
quirements in various parts of 
the country. The estimator nat- 
urally will take his own local 
consideration when 


code into 


preparing his bid. 


= The fittings takeoff sheet (Fig. 
7) shows a simple way to take off 
the 
moves along the soil lines, he 
mark off the 


checking them on the sheet one 


fittings. As the estimator 


can 


fittings by 


DoMESTIC ENGINEERING, 


JUNE 


1959 





DomEsTIC 


2” WASTE DROP FR 


SERVICE SINK 


%" C. W. & H. W. RISERS 


4 f = —J 
2° VENT 


-— 


|2" WASTE FR 
|| WASH 
|| FOUNTAIN 


ELEV. OF SLAB 779.0 


a’ c 


FIG. 1: 
takeoff procedures described in 


at a time as he comes to them. 
For example, the first fitting 
The 


estimator will place one check 


on the soil line is a 4-in. y. 


under 4-in. y’s, then one check 
4-in. 


under 


under bends and 
check 4-in. 


This will complete the fittings 


one 


cleanouts 


that will be necessary to run this 


cleanout up to floor leve! 


#The same procedure will be 
used on each fitting as it is met 
in going up the line. The soil pipe 


no 


that will be used in connecti 
the fittings can be figured at this 
time, but it is usually simpler 
to take off the soil pipe in one 
operation that the initial 


takeoff. 


The soil and waste in this par- 


1S, 


ticular job are being taken off in 
the order in which they would 


be installed—that is, rough and 


(Please turn to page 128) 
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the 


Simplified blueprint of the plumbing layout 
article 


|| CAP FOR | 
FUTURE USE 


OFFICE 
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SILL 
w/%" 


CcCOoOcK 
HOSE 


Cc. |. PIPING 
BEYOND 


TO 5’-0 
BLOG. WALL 


shown here 


The job classrooms. twe 


PLUMBING SPECIFICATIONS 


Scope of work: Furnish material and labor t 
shown on blueprints and in specifications 


Quality: All material, and fixture: 


proved by architect 


Piping 


Soil piping: Al! soil pips 
Water piping: Al! water pipe to 


and soldered joints 


Vent 


Vent piping 


or galvanized steel pipe 


pipe to 


with drainag 


Fixtures: All f as listed 


xtures to be 


Closets: Standard Modernus #F2 
flush valve 


+5700 


with vacuum br 


seat 


Urinals: Standard China 
+185 H and +B-2024 
nnection 


drain co 


Wash fountains: Two sen 


actuated water 


ar 


ana mpilete 


Jpply 
Service sink: Standard Ara: 


=P7710 
for 2 1 


ncn ir and two eac 


pipe 
Lavatory: St 


and pop-up dré¢ 


Drinking fountain: Standard 
ing fountain 





A short course in estimating .. . continued 
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5’-0" X 4'-0" X 3’-0" DEEP cones RECEIVER : %’' Ss. & %" R 
BY GEN. CONTR. PUMP IN PIT TO UNIT 


FIG. 2: Heating blueprints of the same school installation illustrate materials to be taken off on this bid. Takeoffs 
are recorded on a fitting takeoff sheet (Fig. 7) for rapid tabulation, then transferred to pricing sheet (Fig. 6). 


(Continued from page 127) The water piping is shown in schematic also is for purposes 
finish. Both could be taken off Fig. 4 in the same way that the of clarity only. From this schem- 
at the same time, but taking the soil piping was shown—and this atic it’s easy to determine what 
rough first and the finish later is 
usually easier. 

At this point, the material HEATING SPECIFICATIONS 
takeoff sheet (for plumbing Piping: All piping to be black iron pipe with threaded and reamed 


Fig. 5) shows the correlated ma- joints. Piping to be supported in a manner to eliminate sagging 


terial that will be found neces- Heating units: Wal! type unit heaters with copper heat exchange coils 
sary for the rough soil piping and electrically-driven fan to circulate air 
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2° WASH FTN 








FIG. 3: Soil piping is the first item to be considered not to scale) helps simplify the job of locating “hid- 
in the materials takeoff. This schematic drawing den” piping and arriving at an accurate estimate. 
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FIG. 4: Water piping takeoffs also are simplified by must measure lengths shown on the blueprints, the 
the use of schematic drawings. While the estimator schematics help to further clarify an installation. 


materials will be necessary to own benefit—in which case he rials takeoff sheet that 


install the rough water piping. prepares a schematic. There al- for the final sumn 
Where it’s necessary to scale off so may be times when this same Now that the 


t 


lengths of piping, the blueprints sketch serves to clarify an in completed as far 
must be referred to, as this _ stallation layout for the man in’ concerned, the 


schematic is not to scale. Nor- the field ured 


mally, an experienced estimato! Once again the material heet 


figures the piping directly from checkoff sheet 
the blueprints, unless he wants fittings needed. Thi 


to clarify some section for hi then transferred 
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short course 


3 bend: 
>I + bends 
,leanout 

' XHCI D 


s w/bras 

ible Y's 

x 3" XHCI Y's 

XHCI 1/8 bends 

Floor drain 

Floor drain 

XHCI Y's 

Cleanout w/brass cover 
XHCI Y 

2" XHCI 1/8 bends 

2" XHCI # bends 

2" XHCI P traps 

2" Stackbase 


2 | 
3 
1 
: 
z 
1 
i] 
6 | 


my W 


4" XHCI Soil 
3" XHCI 
I 


Pill 
“ 


Pipe 
Pipe 
Soil Pipe 


Soil 


vun 
ANU 


Lead 
lb Oakum 
Underground water piping 
24" Copper T's 
24" Conper Ells 
2" Copper T's 
2" Cooper Ells 
2" Copper Cap 
14" Copper Ells 
14" Copper 45 Ell 
1" Copper T's 
1" Copper Ell 
1" Copper 45 Ells 
3/k" Copper Tees 
3/4," Copper Ells 
3/4" Copper 45. Ells 


FrOWWRFPWRHRNRFNHONNW 


24" Type M Copper Pipe 
2" Type M Copper Pipe 
14" Type M Copper Pipe 
1" Type M Copper Pipe 
3/4" Type M Copper Pipe 
1 lb solder & 4 oz flux 





PLUMBING MATERIA 
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estimating «. continued 


TAKBOFF 


4" x 2" Closet 

yloset Gaskets 

2" XHCI Soil Pipe 

4" XHCI Soil Pipe 

4" x 14" XHCI Tapped 
4" Roof Flashings 

2" Rool 
Lead 


axum 


Fils h 3 7 
rLiaSning 


2" Copper Ell 

2"Cx2"CxL"FIP Cot 
2"Cxl4"Cxl"FIP Tee 
14"Cx14"Cxl"FIP Copper Tees 
l"Cxl"FIP Ells 
14"Cx1"Cx3/4"FIP Copper Tee 
2" Type M Copper Pipe 

3/4" Type M Copper Pipe 


3/4" x 3/4" Copper to FIP Ell 








PIPE & FITTINGS TOTAL COST 
Add 5% for misc, 











standard Modernus #F2469VS 
w/Sloan Royal Flush Valve 
#120FYV 

standard Chinal #F6000C w/ 
Sloan Royal Flush Valve #185 
& B2024 Universal Beehive 2" 
Metal Strainer 

Bradley Semi-circular wash 
ftn. w/foot actuated supply & 
2" traps 

Standard Argo Service Sink 
24x20 #P7710E w/P7798 Standard 
Trap & 2 B1l150 4" CP Faucets 
Standard Ledgewood 19x17 
#14,100S w/comb. supply & popup 
drain B820 supply pipes & 

B960 14" P Trap 

Standard Neo-Toric #F8355 VC 
Drinking Fountain 

Freeze proof Sill Cocks 





32.35) 


C44S 
1.56 

















TOTAL MATERIAL COST 


\8 68.4! 
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24" x 
upling 
ou x ya" 
Coupling 
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4 
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PIPE & FITTINGS TOTAL COST 


Add 5% for misc. 


Ilr 


o % at 
nit nea 


ers 


$7) 2 
wt pe eA 


pondensate receiver and 


return pump 


| 





(Continued from page 129) 
other materials that will be used 
them will be figured 

the that the 
rough piping was figured. This 
information is listed in the ma- 
takeoff the 
prices are totaled for the com- 
the 


to install 


in exactly way 


terials sheet and 


plete cost of materials for 


plumbing 
There’s one job connected with 
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TOTAL MATERIAL COST 


the plumbing for which a sub- 
bid 


It’s the covering of the hot 


contract must be obtained 
water 


This 


will be listed with the cost of the 


supply and return lines 


plumbing materials and labor 
(see next issue). 
the 


piping will not be necessary be- 


cost 

A schematic of heating 
cause it’s clear on the blueprint 
taken off directly, 


and can be 


2474.04 | 


Proceeding in the manne! 
the hot an 


the 


water 


as with 


piping necessary and 
fittings 
checkoff 


the material 


pipe 
marked off on 
then li 


heet 


the 
] 


tea ofr 


(Fig 


are 
heet 
takeoff 


6) for pricing 


whole job y 


ame tin 





In Chicago's new Executive House, there are more bathrooms 
than guest rooms, and a kitchen for every guest. Add to this its 
modern heating and cooling, and it becomes a candidate for... 


JOB OF THE MONTH 


Vechanical contractor: Economy Plumbing & Heating Co., Chicago 


TRAVELING BUSINESSMEN may 
want to stop traveling when they 
reach Chicago. If so, 


well go to the 


the credit 
may Executive 
House, the Windy City’s sump- 
tuous new skyscraper hotel, a 
gleaming stainless steel and pic- 
ture window feather in the hat- 
band of Chicago’s Loop. 

Here 
has shaken hands with mechani- 


functional architecture 


cal contractorship to achieve a 


new zenith in creature comfort. 
For it’s more than the luxurious 
appointments that makes this the 
DE Job of the Month. Primarily, 
it’s such facts as these: 

There are nearly three dozen 
more individual bathrooms than 
there are living units. 

There’s a kitchen in every liv- 
ing unit and a bar in many. 

There’s the latest in individual 
room control of heating-cooling. 


These facts suggest a new rec- 
ognition of primary and second- 
They 
even indicate a re-discovery of 
That 


heating and cooling 


ary sales forces. might 
what we all should know: 
plumbing, 
can be major factors in today’s 
competition among hotels and 
motels for the transient guest 

Plumbing certainly must rank 
with the outstanding features of 


(Please turn to page 134) 


LUXURY BATHROOMS in all suites are compartmentized 
with sliding doors for maximum privacy, and include 
countertop lavatories and colored fixtures. Some suites 
have more bathrooms than parlors and bedrooms, as 
a considerable amount of business entertaining is done. 








KITCHENS are included in all living units. This one, in a 
moderate-rate studio room, is compact and features an 
undercounter refrigerator. The cabinet convector unit in 
the foreground is individually controlled for heating 
and cooling. A de luxe kitchen is shown on page 137. 





tT 








CHICAGO’S NEWEST: Plumbing, heating and cooling in the 40-story Executive House hote 
are among the outstanding features that provide the ultimate in comfort for guests 


ALL STUDIO ROOM BATHS also have countertop lavator- 
ies, and many have sliding doors, single-handle -faucets 
and shower enclosures. In all, the ultra-modern Execu- 
tive House has 475 individual bathrooms, nearly three 
dozen more than there are living units for the guests. 


™ 
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AIR CONDITIONING SYSTEM: DE’s Pau! Werner (left) and 
Anthony Voliman, chief engineer, view one 
150-ton compressors used to provide chilled water for the 
cooling system. The chillers are designed for 200 psi 
water working pressure and cool the water to 45F 


of the two 





if | 
™ ‘| 


. 


ONE OF TWO 


(Continued from page 132) 
this ultra-modern structure. 
Guests may nod and raise their 
eyebrows on learning that this 
is the nation’s tallest reinforced 
But they’ll 
revel in the luxury of more than 


concrete building. 


one suite, where for two bed- 
rooms and a living room there 
are three bathrooms and a pow- 


der room. 


aThe Executive House pierces 
the Chicago sky with 40 stories 
clad in stainless steel and glass. 
The first two stories are under- 


STEAM BOILERS used as a source of heat for domestic hot 
dronic heating system is shown here. 
advantage of a lower therm rate for gas during summer months. 
heaters used for domestic hot water. 


ground and contain the heart of 
the plumbing, heating and cool- 
ing 
thing for the low-rise domestic 


systems, including every- 


hot and cold water piping system . 


up to the 20th floor. Additional 
equipment is on the 40th floor 
for the high-rise, from the 21st 
floor up. The lobby, at ground 
level, is on the third floor, and 
the 200-car drive-in garage 
cupies parts of the first, second 
and fourth floors. Hotel offices 
are on the fourth floor and from 


OoCc- 


there up are living units. 
The living units include one- 


water 
It features a combination oil-gas burner in order to take 


and the hy- 


At right are two instantaneous 
The converter for the heating system 


is at upper right 


room studios and_ two-room 


suites, except for the Presiden- 
tial and Governor’s Suites on the 
38th floor, 


larger simply by 


which were made 
eliminating 
walls so they would include adja- 


cent studio rooms 


# All in all, it’s a $7,000,000 hotel. 
Of that, approximately $800,000 
went to plumbing, heating and 
cooling, which was done by the 
Economy Plumbing and Heating 
Co. of Chicago. : 

The Executive House is par- 
ticularly noteworthy through the 
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Job of the Month oeeee( continued ) 


BATTERY OF CIRCULATING PUMPS supplies domestic wa- 
ter (hot and cold) for the building. Two pumps supply 
the low-rise, up to the 20th floor, and the other two sup- 
ply the high-rise, 21st to 40th floor. A 3,000 gallon 


pneumatic pressure storage tank is located on the 40th 
floor where water is down-fed to the 20th floor. A 3,600 
gallon tank located in the boiler room serves the do- 
mestic water requirements of the 


Oow-rise portion 


the kitchen in 
every unit and the supplemen- 
tary For a total of 
442 studios and suites, there are 
475 


ing from one in each studio to as 


extra luxury of ing an additional note of luxury. cooling water. Incl a hot 


Kitchens in all suites are com- water 
plete, with full-size ranges, re- to hot pumps 

sinks. In in the boiler room. The two steel 
kitchenettes 
separated from the living-sleep- 


return system connected 
bathrooms water circul: 
the 


frigerators and 


individual bathrooms, rang- studio rooms, are firebox boilers both are equipped 


with oil burne: 
many as three and a half in the 
38th-floor Suite at 


the west end and in the Gover- 


ing area by a bar counter with 
the 


a combination 


Presidential refrigerator underneath gas operation be 


mid-October 
the building is This 


and 


nor’s Suite at the east end of the # Mechanically, is al 
same floor a typical big job, boasting the 


Heat- 


ing is accomplished by two big 


according to 
Anthony Vollmar 
tage of the 


4 cer 


most modern equipment 
« Most of the bathrooms feature 


countertop lavatories, and many about 


gas 


steam boilers and is a complete 


DomMEsTI 


are partitioned by sliding doors 


to separate the room’s uses, giv- 


ENGINEERIN 


two-pipe up-feed hydronic sys- 


tem that also accommodates the 


compared wi 
Pl 





Job of the Month..... (continued) 





Bathrooms in Color | 


The Executive 
466 individual bathre 


feature attractive me 
pastel colors 


House 


soms in the new 
Each of the a telah 
jouse 
Executive F * 
res in beautiful 
7 yn’s leading line of quality 
s most modern hotel 


Plumbing F 


Gerber the nati 
for the nation 


plumbing fixtures 


Munufuctured By Gry Plumbing Fixtures Corp 
73? N ark St., Cricage |. ' 


4. Woodbridge N / 


Moome neinh 
Ala. Weat Det 


Fectorie n 
mel jad. Gadaden 


ECONOMY wy 
bing and Heating CRacterd T 9200 


Dele? 


Installed By 
Plum 


50, WMinols 
Gp Pulaski, Chicago, | 


8 


(Continued from page 135) 


of about 8 cents per therm. The 
year-around savings should 
amount to about 25 percent, 
Vollman estimates. 

The boilers are not intercon- 
nected, although they could be 
later if it were considered ad- 
visable by valving on the steam 
side and the addition of a return 
water storage tank. However, 
Vollman feels he has greater 
flexibility by keeping the boilers 
separate and eliminating the 
need for valve turning that 
would be incurred in trying to 


PLUMBING CONTRACTOR tells Chicagoans that he 
made the fixture installation. The ad was part of 
a 12-page newspaper section on Executive House, 
which appeared in one of the big Chicago dailies. 


BUILDING ENGINEER Anthony Vollman prepares for 
changeover from heating to cooling by closing the 
valve to the converter, permitting water to go to 
the chillers where it is cooled to about 45F. 
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KITCHENS IN THE SUITES are larger than the studio room 
They include stand-up 
cabinets in 


installations shown on page 132. 


refrigerators and custom hardwood 


cut one or the other out when he 
doesn’t want to keep both fired. 

The same water and piping and 
convectors are used for the air 
conditioning, which amounts to 
300 tons off two 150-ton chillers 
on the first floor, just off the 
boiler room. These are designed 
for 200 psi water working pres- 
sure and cool the water to 45F 
Maximum water pressure drop 
through the chillers is 8 pounds 
with 750 gpm of water. The con- 
densers operate at 105F condens- 
ing temperature, with 225 gpm of 


water entering at 75 degrees. 


= The 


throughout to raise temperature 


specs require capacities 
inside to 70 degrees when out- 
side temperature 1s 10 degrees 
tem- 


below zero, and to lower 


perature inside to 70 when out- 


side temperature is 92 degrees 


This, of course, is for the entire 


1959 


each 


There 


problems that affect this design 


inside space. are spot 
temperature, such as the lobby, 
where the doors are continually 


admitting heat or cold. 


cocktail 


lounge, including the kitchen on 


» The restaurant and 
the same floor, are other such 
These 
heated by two separate 20-ton 
for the 
offices 


25-ton 


spots are cooled and 
package 
lobby 
which 


packaged unit. 


units, except 


and executive 
are cooled by a 

For the lobby, where supple- 
mental heating became necessary 
the heat loss 
mentioned earlier, the contractor 


because of high 
ran a separate line directly from 
one of the two converters in the 
This is 


low-pressure 


boiler room heated by 
steam, at 6.5 
pounds. 


Domestic hot water is provided 


PLUMBING CONTRACT included bars like the one shown 
here, which were installed in most suites 
includes a stainless steel 


Bar plumbing 


sink and a gooseneck faucet 


by four instantaneous heaters 
which supply both low and high- 
The low-rise heat- 
heat 2,300 gallons 
hour from 40 to 140 degrees, 
125 gpm of 
ing at 190 degrees. The 
heater 


rise systems 


ers will per 
with 
boiler water enter- 
two high 
2.700 gallor 


rise heat 


per hour 
s Incoming from the 


water treet 


main is delivered to a 3,600 gal 
lon pneumatic pressure tank 


the low rise to provide al 
cushion, to prevent the two 
rise water circulati 
hot and cold 


in and 


pump 
water 

out cont 

ever a tap 

method is u 

> O00 


10th ff 


with another 
located 


An 


first 


intere 
floor 
Ple 








A GERBER BATHROOM using typical fixtures to create a room 
of unusual luxury and good taste. Moderate prices give more 
value to a builder’s budget. 


"The selection of Gerber Plumbing Fixtures for 
Chicago’s luxurious Executive House was made 
after careful analysis of the job requirements. The 
architects and owners felt that the fixtures should 
give a home-like feeling and still be in keeping with 
the modern styling of the beautiful structure. Gerber 
fixtures met these requirements so economically that 
they were selected for each of the 466 private bath- 
rooms and the public washrooms. 


#Gerber specializes in fixtures for the MIGHTY 
MIDDLE ... the vast plumbing fixture market. The 
functional advantages, elegant beauty, and moderate 
price of the Gerber colored fixtures made them the 
logical choice. The builders were able to benefit from 
the sales advantages of the quality Gerber features— 
yet were able to effect many savings which were used 
to add additional luxury touches. A real example of 
MIGHTY MIDDLE planning! This required true 
cooperation between architect, builder, contractor, 
and manufacturer. Simple jobs “go by the book” — 
this job needed the special help that Gerber offers 
anywhere in the country, for any type of job. 


GERBER BATHROOMS for Executive House are discussed by 
Edward Ross, of Economy Plumbing and Heating Co. (right), 
and David Hartman, of Gerber Plumbing Fixtures Corp. 


Advertisement 


Why did EXECUTIVE HOUSE 
architects and owners decide 
on Gerber Plumbing Fixtures? 


® Why is Gerber now being used on 
jobs like this? 


@ How does this luxury hotel fit in 
with Gerber’s MIGHTY MIDDLE 
concept? 


© What “PLUS FEATURES” sold this 
job? 


sGerber offers contractors and wholesalers new 
mobile displays to help sell their jobs. The Gerber 
mobile displays may be used to sell in the field. Each 
display from Gerber’s fleet has representative vitreous 
china, brass, and steel enamelware fixtures. It can be 
driven right to a building site, or to sales meetings 
and trade shows. 

# Mr. M. L. Lewis, Vice President in Charge of Sales 
for Gerber, explains that Gerber offers more than 
just sales aids. ‘Satisfying our customer, the plumb- 
ing wholesaler, is only part of our job,” he states. 
“Until his customers are satisfied, we will continue 
to provide that “extra” attention to detail. Our 
service to Executive House management is a perfect 
example of the satisfaction that results from manu- 
facturer cooperation right down the line. We feel this 
is fundamental in every job, whatever its size.” 
#Planners of hotels, apartments and commercial 
installations are invited to consult with Gerber for 
special bathroom planning aid on their projects. 
Inquiries may be addressed to Gerber Plumbing 
Fixtures Corp., 232 N. Clark Street, Chicago 1, IIl., 
or any of Gerber’s five factory sales offices. 


EXECUTIVE HOUSE operator Phillip Pekow discusses original 
bathroom specifications with M. L. Lewis, Gerber vice president 
(left), and Paul Werner of Domestic Engineering (Right) 
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GOLD BAND... 


FOR THE 








MAR K 


QUALITY 





New! Distinctive! The symbol of the highest quality and 

MAR kK workmanship is the GOLD BAND on the new MARK 3-Way 
Jet Pumps. This emblem denotes a superbly designed 

e pump that offers all the latest engineering advantages for 

V0 (oe et a lifetime of unsurpassed performance. Greater capacity 
—1200 gallons per hour to depths of 120 feet. Complete 

convertibility—to shallow, medium or deep well. Primes 


IC rapidly too and stays primed. These and other features of 
PUM if S the MARK 3-Way Jet combined with a complete line of 
Submergible, Multi Stage and Reciprocating Pumps offer 
you the best for your money. Act now! Climb aboard the 


fastest moving Pump line with the greatest merchandis- 
ing programs. See the other side for our big offer! 


Specify the brand with built-in quality 
CLAYTON MARK & COMPANY 


1900 Dempster Street - Evanston, Illinois 


Since 1888— quality products for home and farm 








COVERALLS OR 
MATCHED SHIRT AND TROUSERS 


Finest quality, heavy 
herringbone twill cov 


eralls with zipper front 
CLAYTON MARK = 


JET PUMP 


Here’s a big opportunity for every pump dealer to 
win for himself a sharp-looking, heavy-twill pair of 
coveralls or a matched set of shirt and trousers FREE 
in Clayton Mark’s new “Year-Round” offer. All that 
is required is that each dealer simply fill in the “‘Facts 
Form” attached to each MARK Jet Pump, when he 
makes an installation, and mail this form into the 
factory within 10 days. When the dealer has accu- 
mulated eight of the coupons (attached to the Facts 
Form), he is entitled to his choice of garments... and 
as a plus. incentive, every shirt or coveralls will be 
personalized with the dealer’s name and city embroi- 
dered on the back. Check with your MARK Distrib- 
utor today and see how you can be the best dressed 
pump man in your territory. 


Specify the brand with built-in quality 


Maco 1 hie CLAYTON MARK & COMPANY 
tailored and embroi ' ee. 


deredwithvourname 1900 Dempster Street +- Evanston, Illinois 


Since 1888— quality products for home and farm 





vine 
Introducing 


the 
new 


Here’s the big “‘something new” you want! It’s the 
American-Standard CONTOUR bathtub with the 
first really new shape in 25 years .. . the bathtub 
that is loaded with selling features. 
UNIQUE SHAPE gives greater beauty, more relaxed 
bathing, more room for showering. 


TWO WIDE LEDGES can be used as comfortable 


seat or handy shelf for toiletries. 
EASY TO CLEAN-—shape brings back of tub closer. 


Standard * e trademarks 


ONTOUR BATHTUB 


... designed for greater beauty, more comfort, easier cleaning 


ideal for replacement 


CONVENTIONAL ROUGHING 
Five-foot size during introductory period 

MEETS all federal specifications 

STRAIGHT FRONT and ends for fast, easy tiling-in 
See it... order it... 
Call your American-Standard distributor now for 
details on the new contour tub. Or write AMERICAN 
STANDARD, PLUMBING AND HEATING DIVISION, 
40 W. 40th Street, New York 18, N. Y. 


display it and you'll sell it! 


an Ra ator & Standard Sanit 


American-Standard 


PLUMBING AND HEATING DIVISION 
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new features simplify installation of 


BASEBOARD RADIATION 
(and brighten your profit picture, too) 


MEMBER 


Nesbitt has added new design features to its 
attractive and functional Baseboard Radiation that 
makes installation faster and easier . . . cuts your 


labor costs and adds to your profits. 


NEW Support Brackets . . . 

snap securely into place on the back panel. No 
screws, no holes, .no time-consuming labor. 
No chance for error in placement. Front panel 


locks positively in place. 


NEW Cradle for the element... 
clips firmly on fins, assures noiseless expansion 
and contraction. To support bare tubing, 
simply turn the cradle 90° and it locks securely 
in place in the support bracket. Simple, quick, 


sure. 


Lever Operated Damper . 
opens or closes at the touch of a finger. Spring 


hinge maintains desired damper setting. 


The smart, clean lines of Nesbitt Baseboard remain unchanged. With 


these new features, you have even more to offer . . . and more to gain 





. with Nesbitt—today’s best buy in baseboard radiation. 


For more information send for Publication 200-1. 


|= 9-4-3 a -=fey-y ae) Made by John J. Nesbitt, inc., Philadelphia 26, Pa. 
e-Vely- wale). 
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Job of the Month. .... (continued) 


CONVECTOR 


BALCONY 


BEDROOM BALCONY 


DRESSING 
AREA 
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CLOSET eumn<dhiieses 
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LIVING ROOM AREA 
BEDROOM 


BALCONY 


CONVECTOR 
= DRESSING 
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CONVECTOR 


‘CLOSET CLOSET | 
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PRESIDENTIAL SUITE AT THE EXECUTIVE HOUSE EXPRESSES REAL LUXURY—3 BATHROOMS, A KITCHEN AND A BAR 


House is built 
us to move materials in and out 


flood ol 


137) Ross, who still runs it with his which permitted 


Ed 


volume, 


(Continued from page 


chiller rooms, is the color coding two and Howard, it’s 


sons, 


contracts without fighting the 


$12.000.000 


of all piping, making it easy to big in with 


Blue denotes all cold street-level traffic 


those 


trace lines. running well over 


:, 
water piping, orange is for heat- It’s big in personnel, 3ut challenges are all 


And it’s 


work, 


per year. 


in the day’s work big-job con- 


We appreciate 


a b iilding 


ing and cooling water return, with 600 on the payroll 


the 
handling only jobs in the com- 
field ex- 
jobs see the plumbing going in 


such liv ing 


green for supply, yellow for do-_ big in tracting the op- 
hot 
boilers and steam lines, and red 


Waste 


scope of its 


mestic water, silver for portunity to work on 


of that cla when we 


industrial 


occasional 


mercial and 


for the sprinkler system. cept for small that 


lines are black. done as a convenience to clients 
In the guest rooms, heating and 

» Ed Ross comment “The Ex- s#So the 
ecutive House was interesting to 


When 


stories Cc 


cooling is accomplished by the 


same floor-type cabinet convec- in design, 
its height creditable 
building 40 


high, it isn’t going to be 


tors. While they are supplied us because of 


with cutoff valves, they’re hid- you get a ago’'s 


den by the covers and guests use easy to 


attribute 


DoMESTI(¢ 


the variable speed blowers for 


contrel 


elt takes a big mechanical con- 
tractor to handle a job the size 
of the Executive House. Econo- 
Plumbing Heating fits 
the description in every respect 
1918 by Charles 


my and 


Founded in 
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handle under any circumstanc¢ 
and here we had a building in 
Chicago’s closely knit business 


area, hemmed in by existing 


real elb mW 


W © 


saved by another unusual factor 


buildings, with no 


room for working 


were 


the subterranean level of Wacker 


Drive—on which Executive 


erable, 
tor can 


archites 








General Contractor: Myers Bros. Construction Co., Los Angeles, Calif. Architect: Witterberg, Delony and Davidson, Little Rock, Ark. Mechanical Contractor: Texas 








From Coast to Coast 


...More Capehart Housing Projects are 
and Drainage Tube 


LIGHTER WEIGHT— Makes for easier han- MORE COMPACT — No wrench 
dling, faster installation. A 20-ft. length / space needed, no beefing up of 
of 3” DWV weighs just 34 lbs. One hun- | walls. The completely “hid- 
dred feet of %” Type L copper water tube den” plumbing installation is 
coil weighs only 45 lbs. simplest in Bridgeport copper 
q water tube or DWV. 

EASIER FABRICATION — Bridgeport DWV 3 , ; 

can be installed with just a few light tools. = LONGER LENGTHS Extra fit- 
Many subassemblies can be shop- ¢ inry tings and joints are elimi- 
assembled and brought to the job for fast nated. Joints have no shoul- 
tying in. Flexible water tube turns corners ders to cause clogging. Copper 
without fittings. } j water tube and DWV save 

time and money. 
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Plumbing Co., Inc., Houston, Tex. CWT and DWV Supplier: Amstan Supply Division, Houston, Tex. Plumbers Brass Goods Supplier: Crane Co., Houston, Tex. 





mew 
Arkansas with 1535 homes, uses 270,000 1 of T and DWV. 


Switching to Bridgeport Copper Water 
DWV) because 


FASTER INSTALLATION- Solder These advantages « 
joints can be made in DWV in port Copper plun 
a fraction of the time that it —— Long, trouble- 
takes to make a caulked or 

threaded joint. Nothing re- 5 . 7, eee 
quired but the solder and \ . ‘ . full line of Bridgep: 
torch. Joints are permanently \ age and refrigerat 
leakproof. Copper water tube ‘ way. Write for 
is just as simply joined! 


This Capehart Air Force Base Housing Project in 


easier handling 


fa fill ag bh) ‘ Dent. 600 


BRIDGE Puen BRASS COM PANY 


sridgeport 2, Connecticut * Sales Offices in Principal Citi¢ 


} 


Specialists in Metal rom Alumi? um to Zi 


r oN 





rcontiaiam 


Bridgeport 
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HONEYWELL IS PUSHING 


Powerful new national campaign sesiisiitien 


co - i 
se zone heating to help you sell finer 
quality installations at a higher profit per sale! 








HERE'S WHY 2-ZONE HEATING WILL SELL! 


Over 20°% of all new homes hav 


The new 2-zone 1G-a n 


to install, and cuts operating costs as well! 


Large picture windows mean 
greater heat gain oO! loss. One 
thermostat can't control this 
room and the rest ol the house 
too. 





Spread-out floor plans with 
different exposures cause tem- 
perature difference that one 
thermostat can't solve. 


Finished basements OI family 
rooms are more fun when tem- 
peratures are tailored to occu- 
pancy and activity require- 
ments. 


oie before such an opportunity to 

rade your sales, incr 

' ; ease your profits 
and sidestep profit-cutting competition! 


There's 
more . ‘ 
pores : " to this selling idea than your immedi 
=xtra profit! Of equal j che mediate 
gain _ )f equal importance is the good will you'll 
es . el rae © 

1 you recommend and sell a thoroughly . 

gnty eimn- 


cient, guali Al SYS k yi } S, 10 will 
7 T\ he ling tem, you make lé id wl | 


recommend you. (Especially when 2 
\ 2-zone heating cuts 


I erating cost as e ‘ rec > 
Op Sa W Il.) You may want to -OmMmmen | 
enc 


e design features W hich create heatin 


ot only solves problem 


g problems. 


area heating, but costs little more 


Rooms over garages often 
need more heating than normal 
living areas. 











Split level homes are a puzzle 
for one thermost*t to control 
because of connection between 


levels. 





Living-sleeping areas may re- 
quire different temperatures 


I re tl an nes ¢ ( ssil y S « I ( a « ( 
” « ZO ) I 8) l l ~ I all il 
Be c , one f ) 


Everything’s i : : 

ee — favor for plus profits! We’re pro- 
enn tN through a gigantic national con- 
sancti a AB: program. It’s your move! 
oa oe i = to attract and sell your builders 
en 8 coe 1 . dramatic sales feature. Here's 
ape ge e-step the competitive price squeeze 

\ g highly profitable quality installations. Tie-in 


you ll never have a be 
have a better opportunity for plus profits! 
k Ss 
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CLONE HEATING 


boiler supplies 
own thermo- 


yne 
The diagram shows how ¢ 


e system, each with its 


a 2-zon 
ystem, 


stat and distribution $s 
ighout the home. 


prov ides even 


heating thro 


Write today! You get this complete merchandising kit when you tie in! 


e Window streamers e counter cards e hang 
tags e ad mats e banners e radio and TV 
scripts e complete merchandising kit for your 
builders 


Call your wholesaler, local Honeywell 


office or write 


Honeywell 
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MAIL THIS COUPON NOW! 


MINNEAPOLIS-HONEYWELI 


Department DE-6- 
Minneapolis 8, Minnesota 


> 


I'm sold on your 2-zone heating promoti 


free kits to help me promote the 





SECOND STEP calls for the wholesaler salesman to show 
the contractor the profit-making aspects of the plan. 


Reed of La Grange, Ill. (right), 


a sales-conscious contrac- 
tor, agrees to buy some kits for use by his journeymen 


Bob 


Journeyman selling plan launched... 


(Continued from page 111) 
tains a pouch for sales literature, 
price lists or other sales aids. 

An instruction sheet accom- 
panying the kit advises contrac- 
tors to: 


“Send 


your journeyman on every serv- 


one of these kits with 


ice call. Have him set it up and 


work, 


where the housewife can look it 


20 about his leaving it 


FINAL STEP is for the journeyman 
to use the kit during a service 
call. Literature in the kit makes 
the selling job more effective. 


118 


When it’s 
have the journeyman inquire if 


over. time to leave, 
the housewife would like to have 
such a toilet seat in her home. 

“Have the journeyman pitch it 
and close fast. If he can’t close, 
have him give the customer some 
literature and leave,” the in- 
struction sheet adds. 

The instruction sheet also rec- 
that 


compensated with a dollar for 


ommends journeymen be 
every seat they sell. “Personal- 
ly, we have found this acceptable 
with 
tors,’ Olsonite explains, “al- 


in our contacts contrac- 
though some have suggested a 
percentage arrangement.” 

s Either some 


the 


for his selling efforts is recom- 


way, method of 


compensating journeyman 
mended. The program, Olsonite 


points out, “should cost no one 
a penny. Service calls are billed 
on the basis of time, usually with 
a minimum. Frequently, actual 
job time does not reach the mini- 
mum. So the time your journey- 
man spends in trying to sell the 
customer a toilet seat is, for the 


most part, already paid for.” 


NEXT STEP is for the contractor to instruct his journeymen 
in ways to make the demonstrator kit pay off. Kits pro- 
vide journeymen, like Edward Smajek 
thing to talk about’ during a service call sales pitch 


left), with “some- 


At the end of the instruction 
sheet is a list of sales pointers to 
help the journeyman close more 
sales and to upgrade the quality 
of the sales that he makes 

“Naturally, not every house- 
holder will want the most expen- 
the 
out, “but the kit also contains lit- 


sive seat,” company points 
erature on a less costly seat. Be 
prepared to sell either, but sell 


up; you can always come down.” 


s Several hundred Olscnite home 
demonstration kits are already in 
field the 
Midwest, where West and Lasley 


use, particularly in 
of Chicago, manufacturers repre- 
sentative for Olsonite, has done 
a “bang-up job” of promoting 
the kit to wholesalers 
through them, to plumbing and 
heating contractors. 

Every West and Lasley whole- 
saler who sells an Olsonite home 
demonstrator kit to a contractor 
receives a silver dollar bonus. 
The program is spearheaded by 
a personal visit to the whole- 
saler by one of West and Las- 
ley’s salesmen and then further 


and, 


(Please turn to page 250) 
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The modern fittings for flexible 
plastic pipe that are built 

to outlast the life of the piping 
system in which they serve. 


Priced with the lowest, Poly-Plus Blue 
Insert Fittings perform with the best. 
They’re durable, corrosion resistant, light- 
weight and easy to assemble. 

Why pay for the more expensive steel or 


brass fittings? Poly-Plus Blue Insert 
Fittings are unmatched for serviceability. 


THE PIPE!" 


M4 e 


~ 


y 
, an 


Z 


fy 


PLASTICS DIVISION 


The Union Malleable 


Manufacturing Company 
Ashland, Ohio ¢ Vernon, Calif. 









ALL BRONZE IMPELLER, VENTURI AND NOZZLE 


IF IT’S GOOD...DURO’S GOT IT! 











Vet-Ace 


SHALLOW WELL WATER SYSTEMS 





WHOLESALERS: Write, wire, or telephone for details about the 
new Jet-Ace and the complete Duro line. Territories now open. 


DEALERS: Take advantage of the industry's hottest item. Write 
for details and name of nearest distributor. 














YOUR CHOICE 
HORIZONTAL OR 
VERTICAL... 
Take your choice. Duro 
gives you both horizontal 
and vertical tank ar 


rangements at the same 
low, low price. 




































































Best-selling replacement unit ... now winning acclaim in NEW CONSTRUCTION 


MARKET for its high efficiency, fast steaming, low installation and maintenance 


costs... SALES RESPONSE PROVES IT! 








LOOK AT THESE UNIQUE PRODUCT ADVANTAGES! 


LOWER WATERLINE 

Over-all height of the Spencer 
“LW” is 25‘; less than conven- 
tional firebox boilers elimi- 
nates pit usually required in new 
buildings for conventional com- 
mercial boilers . eliminates 
high excavation costs 


BUILT IN TWO SECTIONS 
Divided design allows entry in j 
existing buildings through nar- k ya) 


row basement openings. Two } 142 
watertight sections are moved in ae = a @ 
separately ... no welding for : 


installation 





lus Spencer ‘“‘LW”’ features a full 5” waterleg for fast-steaming, heat-saving, 
efficient operation. The ‘‘LW”’ is available in a complete range of sizes: from 
2,200 to 42,500 sq. ft. steam SBI ratings. 


BUILD UP YOUR BOILER BUSINESS WITH SPENCER 


SPENCER “A” NEW SPENCER ‘'C"’ 
Complete range of Oil-fired package unit rs ~ 
a from 3,500 to complete with burn- ] S$ pe E N C fe K 
50,000 square feet er, controls and 
steam SBI ratings refractory base a HEATER 
' * LYCOMING DIVISION w 
costs gives out- An 


‘ * 
.) 
Sp sv* 
ry tuel standing perform- ont Avco diac 
ance 


ideal installation Reduces installation 


ry building 
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H-8320 Ground Key Stop and Drain 
The Mueller H-8320 is a skillful 


combination of water works red brass 
and precision Mueller ground key typ 
construction. A built-in drain in the key 
and body automatically drains line when 
stop is closed, preventing freezing 
making this stop ideal for use as a 

water service shut-off just inside the 

or as a basement shut-off on lawn 
sprinkler and faucet lines. Heavy stop 
resists piping stresses, assuring 

long dependable service life 
Patent cap protects precision ground ke 
surfaces from damage and provides 

a strong integral check. Cap design also 
prevents wear on square socket on ke 
Furnished with loose lever handle 

or tee handle. 


H-8311 Stop 
with Tee Handle 
Inside |.P. to Inside I.P. 
Sizes: Ya", Ye", %" and | 
(Model H-8310 with 


21zZes: 


H-8330 Stop 
with Lever Handle 
Inside |.P. to Inside I.P. 
Sizes: 14" and 1'2 
(Model H- 8331 with Tee 


Lever Handle also 
available) 





Handle also available.) 


The re’s a Vue lk r Ground Key top 


designed specifically for your next installation, 


Write today for comple te information 


on these and other quality 
Vueller plumbing produc ts. 
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” 1 ” 
> . 


H-8341 Stop and Drain 
with Tee Handle 
Inside I.P. to Inside |.P. 
Sizes: 1%" and 1 
(Model H-8340 with Lever 
Handle also available.) 





MUELLER Co. 
DECATUR. ILL. 


Factories at Decatur Chattanooga Los Angeles 


in Canada Mueller Limited Sarnia Ontario 





Coutractors “ Vote" DEPENDABILITY FIRST 


FACTS about submersibles as reported by leading trade journals, 
based on a Manufacturers’ Research Institute survey, prove that 
contractors want DEPENDABILITY above all else in submersibles. 





‘ 
HAS IT! 


Franklin achieved industry leadership through DEPENDABILITY of submersible 
motors and accessories available with today’s finest submersible pumps. 


RESILIENT 
MOUNTING HLT . PLUG-IN 
Isolates Noise > CONNECTOR 
t , With Exclusive 
GRAPPLING ' ’ 14 Water Stop 





GROOVES 


SAFETY 
STOP-RING ) WATER TIGHT CONNECTOR 


NOISE 1 0 RING SEAL 
ABSORBER a t ; pam OUTER STAINLESS STEEL CASE 
VIBRATION . 0} ; Abo nase 
DAMPER —- Ba - f—— CORRUGATED LINER SECTION 
1” PIPE . we - Le ROTOR LANINATIONS 


CONNECTIONS 
Depeudabdllity 


Nationally recognized for 
dependability, Franklin builds 
better to assure dependable 
performance. 

F— STAINLESS STEEL INNER LINER 

L— STATOR LAMINATIONS 








Franklin Electric's newest 
populor size submersible 
motor. 3, V2 & % H.P 


TERMINATION BORE ee CONTROL BOX 


(CABLE) KIT aa | a P—— BEARING SHOES Easy access for wiring. 
a fo LEVELING PLATE 200% -start torque. Hu 
This Franklin-built kit y B ~ bammm SLEEVE BEARING 5 midity-proof relay. 


assures permanent ter j - | "0" RING SEAL Push-on terminals. Dual 





ial eunadiinds im ' rartens teen tee heater overload. 
DIAPHRAGM 
DIAPHRAGM SEALING CAP 


cure against water 
entry. Easy to make up 
on the job. 


LIGHTNING ARRESTOR 


Optional as built-in part of 
control box. Protects against 


Ee ,9 most common electrical 
Coast-to-Coast - ream 
SUBMERSIBLE MOTOR REPAIR 

CATALOG AND MANUAL 


Only Franklin offers the double assurance of 


dependability through a nationwide network 
of full line motor repair service stations . .. 
factory-trained, tooled and authorized to field- 


Write for FACTS about 
SUBMERSIBLES and 
INSTALLATION 


service SUBMERSIBLE MOTORS. MANUAL 


FRANKLIN Franklin Electric Co., Inc. \ x 


SUBMERSIBLE MOTORS HOME OF DEPENDABLE ELECTRIC MOTORS 


345 E. Spring Street, Bluffton, Indiana 
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Between Ourselves 


(Continued from page 12) 
dishes. That’s why much of the 
coming promotions for automatic 
dishwashers will be aimed at the 
head of the house. 

Contractors 
new 


this 
the 
showroom by his red rough hands 


can recognize 


customer as he enters 
and the way he answers to the call, 
“Dear, will you come over here a 
minute?” 


Mother Was a Plumber 


In his religious column, “3 Min- 
utes a Day,” Rev. Keller 


finds inspiration in the activities of 


James 


a woman plumber who helped in- 
stall a swimming pool for her five 
children in the back yard of thei: 
New Jersey home. 


=» Mom learned about plumbing 
while helping run the family busi- 
Keller 


proud of her 


ness says the woman is 


mechanical achieve- 
ments, and he adds that “God in- 
that 


greatest 


tended woman should make 


and 
Whether that 


only 


her contribution in 
through her home.” 
includes 


swimming pools, 


heaven knows 
a “No one,” says Rev. Keller, “can 
replace the wife and mother in the 
family What 


plishes there affects the well-being 


circle. she accom- 


of everybody”-—especially, we 
might add, when she’s working on 
the plumbing. 


It's a Sharp Business 


There’s a cut-up in the promo- 
tion department of the Industrial 
Plastic Fittings Division of R & K 
Plastics Co. (Towson, Md.) 

He’s come up with a clever mail- 
er for wholesalers that provides a 
(114 


long) and some advice 


tiny pair of scissors inches 


a “Cut out buying fittings showing 
no brand name,” says the message, 
which goes on to spell out several 
other non-quality habits in the 
plumbing industry that wholesalers 
also should “cut out.” 

work 


coupon 


The scissors, which actually 
can be used to cut out a 
contained in the mailing—request- 
Shear in- 

END 


ing sample IPF fittings 


' 


spiration, we call it 
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DEPENDABLE 


Atlanta, Georgia: Cleveland Electric Co. 

Baltimore, Maryland: Electric Motor Repair Co. 

Billings, Montana: Lockrem Electric Co. 

Boise, idaho: Missman Electric 

Burlington, North Carolina: Smith Electric Repair Co 

Cambridge, Massachusetts: Cambridge Elec. Motor Se 

Cedar Rapids, lowa: Electric Motors Co. 

Charlotte, North Carolina: Southern Electric Serv 

Cheswold, Delaware: Roy’s Electric Co. 

Chicago, Illinois: Complete Elec. Motor Repair Co. 

Clearwater, Florida: Garco Electric Co. 

Columbus, Mississippi: Oliver Electric Works 

Dallas, Texas: Dietz Electric Co. 

Detroit, Michigan: Henry F. Hurley Elec. Co. 

Dothan, Alabama: H. O. Robbins E!. Motor Ser 

Edmonton, Alberta, Canada: Wirtanen Electric Co. 

Great Falls, Montana: Mosch Electric 

Hamilton, Ohio: Foley Radio & TV Elec. C« 

Harrisburgh, Pennsylvania: Edwin L. Heim Co 

Hawthorne, New Jersey: Industria! Electric Ser. Co 

Holland, Michigan: Hamilton Mfg. & Sup. Co 

Houston, Texas: Bankston Serv. & Elec. Co 

Huntington, West Virginia: Lowter Electric Motor C 

Hutchinson, Minnesota: C. H. Stocking Electrica! & 
Machinery Sales & Ser 

Idaho Falls, Idaho: Rossiter Elec 

] 


Indi 


Sales and Ser. 
, Indi : Frakes Electric Co. 


Joplin, Missouri: Electric Motor Supply Co. 





Knoxville, Tennessee: Tennessee Elec. Motor Serv. 

Lincoln, Nebraska: Colin Electric Motor Service 

Litchfield, Minnesota: Litchfield Elec. & Mo. Wks 

London, Ontario, Canada: Joliffe-Seaton Electric Co. 

Los Angeles, California: Hil! Electric Co., Inc. 

Louisville, Kentucky: Wesley Electric Co 

Lubbock, Texas: Brandon & Clark Elec. Co 

Madison, Wisconsin: Electric Motors Unlimited 

Marion, South Carolina: Thomas Electric Co 

Marshalitown, lowa: Egleston Electric Co. 

Miami, Florida: Florida Electric Motor Co. 

Milwaukee, Wisconsin: Holt Electric Co 

Minneapolis, Minnesota: Boustead Elec. & Mfg. Co 

Montreal, Quebec, Canada: Motor Repair, Ltd 

Mt. Pleasant, Texas: Hughlon Borrett Electric 

Nampa, Idaho: Hopper Electric Service 

Nashville, Tennessee: Tennessee Electric Motor Co 
Castle, Indiana: Porter's Electric Service 

Castle, Pennsylvania: A 


Servedio Elec. Service 
Orleans, Lovisiona: New Orleans Armature Works 
York, New York: Electric Motor Ser. & Parts 

North Quincy, Massachusetts: Hancock Elec. Mo 

Oakland, California: California Elec. Mo. Co., Ir 

Oklahoma City, Oklahoma: Horry L. Retter Motor § 

Omaha, Nebraska: Flohr Electr 

Parkers Prairie, Minnesota: Fortwenglier Electr 


e 
vervice 


Philadelphia, Pennsylvania: Mueller Electric Co 
Phoenix, Arizona: Daley Electric 

Pittsburgh, Pennsylvania: Braunlich & Roessie Co 
Portland, Oregon: Walker Electric Works 

Reading Pennsylvania: Electric Motor Specialty Co. 
Richmond, Indiana: Remsco, Inc. 

Richmond, Virginia: Roy's Electric Motor Service 
Rochester, New York: W am G. Faltz Elec. M 
Mach. & Eng. Co 
Electric ¢ 


The Emery Electr 


St. Louis, Missouri: Missour 
Seattle, Washington 
Shreveport, Lovisiana 
Springfield, Illinois: Electric Motor 


Industria 
Shor 

Springfield, Massachusetts: Associated Electric C« 

Toledo, Ohio: Whitney Electric Co 

Toronto, Ontario, Canada: Automatic Pumping Equipment 
Troy, Alabama: L. Q. Johnston Repair 
Washington, D.C.: Centra! Armature Co 
Waterbury, Connecticut: Traver Electric Motor ( 
Watertown, New York: Pearson & Timmermor 
Wheeling, West Virginia: Worwood Armat. Rey 
White River Junction, Vermont: T & | Electr 
Williamsport, Pennsylvania: G Elect 
Winnipeg, Manitoba, Canada: Allen Electr 
Woburn, Massachusetts: United Electric Motors 


Shop 


nowt 


Franklin 


AUTHORIZED SERVICE 
STATIONS OFFER 
SUBMERSIBLE 
MOTOR REPAIR SERVICE 


W 


... look for this sign 
identifying dependable 
electric motor service 


AUTHORIZED SERVICE STATION 


WE SERVICE 


FRANKLIN 
SUBMERSIBLE MOTORS 


Precascielia Meter 
FULL LINE SERVICE 


Submersible pump customers de- 
mand fine products backed by 
good service facilities. Factory- 
Authorized service quickly en- 
ables the return of repaired 
Only Franklin 
offers nationwide full line motor 
repair service including SUBMER- 
SIBLE PUMP MOTORS. 


products to use. 


If there is no authorized service 
station in your town, @ postcard 
will get you the complete list of 
over 550, including the name 
and address of one nearest you. 


Co., Inc. 


Home of Dependable Electric Motors 


BLUFFTON, INDIANA 





Now-—a new appearance concept for 


low-budget commercial installations 


with Johns-Manville FIBROCEL Insulation! 


Now you can bring the traditionally fine 
appearance and performance excellence of your 
power plant work to general commercial and 
industrial installations... with Johns-Manville 
Fibrocel® Insulation! 

Why these power plant advantages? Simply 
because Fibrocel is molded! The only com- 
mercial insulation made (by a precision metal 
mold) to near-perfect roundness, with un- 
matched uniformity of size and line. 

This means an immediate end to costly 
finishing, heavy jacketing, needless pointing 
up of cracks and apertures. Instead, Fibrocel 
gives you a tighter, better looking installation 
just as it is applied. Pipelines are gun-barrel 


JOHNS -MANVILLE 


straight, firm end to end. The look of a 
power plant! 

Fibrocel’s dimensional uniformity again 
pays off in fuel savings—pipe is always ‘“‘dead 
center,” with lengths butted tight to provide 
maximum insulating effectiveness. 

Let us send you the informative new bro- 
chure, IN-155A. It gives you full details on 
Fibrocel’s thermal performance. I]lustrations 
show why Fibrocel installs easier . . . takes 
abuse, too. Keeps its fine appearance and 
performance excellence for the life of the 
installation. Write for it today! 

Address Johns-Manville, Box 14, New York 
16, N.Y. In Canada: Port Credit, Ontario. 


3%| Jouns-ManviLie 


PRODUCTS 


SCHOOLS 
COLLEGES 
... Specify Fibrocel 
for the ‘‘POWER 
PLANT” look in 
installations like 
these (35F to 300F) 


HOTELS 
APARTMENTS 


STORES 
WAREHOUSES 
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PLANTS 


OFFICE BUILDINGS 


1959 





HOSPITALS 
INSTITUTIONS 
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NAPC — 


MCAA 


MERGER: 
A DEAD ISSUE? 


No outright rejection —but a resolution passed 


at the mechanical contractors convention leaves 
little doubt that it's a closed book for now 


Is THE PROPOSED MERGER be- 
the Mechanical Contrac- 
Assn. of America and the 
National Assn. of Plumbing Con- 
tractors a dead issue? 

If not, events at MCAA’s 70th 


annual convention in Washing- 


tween 


tors 


ton, D. C. last month indicate at 
least a state of suspended ani- 


mation. (The proposal is also up 
for discussion this month at the 
NAPC convention in 
Beach, June 1-4.) 
The anticipated fireworks over 
the merger proposal did not ma- 
terialize at the MCAA meeting; 
instead, the members quietly ap- 
proved a resolution stating that 


Miami 


In big-job air conditioning — who does what? 








' 8 sh 


THE GENERAL CONTRACTOR'S roll as coordinator 
on mechanical installations is on the wane, con- 
cluded this panel at the MCAA convention. All 
agreed that further discussion of contractor-engi- 
neer-architect relationships, and who is responsible 


a = " - . 
SHOW.) © Sim 


a nh Re 


yw 


Saal 











tH ; Oiii® 
7 


"WE MUST LICK 


industrial 


the pro blem of 


plea nts using their own 


crews on mechanical installations 
Schoemann or 
of 
The 


begin 


said labor boss Peter 
we'll have to face a further loss 
business vital to our liveiihood 
realities of industrial life are 


ning to tip the scales in our favor 


“this association expresses its 
appreciation to the members of 
its merger committee for their 
devoted services during the life 
of that 
ther 
“That the new board of direc- 


tors be urged to establish and 


committee; and _ fur- 


(Please tu:n to page 1(0) 








for what, is necessary. From left are Frank Player, 
Atlanta, Ga. contractor; A. |. McFarlan, New York 
City contractor and panel moderator; Robert Urban, 
consulting engineer of Cleveland; and Vincent 
Kling, Philadelphia architect. 
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Honor in business radiates 
truth and tai dealing; it is a 
beacon light at guidance.” (Fram 
the haak Character in Gus 
ness, by Elwaad & Rice LLD 


Lonceras which specialize are 
more likely ta produce quality 
products From the book 
Standards at Business by ti 


YOU 


CAN BECOME 


A MEMBER 
OF THE 


weed & Rice LLD 


- . I ee Ee 
DUD UL Un UL J a a ee oe ee es es es As 


ONLY 


BY INVITATION 


REPRESENTS the HIGHEST STANDARD 


In Name, Product and Policy! 


WHAT PEOPLE SAY ABOUT 
THIS ASSOCIATION 


“The emblem hanging on our wall is the most 
valuable sales help to our prodiicts.” H. J. Eshel- 
man, President, John W. Eshelman & Sons, Lan- 
caster, Pa. 


“Any effort to gain wider adoption of your 
standards is the greatest possible service to 
business.” John D. Rockefeller Jr. 


“To us, you are expressing a real religion in 
business, and anyone who follows these pre- 
cepts is sure of deserved success.” C. J. Walter, 
President, The Masters Products Co., Cleveland. 


“Character and reputation are not the out- 
come of chance, but are earned through years 
of fidelity to principle.’ J. Edgar Hoover. 


“Any business, and the industry it serves, is 
best supported by the integrity and value of 
the product, passed on to the ultimate con- 
sumer.’ George Horne, President, Watts Regu- 
lator Co., Lawrence, Mass. 
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Members of the Association Stand 
For 


HONOR A recognized reputation for fair and 


honorable business dealings 


QUALITY An honest product, of quality, truth 


fully represented 


STRENGTH. A responsible cnd substantial finan 


cial standing 


SE RV ICE A recognized reputation for conducting 
business in prompt and efficient manner 


If you conduct your business according to these 
principles, membership in this association will be 
of interest to you. You can obtain information 
by writing or phoning: 


LEADERS OF THE WORLD ASSN. 


29 H Street, North West Washington 1, D. C 











NEW HEAD OF MCAA is William Scott Jr. (second from left), Oakland, Calif., 
shown receiving gavel from Horace Wetzell, Cleveland, 
treasurer; and at far 


president. At left is Frank McBride, Paterson, N. J., 
right, Joseph Kearney, 


(Continued from page 158) 


maintain, by special committee 


Evanston, Ill., new vice president 


preservation olf 


This action by the convention 
seemingly leaves the next move, 
if any, up to the NAPC. 

One of the big problems con- 
fronting the construction indus- 
try—contracting out vs. “do-it- 
yourself” work by maintenance 
crews in industrial plants—also 


received an airing. 


eIn a major address, general 
president Peter Schoemann of 
the United Assn. declared that 
“the livelihood of our industry 
depends on a solution to the 
immediate past problem.” 

“As I see it,’ Schoemann said, 
of the group ? 1 
“the solution centers on our sell- 
ing manufacturers on the wis- 
their 


dom of contracting out 


major maintenance, alteration 


local autonomy and new construction work. 
presently enjoyed by members 


or otherwise, a liaison with simi- of MCAA” as the chief reason s“I am convinced that we can 


lar representatives of NAPC for 


the purpose of meeting at regu- The resolution 


lar intervals to confer on matters “the announced 


of common interest to the two 
associations.’ 

The resolution cited “an ap- 
parent inability to arrive at a 
mutually satisfactory solution of 


certain key problems, including 


for the stalemate. 


president-elect 
respect to establishing a heating 
and cooling division . evi- 
denced the clear intent of NAPC 
to proceed independently of any is the increased automation of 


consideration of merger.” 


prevail on these plants to use 
also said that our services rather than their 
plans of the own. I am also convinced that 
NAPC with in our efforts to prevail, the 
changing realities of industrial 
life are running in our favor.” 


That change, Schoemann said, 


(Please turn to page 262) 


What can we do about the cost squeeze? 


ant? APPROAD hd 
asd arerHtne 


WHICH DO YOU PREFER—the smart approach to over- 
head or the casual approach? Anthony Cherne of Ruben 
Anderson-Cherne Co., Minneapolis, tells his overhead- 
conscious audience that there’s only one right way to 


AaS 


168 ALL CLASSES COMBINED 


beat the “squeeze” caused by tocay’s high ccst of doing 
business—a thorough and continuing evaluation of all 
expense factors so they may be reduced whenever pos- 
sible. Cherne is chairman of MCAA‘s survey committee. 
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the quality tells...the quality sells 


>" om fi) E 





in clean, quiet, 
automatic heat 














Youll Self and grow with 


automatic gas-fired steam and hot water boilers 


Models for all home and commercial needs 


These handsome new Janitrol steam and hot water automatic 
gas-fired boilers can help you plan and install home and com- 
mercial comfort systems that will add new lustre to your 
name for quality systems. 

Their new, advanced design was motivated by the chal- 
lenging need for greater economy, efficiency and dependability 

. and the quality of engineering and construction you will 
find in them is proof they meet the challenge. 

Keep in mind, too, that Surface Combustion Corporation, 
producer of Janitrol products, has been a trusted name in 
residential and commercial heating for over four decades. From 
its vast research and manufacturing facilities you can expect 
the pace-setting design and performance that leads the industry. 


All Controls for the Janitrol 
“49” are enclosed by the 
white-enameled jacket, pro- 
viding tamper-proof protec- 
tion. Built in a range of six 
sizes from 51,000 to 178,000 
Btu. per hour. 


all-new )o~' Fon Series ‘‘50"’ Saves Space and Money 


AQUA-MATIC Combines House and Hot Water 


Heating in One Compact, Modern 
Unit! 


Now you can offer your customers constant, 
dependable heat night and day—plus abundant 
hot water service with a single unit. Eliminate 
the separate, bulky water heater—save space 
and money with one, economical hot water unit! 

The Janitrol Series ‘50” is furnished in 
11 sizes with capacities from 217,500 to 
942,000 Btu. input per hour. Boilers approved 
by AGA for use with all gases, including 
natural, mixed, and LP and LP/gas-air mix- 
tures. Domestic hot water capacities labora- 
tory rated and certified when properly ap 
plied. Four sizes of tankless heaters and three 
sizes of storage tank heaters available 


HARRY C. GURNEY, General Sales Manager 
Janitrol Division, Surface Combustion Corp. 
Columbus 16, Ohio (In Canada: Wire Moffat’s Ltd., Toronto 15) 


JUST SAY—*‘Rush me full details on Janitrol Select Dealer Program 


. with these outstanding, proven features 
for rugged service and true heating economy! 





New 3-nipple Design for Improved Circula- 
tion—Assures balanced, positive water 
circulation, improves operation and 
holds a steady water line. Sturdy, cast 
iron sections are built with a protective 
silicate “armor” coating. 





New White Jacket Beauty—Here’s a 
sparkling white finish to stimulate 
sales. A finish that enhances kitchen, 
utility or recreation rooms, blends with 
refrigerator, range or laundry equip- 
ment. Compact, clean-lined styling. 





Proven Controis— Assure positive safety. 
Shut off instantly in event of gas or 
power failure. Top performance, with 
latest design thermostat, automatic 
pilot, limit and gas pressure controls. 





New Quiet Performance—Janitrol’s cast 
iron, raised port burners permit correct 
secondary aeration for unusually quiet 
combustion. Hot flames are evenly dis- 
tributed for maximum heat concentra- 
tion. 





New Economy—Janitrol’s unique 2ig- 
zag boiler section design speeds up 
transfer of heat from hot gases to metal 
surfaces. This close-wiping contact 
with heating surfaces produces more 
heat with less fuel consumption. 





New Protective Insulation—Heat re- 
sistant glass fiber insulation is securely 
installed in Janitrol steam and hot 
water boilers. One inch thick, this 
material guards against heat loss 





'% 





new J+ ewrmon Se//eS “66” 


Featuring the largest 
sectional gas boiler 
built! 


For larger homes and 
commercial installa- 
tions. 20 sizes avail- 
able, wide range of 
capacities with AGA 
Inputs from 750,000 
to 5,500,000 Btu. per 
hour to meet larger 
demands. 


Youll fo befter by Fat aS 2... 


>" aWeeOe SELECT DEALER 


WIRE COLLECT NOW for proof 
profitable future that’s yours to enjoy! 


and a preview of the 
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The Case for Individual Water Systems . . . 


(Cont:nued from page 125) 
completely delineated in one af- 
ternoon. But the panel took a 
progressive step toward placing 
the problem into its proper per- 
spective. Here are some of the 
subjects it discussed: 

1. What are the forces oper- 
ating against the individual and 
in favor of the central supply? 

2. What are the factors favor- 
ing the How 
many of them are based on fact 
and how many on lack of knowl- 


edge or “prejudice’’? 


central system? 


#3. What the ad- 
vantages of the individual sys- 


What 


tages, if any? 


are specific 


tem? are its disadvan- 
4. How large is the potential 
that’s at the 


individual vs. central water sys- 


market stake in 
tem battle? 

5. How important is the cost 
factor? 

6. What specific course of ac- 
the 
educate all 


each segment of 
take to 
parties concerned on the merits 
of the 
short, what can we as an indus- 


tion can 


industry 
individual system? In 
try do to push the case for the 
individual water supply? 


# Here, in question and answer 


form, is what the panel said 


To determine how much is at 
stake in the competitive 
struggle individual 
and tell us 
how big the rural nonfarm 
market for water systems is. 


between 


central systems, 


Suburbia comprises a big poten- 
tial 
It’s bigger than the new farm 
The 


figure for 


market for water systems 


market. estimated annual 


new installations in 


the rural nonfarm market is 
400,200. For the farm, it’s 266.- 
800. This 


there’s a great deal of business 


obviously means 
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at stake for 
the industry in housing develop- 


every 


segment olf 
ments beyond the mains. 


Specifically, what does the 
“encroachment” of the central 
system mean to our industry? 


To the plumbing contractor it’s 
a threat more to expansion than 
to existing business in many 
cases, although there are many 
contractors who sell pumps and 
in large volume to 


builde To 


turers, it means a steadily dimin- 


accessories 
project manufac- 


ishing market if the trend to 
central systems grows. And this 
trend naturally affects the great 


bulk of wholesalers. 


So the market is big, and it’s 
important? 


Yes. 


take steps to safeguard it. 


And the industry should 


As a first step in counteract- 
ing the trend to central sys- 
tems, let’s examine the forces 
operating in favor of the cen- 
tral system. 
The main one involves not the 
adequacy of water supply or cost 
of delivery as many might ex- 
pect, but rather the potability of 
the There’s a 
feeling that the individual sys- 


water. general 


tem tends to be “unsafe” because 


there may be “insufficient safe- 


guards” against contamination 


This view is held-by some health 
who hear of an 


officials occa- 


sional well contamination and 


think all 


tems may be subject to danger 


water sys- 


individual 


Why do these health officials 
think the individual system is 
more susceptible to contamina- 
tion than the cental system? 


the 
fact that there’s a loss of control 


They’re inclined to stress 


over community health in a de- 


velopment with individual sys- 
tems, because the responsibility 
for water treatment is split up 
the 


than 


among many homeowners 
centralized in a 
that 


maintaining 


rather 


single ccmpany can be 


“pressured” into 
good health standards and held 
accountable for responsible serv- 


ice to the community 
How valid a position is this? 


The point taken is extremely im- 
that 
health standards in a community 
But it isn’t 


too valid in the final analysis. 


portant in naturally good 


must be maintained 


Both theoretically and actually, 
water treatment of the individual 
well is just as possible as that 
of the central supply. It can and 
does happen that a community 
supply becomes unsafe to drink 
As in the 
system, the most important fac- 


the case of central 
tors in the delivery of potable 
water are the design and instal- 


lation of the water system 


Please spell out the relation- 
ship between installation and 
potability of water. 


Well, it 
like 


heating product, the 


without saying that 


goes 
every other plumbing and 
water Sys- 
and in- 
the 


point is that it must be designed 


designed 


But 


tem must be 


stalled correctly main 
and installed with a strict regard 
local 


the ground, 


nature of 
table 


imity of a septic tan 


conditions 
wate! prox- 
K, et 

make 


the industry 


sure that design and installa- 


How can 


tion standards are maintained? 


This is one of the big problem 
facing the water system industry 
today. Local regulations regard- 


(Please t 





The Case for Individual Water Systems . . . 


(Continued from page 163) 
ing the design, proximity, etc., of 
water systems and accompany- 
ing septic tanks vary widely— 
so widely that this variation is 
one of the main elements of con- 
fusion in the water system pic- 
ture. In its attempt to promote 
individual the water 
system industry finds this con- 


systems, 


fusion a major stumbling block. 
A local regulation may not nec- 
essarily be all that it should be. 
At this point we just don’t know. 


He’s accustomed to getting water 
simply by turning on a faucet 
and he’s used to relying on the 
purity of the water. 

The idea of a private water 
system—a “well” is what he usu- 
ally thinks of—may seem down- 
right primitive to him. 


This means, of course, that 
some builders think their po- 
tential customers want a cen- 
tral source of supply and that’s 
what the builders give them. 


ment. 


What about the home- 


owner? 


He’s got freedom from respon- 


sibility. 


Somebody else is re- 


sponsible for water treatment, 


service 


and All 


maintenance. 


the homeowner has to do is pay 


his bill when it comes due. 


What are the advantages for 
him of the individual system? 


First 


and foremost is the fact 


that it gives him complete con- 
Yes. They don’t stop to think in 
whether that supply 
will be adequate all year long. 
They just think that it’s got to 


Can something be done about trol over his water supply. When 
this diversity of regulations 


and resultant confusion? 


terms of the water system is the home- 
owner’s own, no policeman is 


going to tell him to stop watering 


First of all, it must be recog- 
nized that this diversity of regu- 
lations is due not simply to 
disagreement of what constitutes 
safety in water supply but also 
to a great diversity of conditions. 
In one locality, ground condi- 
tions may be such that the dan- 
ger of contamination of the water 
supply from a septic tank on the 
same lot would be great. In 
another area, it would not be. 

That’s why the important thing 
to stress in the delivery of pot- 
able individual 
system is design and installation. 
They must have a regard for 
local conditions. If they do, the 
water delivered will be potable 
—and this is naturally the im- 
portant thing. 


water from an 


How much emphasis is placed 
upon this point by builders and 
homeowners? 


Some builders have a vague idea 
that the central system is con- 
sidered more desirable than the 
individual system without quite 
knowing why. Their belief is 
bolstered by that of the average 
potential homeowner. He’s gen- 
erally a city dweller who’s de- 
cided to move to the suburbs. 


be a central station system. 


Apart from “imagined” advan- 
tages, what are the real ad- 
vantages of a central system? 


Well, one advantage to the build- 
er, often based on fact, is that his 
houses are more salable. Take a 
look at billboards advertising 
housing developments. Wherever 
there’s a central water supply 
and sewage disposal system, the 
But 


there are few billboards adver- 


boards advertise this fact. 


tising that every home in a par- 
ticular development will have its 
own water supply. 

from a 


How about revenue 


central system? 


That’s another 
for the builder. 
central system 


important factor 
If he provides a 
and retains own- 
ership of it, it can be a lifelong 
Actually, it 
happens more often that he sells 
the system to a private investor 
at a profit. 


source of revenue. 


The advantages of a central 
system for the builder seem to 
be largely a matter of home- 
owner psychology and possibly 
a good return on an invest- 


his lawn or 


not to wash his car 


because it’s the wrong day for 


his side of the street. 


The matter of the adequacy of 
water supply, then, is one of 
the big reasons for pushing the 
individual system? 


Yes. 


Water shortages in the sub- 


urbs are more than: just occa- 


sional events. 


They happen as 


regularly as summer comes. 


Are shortages restricted to the 
summer? 


No. 


but happen more often. 


They’re most acute then, 
Many 


housing developments go up so 


fast—and continue to 


grow so 


fast—that the water supply and 


sewage disposal facilities lag be- 
hind the needs of the residents. 
Water pressures tend to be low 


at certain 
day. 


eak periods of the 
During hot spells, the areas 


often suffer actual water short- 


ages—acute ones. 


The summary point that we’ve 
arrived at so far is that the in- 


dividual 


system, if properly 


designed and installed, has it 
all over the central system be- 


(Please turn to page 168) 
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“a * 
another example of P D 
~ ® Ss 


Co-ordinated Plumbing Drainage 








PLUMBING DRAINAGE PRODUCTS USED THROUGHOUT 
NEW DETROIT CIVIC CENTER BUILDING 


} nee = Series No. 4010-P 
Series No. 1460-B ° $6 Biggs Roof Parking Area Drain 
Shock Absorber “ih ¢ : ; : 











Series No. JH 
Grease Interceptor 


Sk 


Series No. 3610-8 
Leveleze Floor Drain 








Series No. 680-8 
Drinking Fountain Drain 











Ar- a 
po 5) 
+ t= ‘ 
Series No. 1400-8K 
Wall Hydrant 





Series No. 1180-T 


Backwater Valve CONVENTION ARENA — COBO HALL tons-Art Phote 
Series No. Y-1610 


Cleanout 











* 


Owner: Civic Conter Comaiesion, The great new Civic Center Building arising on Detroit's famed 
Detroit, Michigan river front will get the maximum in performance and dependability 
from its plumbing drainage system because Josam Plumbing Drainage 
Products are used throughout. Every Josam Product conforms to 
Detroit, Michigan standards developed through 50 years of specialization in plumbing 
drainage and therefore performs its specific function in coordination 
not only with the entire plumbing drainage system but with all other 
structural elements. Leading buildings everywhere have secured 

The Stanley Carter Co., the benefits of easy installation, peak performance and lasting 
Detroit, Michigan satisfaction through *Co-ordinated Plumbing Drainage by Josam — 
and it costs no more than a mismatched mixture of products. 

For complete details including latest plumbing drainage 
developments, write for Catalog ‘’K"’ 


Architects and Engineers: | Giffels and Rossetti, 


Mechanical Contractors: | Page Plumbing & Heating Co., 
River Rouge, Michigan 


Plumbing Supply Wholesaler: | O'Connell Supply Co. 
Dearborn, Michigan 





JOSAM MANUFACTURING COMPANY JOSAM MANUFACTURING COMPANY 


Dept. DE-6, Michigan City, Indiana 
General Offices and Manufacturing Division Please send copy of Catalog K 


MICHIGAN CITY INDIANA ' 
Firm 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
Attn. of 
Wes? Coast Distributors Canadian Manufacturers 


JOSAM PACIFIC COMPANY JOSAM CANADA LIMITED > Address 
Son Francisco, Calif. Toronto, Conada Kol 


Josam products are sold through plumbing supply wholesalers. 
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WITH PUBLIC HEALTH AT STAKE... 


Only CLAY PIPE has All the 
Features You Can Trust 


Don’t be misled by attempts to nationalize plumbing codes. There’s 
too-much at stake. Codes are strictly a local problem . . . written to meet local 
conditions. And materials that ‘get by’’ in one community may be completely 
inadequate in another. 
Clay Pipe is the one pipe that does not rust, rot, corrode, or disintegrate. . . 
ever! Now, new research-developed, factory-made compression joints cut 
installation costs ... keep out roots... stop infiltration . . . provide the tightest, 
longest-lasting seal ever developed. 
When public health is at stake, it pays to insist on Clay Pipe with factory- 
made compression joints, the one pipe that meets all requirements everywhere! 


renpeet TE AWARE PIE) 2-000: 4-000 


NATIONAL CLAY PIPE MANUFACTURERS, INC. 1820N Street, N. W., Washington 6, D.C. 
311 High Long Bidg., 5 E. Long St., Columbus 15, Ohio * 703 Ninth & Hill Bidg., Los Angeles 15, California » Box 172, Barrington, Illinois + 1401 Peachtree St.,N.E., Atlanta 9, Georgia 
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Worry-free, minimum maintenance pump- 
ing is what you sell with the Peerless 
Dynaflo submersible pump! No rods, jets 
shafts or impellers to wear out; the unique 
lifetime-lubricated Dynaflo has only one 
moving part—the stainless steel rotor 
Rotating in a hard rubber stator, the rotor 
transmits the water through the stator 
stages into the discharge chamber, effi- 
ciently and silently in capacities up to 
1680 gph from wells up to 400 ft. deep. 
Positive, foolproof and full-flowing, this 
member of the famous Peerless domestic 


water system family means better pump 


ing for your customers, more profit for you! 
Sell the finest — sell Peerless. 


ER 




















S 


| 


SHAFTING 


SFLLS! 


NO | impPeccers 


RODS 
NOISE 








Putting tdea fo Work i One of the 


complete, 


FOOD MACHINERY AND CHEMICAL CORPORATION ble I 
— , profitable lines 
Peerless Pump Division ¢ PEERLESS 


Piants: LOS ANGELES 31. CALIFORNIA and INDIANAPOLIS 8 NODIANA 


Sis e ma ER ‘ahi PUMPS 
‘ 4 


Offices’ New k Atlanta Phoeni an Fra 
and Lubbock. Tex Alt ‘ e Distributors in Principal Cities your telephone ¢ ' Write t day f r 


Dealer Details” 


FOOD MACHINERY AND CHEMICAL CORPORATION «+ PEERLESS PUMP DIVISION + 2005 Northwestern Ave, Indianapolis, Indiana 
Please send me Peerless Pump Bulletin No. 8-2426 “The Peerless Dynaflo Pump” 


NAME_ pence . POSITION 
COMPANY . ‘ ADDRESS 


a ‘ — s = STATE 
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The Case for Individual Water Systems . . . 


(Continued from page 164) 
cause the homeowner is sure 
to have enough water at ail 
times. Now how about the cost 
the individual 


system cost much more? 


factor? Does 


This may seem like hedging the 
but 
ficult to say. Conditions over the 
In diffi- 


proper 


question, it’s actually dif- 
country vary so much. 
cult the 
design of the water system and 


ground areas, 
septic tank may be more expen- 
sive than in others. 


How should the cost factor be 
handled then? 


The individual system should be 
promoted primarily on the basis 
of its water delivery and the fact 
that it the 
will have all the water he needs 


means homeowner 


at all times. However, because 


of high water rates in most 
areas, studies have shown that 
the 


itself long before its useful life 


individual system pays for 
is over. This can be an additional 
convincing argument in favor of 
the private system. There’s an- 
other factor relative to cost that 


is important. 
What’s that? 


It’s the matter of the potential 
cost of a central supply. Natu- 
rally the homeowner who buys 
an individual system has to pay 
for it. But if he lives in a commu- 
nity with a central system he not 
only has to pay regularly for the 
water he uses but he can con- 
sider himself lucky if he can 
have all the water he wants. 


Are there any other cost fac- 
tors involved? 
‘has to 


The suburbanite 


with such problems as possible 


cope 


bond issues to cover the cost of 
extending or enlarging the com- 


168 


housing 
This 


is no theoretical matter. It’s hap- 


the 
mushrooms. 


munity system as 


development 


pening to suburbs all the time. 
The 


taxed to cover the expansion of 


homeowners are heavily 
facilities needed by new people 
moving into the area. 


Well, it seems as though we've 
disposed of most of the objec- 
tions to the individual system. 


Yes, we’ve shown not only that 
it’s advantageous to the home- 
owner because it supplies all the 
water he’s likely to need, at a 
that 
the general objection to the in- 


reasonable cost, but also 
dividual system—that it’s not as 
safe as the community supply— 
is not based on fact but is a mat- 
ter of 


with a proper regard for lccal 


design and _ installation, 


ground conditions, etc. 


In short, we’ve convinced our- 
Now how do we go 
about carrying this message to 
the people that should hear it 
—the local health officer, the 
builder and the homeowner? 


selves. 


That’s the question of the day! 
We naturally have to ask and 
answer first—who influences 
Does the builder offer 

thinks the 


homeowner wants and demands, 


whom? 

what he potential 
or does the homeowner simply 
the 
strongly 


offers 
both 
influ- 
enced by the position taken by 


what builder 


How 


and homeowner 


accept 
him? are 
builder 
many sanitarians—and loan of- 
ficials too—who tend to frown on 
the individual system. 


How do we answer these ques- 
tions? 


We can’t answer them complete- 
ly without intensive surveys of 
the field, but it’s probably safe 
to say that the single most in- 


fluential factor in the case of the 
individual vs. central water sys- 
health 

individual 


tem is the officer who 


distrusts the system 
and pushes regulations favoring 
the The 


has a influence on the 


central system. “law” 
subtle 
thinking of the homebuilder and 
the potential homeowner—and, 
of course, regulations must be 
obeyed as long as they’re on the 


books. 


The industry’s job, then, is to 
“educate” not only the builder 
and potential homeowner but 
the health officer on the safety 
of individual systems? 


Yes, 


the fact that this safety is a mat- 


with strong emphasis on 
ter of proper design and instal- 
lation of the water and sewage 
And_ with 
equally strong emphasis on the 


disposal systems. 
importance of having not only a 
potable supply but an adequate 
supply all year long at what is 
really a reasonable homeowner 
investment. 


How can the industry do this 
so that it'll really be effective? 


Obviously we'll have to sell the 
benefits of the individual supply. 
We that 
while we’re out to get the extra 
that the 


water system means, we want to 


have to demonstrate 


business individual 
give people some real benefits 
for their money. Getting this 
will be a long, hard haul, but the 
results will be worth the effort 

The most important thing at 
this point is to get started on a 
vigorous, industry-wide cam- 
the tide that’s 


turning in favor of the central 


paign to stem 
system and actively promote the 
benefits of the 
tem in advertising, personal con- 


individual sys- 


tacts, etc END 


(To be continued) 
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FROM THE GROUND UP... 


World’s First 
Bronze Skyscraper 
Uses Phelps Dodge 
Red Brass Pipe! 


A vital network of Phelps Dodge Red Brass Pipe 
roughly 17 miles of it--runs through the magnifi 
cent new bronze office building at 375 Park Avenue 
in New York. From street level to the top of this 
striking skyscraper, the maze of piping carries the 
hot and cold water needed for the 38-story struc- 
ture’s mammoth plumbing system 


A number of especially designed water fixtures, in- 
cluding a unique central drinking water system, are 
connected to these Phelps Do ‘s pipes. Other PD 
pipes under the park plaza supply water to the 
graceful fountains and pools in front of the building. 


Plumbing contractors know that the famous Phe Ips 
Dodge ‘‘Mine-to-Market”’ quality lin f copper 
tube and pipe more than meets every juirement 
for modern plumbing systems hat’s why they 


specify Phe io Do lge for every kind of installation 





Quality tube sold the quality way through 


sl sod 
auinorized wno 


PHELPS DODGE COPPER PRODU(‘ 


CORPORATION 


New York, N.Y. «+ Los Angeles, 
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NOW... install ZONED Heating 
at Unbelievably Low Cost 


with White-Rodgers Zone Controls 


Savings as high as 65% enable you to add the powerful 
comfort sales appeal of ZONING to ALL the heating 
plants you specify and install. White-Rodgers Zone Pack- 
ages provide multiple zone control at greatly reduced 
costs by using only one circulator, one relay, no flow 
valves, simplified piping and low-voltage wiring... yet, 
system performance is better, quieter and more economi- 
cal. Ideal for new construction or modernization, they’re 
a ‘“‘must”’ for split-level homes. For one-pipe or two-pipe 
systems, White-Rodgers Zone Controls make your zoning 
jobs simple, practical and profitable. 


HYDRONIC ZONE CONTROL 
PAC KAGE ..» For two-pipe systems 


An attractive thermostat and a compact 
water valve automatically control each 
zone. Slow-opening feature of the unusu- 
ally quiet valve prevents water “hammer” 
and expansion noises. System also reduces 
throbbing, pulsating and other operational 
sounds by using less piping, only one cir- 
culator and one relay. Valve uses current 
only when opening or closing; saves on 
igh a _ electricity and prolongs motor life. Systern 
also permits great savings in piping, 
wiring and labor, as all zones use a 
common return and low-voltage wiring. 
Write for folder R-1590 giving details and 
cost comparisons. 


; SAVES ON PIPING 


SAVES OW wining rat a SAVES ON RELAYS 


SAVES ON FLOW VALVES SAVES ON CIRCULATORS 


ZONE-A-LOOP PACKAGE = 
... For single-pipe systems “: + : 


An attractive thermostat and a compact water 


valve automatically control each zone. The | et? 
valve, of special design, allows full, unrestricted 


flow in the feeder line when the thermostat is 7 OPEN 
not calling for heat ... creates a scoop feed that - 
delivers necessary flow to radiator when heat 


is required. Replaces manual valves and mon- CSSD 
o-flow fittings, eliminating the related problem 
of restricting flow in the line; greatly increases 
efficiency of the entire system. Zone-A-Loop 
makes zoning of single-pipe systems practical 
and profitable. Write for bulletin R-1632. 


RADIATOR + 
ZONE-A-LOOP 7 —— 


VALVE 


CIRCULATOR 


WHITE-RODGERS 


ST. LOUIS 6, MISSOURI TORONTO 8B, CANADA 
1209 Cass Avenue 611 Gerrard St. East 
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In Barrow, Alaska 
U.S. Weather Bureau Selects 


Jo-stast E. CONOMITE 


POWER GAS 
CONVERSION BURNERS 








‘Way up inside the Arctic Circle, where the 49th State pokes a frigid finger 
into the Beaufort Sea, U. S. Weather Bureau men selected Lo-BLAST Power 
Gas Burners to insure their own comfort. Thirteen Economites and seven 
Natural gas line must be carried ‘ ae ; 
on barrels on the surface, because Dual Fuel Lo-BLAST Burners burn natural gas with trouble-free dependa- 
of the nature of the terrain. bility to heat personnel housing, offices, warehouses, hospital, school and 
other station buildings. 

For government or private citizen, Economite adds a bonus of savings over 
and above its dependability—averages 10% lower operating cost. Con- 
trolling primary and secondary air perfectly, it functions independently of 
variable natural drafts—is especially well-suited for down-draft boilers. 
Combustion is completed in an incandescent firebox, with radiant heat 
applied to crown sheet and side walls. Other features: soft, quiet flame... 
standard controls with positive acting pilot and blower safetys...sturdy, 
fool-proof design...easy to install because completely assembled and fac- 
tory-tested on gas. 

Economite not only supplies heat 
for comfort but for cooking as 


well, as on this converted range 
in hospital kitchen. 


Lo-BLAST Power Gas Burners are available in 70,000 to 20,000,000 


B.T.U. input capacities. Write for literature. 


Drip valves for condensation are Main line pressure (80 p-s.t.) 4s Feeder line crossing Nerrovth 
installed at regular intervals. reduced in this station to 15 p.s.4. lagoon is cable suspended. 


(Use of this product by a U.S. Government Bureau in no way constitutes an endorsement of the product by the Government 


MID-CONTINENT METAL PRODUCTS COMPANY 


1960 Clybourn Ave., Chicago 14, III. 
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ALADDIN'S LAMP? 


No, but oil heating men hope that this, and other 
new equipment described at their annual convention, 
will soon help them perform unusual feats in the 
struggle with competitive fuels for heating markets. 


Developed by the Shell Oil Co., the experimental 
burner (which Shell says is now ready for develop- 
ment into production models by equipment manufac- 
turers) differs from conventional systems in the way 
the oil-air mixture is prepared for combustion. 


It uses a special chamber, resembling a jet engine 
combustor, where fuel spray is heated while sus- 
pended in air to form a gas. The almost invisible 
flame produced is smokeless, leaves no carbon depos- 
it, is exceptionally quiet and extracts 25 percent more 
useful heat than present burners can from No. 2 
fuel oil, Shell says. 





Oil Men Size Up Their Future in the 
Face of Gas, Electric Heating Gains 


A report from 


ANOTHER SKIRMISH in the “bat- 
tle of the fuels” took place last 
month along the shores of Puget 
Sound. The occasion was the Oil 
Heat Institute of America’s 37th 
annual convention, which attract- 
ed more than 1000 members to 
Seattle for a discussion of ways 
to meet the growing competition 
for heating customers from both 
the natural gas and electrical 
industries. 

The northwest was an appro- 
priate meeting ground for sev- 
eral reasons, among them: 

1. Natural gas was introduced 
to the area only recently (1957), 
and much of its original, inten- 
sive promotion is still influencing 
some customers in favor of gas 
heating. 

2. Comparatively low electric 
rates, made possible by the huge 


power projects of the northwest, 
make electric heating competi- 
tive. “Government giveaway 
power” is the way one conven- 
tion speaker phrased it. 


3: 40 


Seattle oil heating dealers have 


meet these conditions, 


The contractor's role in 


THE PLUMBING AND HEATING con- 
tractor’s concern over the “battle 
of the fuels” is naturally tempered 
by the fact that he is in a position 
to offer the complete heating pack- 
age. 
shown that over 90 percent of DE 
offer all 


three of the major fuel-fired heat- 


Several recent surveys have 


subscribers and _ install 


ing systems—gas, oil and coal. 


In addition, more than 90 per- 


cent offer hydronic installations 


the Oil Heat Institute annual convention 


had to sharpen their merchandis- 
ing and management techniques 
and were, therefore, able to con- 
tribute significantly to the dealer 
management panels that were a 
major part of the convention. 
Setting the convention theme 


“battle of the fuels” 


and nearly 70 percent offer warm 
air. A 


are adding some type of electrical 


rapidly growing number 
heating (usually the heat pump) 


to their comfort package. 


a The reason for so diversified a 
package is that the contractor who 
offers it is in a position not only 
to meet customer preferences, but 
also to recommend the best type of 
heating for a specific job. 
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in his keynote address was B 
W. Pickard, vice president of 
western operations for Standard 
Oil Co. of California, who said: 

“Experience has proved that 
oil can remain a formidable com- 
petitor—if it is effectively mer- 
chandised through individual 


and collective promotion. 


a “Cost wise, oil heating is, and 
will continue to be, in a strong 
position,” he said. “There are no 
insurmountable problems of sup- 
ply—not even with the coming 
jet age and the resultant increase 
in demand on the middle cut of 
the barrel.” 


»Pickard gave recognition to 
the growing competitive forces 
when he said: 

“Just as oil challenged coal in 
the last half-century, natural gas 
is now challenging oil in ever- 
increasing measure. Its competi- 
tion, particularly in domestic 
heating, will become .more ag- 
gressive than it is now. Some 
measure of competition will also 
come from electricity, especially 
here in the hydro-rich Pacific 
Northwest, where it has recently 
made a vigorous bid for the 


home heating market. 


e“The trend to smaller houses 
gives natural gas and electricity 
a very distinct advantage be- 
cause of the lower installation 
cost,” Pickard said. “It is this 
trend which may account for es- 
timates by the gas interests that 
they will add about 1.3 million 
home accounts per year through 
1970. Electrical interests, too, 
look to forging ahead, stating 
they will serve 3 million all-elec- 
tric homes by 1965, two years 
ahead of earlier estimates. 

“How we fare against this com- 
petition will be largely up to us,” 
Pickard declared. “There is no 
room for pessimism nor for un- 


(Please turn to page 176) 
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THE HEAD MAN: Fred Heaney (center), 


Oil 


Tells how his heating firm meets 
the challenge of competition 


By C. E. Elliott, Danvers, Mass. 


ONE OF THE WAYS individual dealers can meet 
the challenge of competitive fuels is through ef- 
fective use of local-level direct mail. 

The ever-changing economic scene has tended 
to take away individualism in merchandising and 
substituted for it the mass movement of psycho- 
logically motivated groups. However, this doesn’t 
necessarily mean that the old-time cracker-barrel 
philosophy of merchandising, which put business 
transactions on a personal basis, is obsolete. 


elf, through direct mail, a dealer can maintain 
at least a semblance of individual and personal 
customer relations, he will have solved one of his 
biggest selling problems, for in the final analysis, 
lasting decisions are made by people acting as 
individuals. 

Since almost every housewife welcomes the 
mail man, our company decided that mail was the 
vehicle it would use to develop and maintain a 
company personality with its customers and pros- 
pects. 

All the letters are personalized with the cus- 

(Please turn to page 253) 


newly elected president 


Heat Institute of America, is congratulated by Charles B 


left), secretary of the Distribution Division, and T. R 


newly elected vice president 


Other officers ore 


of the 
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Quality is a word not to be treated lightly In rating a 
product, through test, it may be judged as fair, good or 
perfect in quality However, the word in itself has come 
to mean top-flight dependability. And with SHERWOOD the 
word QUALITY means just that—top-flight dependability 


y 
\ iv 
5) WP 


QUALITY 





= YEARS ... and Incidentally, when used as an entree’ 
PERI 
aga for reconnoitering new job prospects, the No. 86-A 


SHERWOOD . 
BALL COCK is a mighty profitable piece of merchandise. And 











here’s why: The 86-A could not be entrusted as an 
entree’ without being absolutely tops in long-last 
ing quality and efficiency. For the 86-A not only 
guards against back syphonage but its unfailing 
accuracy saves on water. Moreover, it operates on 
any city water pressure, filling a 6 gal. tank in less 
than a minute and a half at as low as 28 lb. pres 
sure. Thus, you have it, the SHERWOOD No. 86-A 


is a prestige builder and business getter all in one 
Regular height 14” and installed with 
critical line just one inch above the 
top of overflow. Other heights to suit 
your requirements 
Order Sherwood Ball Cocks 
From Your Wholesaler 


Manufactured only by 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON AVE. DETROIT 7, MICHIGAN 


ESTABLISHED 1903 
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“QUALITY and ECONOMY... 
SPANG Steel Pipe gave us both” 


says Mr. Joseph Yanasheski, Piping Estimator for 
Joseph A. Rado, Mechanical Contractor, Berwick, Pa. 


“One of the biggest problems in our busi- 
ness is to do a first-rate job and still keep 
costs in line,” states Mr. Yanasheski. 
“With the help of SPANG CW Steel Pipe 
we were able to do just that at the Ber- 
wick, Pennsylvania, Hospital installation. 
Not only did SPANG Steel Pipe assure us 
of a reliable performance, but also the 
economy of using steel pipe helped us 
keep costs down. 

*‘Another advantage to using SPANG 
Steel Pipe is its good welding qualities 
By welding instead of threading the pipe, 
we achieved a considerable savings in 


FAANG 


cw" 
STEEL PIPE 


time costs and eliminated the danger of 
leakage at the joints.” 


KEEP YOUR INSTALLATION COSTS DOWN, 
TOO... WITH SPANG CW STEEL PIPE 


When you use SPANG CW Steel Pipe you 
get top-quality, money-saving perform- 
ance. Why? Because SPANG Pipe is qual- 
ity-controlled during manufacturing and 
thoroughly tested before shipping. Your 
SPANG Distributor can give you the fast, 
efficient service you require. Next job, 
make it steel pipe . . . make it SPANG 


THE NATIONAL SUPPLY COMPANY 


Subsidiary 


f Armco Steel Corp 


rati 


wRMCG 
t 


TWO GATEWAY CENTER, PITTSBURGH, PA. 


an + a 
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20,000 feet of SPANG CW Steel 
Pipe fulfilled all the pipe require- 
ments for the Berwick Hospital 

in the air conditioning and heating 
units, sterilizer room and laundry 
Here in the 40° x 65’ boiler room, 
the SPANG Pipe runs in the ceil 
ing so that there is no interference 
with the concrete-laying operation 


Guring construction 


Mechanical Contractor: 

Joseph A. Rado, Berwick, Pa 
Architect: Noakes and Neubaver, 
Washington, D.C 
Hospital Consultant: Gordon 

A. Friesen Associates, 
Washington, D.C 
Mechanical & Electrical 
Consultant: Shefferman and 
Bigelson, Washington, D.C 
SPANG Distributor 
Supply C ompany, Lewisburg, Pa, 


Busser 





Oil heating men size up their future... 


from page 173) 


(Continued 


justified optimism — only sales- 
manship and merchandising of 
the highest order.” 

Pickard pointed out that the 
petroleum industry itself has 
launched a broad research pro- 
gram (being conducted at Bat- 
telle Memorial Institute in Co- 
lumbus, O.) the de- 
velopment of more competitive- 


aimed at 


ly-priced oil heating equipment. 

He cautioned dealers, how- 
ever, not to expect this develop- 
ment to occur “overnight”—but 
added that through cooperation 
among suppliers, dealers and 
equipment manufacturers in con- 
ducting research, service and 
programs, the chal- 
lenge of competitive fuels could 


promotion 
be met successfully. 


# As an example of what can be 
done at the local level, Pickard 
cited the promotional efforts of 
the Pacific Northwest chapter of 
OHI. 


continuing educational campaign 


Briefly, the program is a 


using all forms of advertising 


media mapped out by groups of 





suppliers and dealers. The cost, 
estimated at $500,000, is shared 
between supplier and dealer. 

In addition, he said, another 
half-million dollars will be spent 
by suppliers in brand-name ad- 
that the 
advantages of oil heat.’ 


vertising also extolls 


# Other parts of the program 
are: a person-to-person cam- 
paign conducted by dealers and 
their employees among custom- 
ers and friends; OHI-sponsored 
service schools to keep mainte- 
nance costs to a minimum both 
for the customer and the dealer; 
a public relations training pro- 
gram for tank truck drivers and 
other employees; and contacts by 
OHI representatives with archi- 
tects, builders and engineers to 
sell the merits of oil heating. 

The significance of such a pro- 
gram, Pickard emphasized, is 
that in every area where one like 
it has been carried out, oil heat- 
ing has “not only held its own, 
but has shown substantial 
growth.” 


“How we fare against competi- 





“Well | see you fixed it so it doesn’t drip!’ 


ELECTRIC HEATING? “Everybody likes 
it,” the convention was told by Henry 
Auld Jr. “This means we'll have to use 
all the promotional savvy at our com- 
mand to sell the advantages of oil 
heating.” Auld is associated with 
Automatic Heat Co., Portland, Ore 


tion will be largely up to us in 
the final analysis,” Pickard said. 

“Certainly our first order of 
business is to keep present ac- 
counts well-satisfied.” 

Pickard pointed out that “those 
who operate a fully integrated 
concern, complete with equip- 
ment sales and burner service, 
have found success by encourag- 
the 


maintenance 


ing service contracts with 


customer to make 
of his heating plant completely 
automatic and trouble-free. I 
cannot express too strongly the 
importance of providing trouble- 
free burner operation. A satis- 
fied oil heating customer has no 
desire to turn to other fuels. 


# “Oil has many competitive ad- 
vantages, and it is up to us to 
make them felt. The oil user has 
his choice of many suppliers, 
there is no question of interrupt- 
ed or ‘partial’ service when the 
customer uses oil, and the safety 
and unri- 
valed. These and the other ad- 


vantages must be exploited so 


cleanliness of oil. is 


that markets opened to us will 
not be lost by default because of 
the aggressive promotion of gas 
or electricity.” 

Many have been alert to “in- 


(Please turn to page 251) 
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Has throttling feature of 


flow 


a globe valve, straight-through 
like a gate...and needs 
less head room than either! 





STRAIGHT 


ys Y-PATTERN GLOBE VALVE 


r% 





Y-PATTERN 





GLOBE VALVE 














New Y-Pattern Check 
Valves also available. 
See your wholesaler or 
5 write for Catalog VC-3. 
STANDARD NIBCO INC., Dept. J-5506 
GLOBE VALVE Elkhart, Indiana 











A short course in estimating ... continued 


(Continued from page 131) 

can be taken off from the specifi- 
cations sheet and listed along 
with the pipe and fittings and a 
price arrived at for all the mate- 
rials necessary to complete the 
heating 

When there are similar prod- 
ucts to be installed—such as the 
unit heaters used here—it’s eas- 
ier to lay out one of the units and 
take off the fittings that will be 
used to install this unit. To fig- 
ure the materials necessary to 
install all the units is just a mat- 
ter of multiplication 


elt should be pointed out that 
the 5 percent that’s shown at the 
bottom of the list of materials is 
an allowance for materials that FIG. 7 illustrates a simplified method for taking off the necessary fittings 
were missed. Depending on the 
pe en ee 
thoroughness with which the es- | 
timator takes off the material, Plumbing Material $1,868.41 
. ‘ i 827.00 
this figure will vary; but it is al- | Plumbing Labor le 
most impossible to take off a job $2,695.41 
100 percent. Some _ estimators Hot Water Pipe Covering Subcontract ___ 483.00 
will allow as much as 10 percent; $3,178.41 
it’s up to the individual estimator | 
to determine just what percent- | Heating Material — 
‘ I 2.00 
age of allowance will be neces- Heating Labor —22.00 
sary for him 3,246.04 


# Once the material part of the | he ng Pe geen —— ie 
job has been figured, the labor 

can be taken off. This will be $6,809.92 
the subject of the next article in aS Si CoE 1136198 
this series. Subsequent articles | BID PRICE $8,171.90 
will carry this school job through 
figuring of the labor takeoff, 
overhead and profit. END 


a — ——~_— NN eel 


FIG. 8: The combined plumbing and heating bid for this school job came to 
a total of $8,171.90, including 6 percent for profit and 20 percent overhead 





Five Minutes with Bergie, scheduled for this page, will appear in July 
Watch for his comments on “Your Price Is Too High’ 
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anew 
standard 


of quality 
and service 


under an old and 


respected name 


COPPER WATER TUSE K-L-M 
COPPER DRAINAGE TUBE (DWV) 
COPPER THREADLESS PIPE (TP) 
COPPER PIPE 
RED BRASS PIPE 
COPPER REFRIGERATION TUBE 


nea 
Arrrroe 3 
mam 


Scovill deliberately set out to give wholesalers, contractors and journeymen “just what the 
doctor ordered” in Copper Tube and Pipe... the finest, most uniform, easiest-to-work-with 
materials that fine U.S. craftsmanship can produce. Uniquely packaged, identified and delivered 
on the job just the way you want them! Scovill built ALL-NEW multi-million dollar tube mills, 
the most advanced in the industry, for this one purpose . . . with nationwide Scovill sales and service 
..+ yours to command. Place an order today ... you'll become our lifelong customer tomorrow. 


SCOVILL MANUFACTURING COMPANY COPPER TUGE MILL PRODUCTS, WATERBURY, CONN. 


128CS9 





Why 1s RHEEM-RICHMOND 


The Fastest Growing 
Name vn 
Plumbing Fiatures? 


lr WOULD be too easy to sas 
that Quality is all that hes 
behind the rise of RHEEM 
RICHMOND to such an im 
portant place in the manufacturing 
of Plumbing Fixtures. A lot of dif- 
ferent things go to make up Quality. 


Superior Materials 


RHEEM-RICHMOND Plumbing Fix- 
tures are made of controlled process 
enameling cast iron, the finest enam- 
els and the best china clays. This 
means we start with the finest ingre- 
dients. 


Exceptional Design and 
Top Engineering 
lor beauty of line, for arrangement 
of flat and curved surfaces, you'll 
find RHEEM-RICH MOND fixtures styled 


for today and yet with good taste 


that will be just as good years from 
now. And for functional engineering 

you'll see that RHEEM-RICHMOND 
makes no compromises, insists on top 


performance. The Futura lavatory 
on the lower left is an example of 
RHEEM-RICHMOND’s modern styling 
and superior engineering 


Skilled Manufacturing 
Personnel 
For length of service and pride of 
craftsmanship, the men of RHEEM- 
RICHMOND are outstanding in the in- 
dustry. Supporting these craftsmen 
is an unequalled system of checking 
and final inspection. We add Quality 
Control to Quality Materials and 
Quality Workmanship. 


Complete Line, Full Selection 
By “‘complete” we mean complete in 
all aspects — color range, matching 


new 


design, price—for all residential, in 
] 


dustrial and institutional uses 
Throughout the completeness of this 
line, RHEEM-RICH MOND maintains its 
outstanding quality. There is a 
RHEEM-RICH MOND Plumbing Fixture 
for your every plumbing need 


= 


Perfectly Matched Colors 
The home-buyer or remodeler can 
choose from seven colors (plus 
‘“‘Whiter-White’’) of RHEEM- 


RICHMOND fixtures — each color per- 


new 


fectly matched, in a wide choice of 
matched designs. What’s more, 
RHEEM-RICHMOND provides this va- 
riety of colors in each price bracket 
For example, this new RHEEM- 
RICHMOND closet combination pic- 
tured above, The Lacrosse, with its 
modern lines, is actually priced in 
the economy bracket 


Colors are worth extra emphasis, 
because they are probably the quick- 
est way to measure quality — again, 
quality that goes all the way from 
materials to final inspection. RHEEM- 
RICHMOND’s non-fading colors really 
match — and match forever 


More New Products 


, 
Continuing product development is 
another reason for the rapid growth 
of RHEEM-RICH MOND. As an example 
the 1959 line offers still more new 
Among othe 


lore, ple t ired to the left 


combinations 
irv look in the lerate 


> range 


What This Means to You 


Apart from your pride in selling 

proved quality, you make more profit 

with RHEEM-RICHMOND fixtures | 

eliminating headaches andecall-backs 

So you profit and the ultimate con- 
imer profits 


This is the story behind the Fast- 
est Growing Name in Plumbing Fix- 
tures. Write for literature. 


RICHMOND 


PLUMBING FIXTURES DIVISION 


Rheem Manufacturing Company, Metuchen, New Jersey 
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DomEsrTIC 
et ade And the Journal of Mechanical Contracting 


SERVICE 
SECTION 


24 pages of products, literature, tools, methods, ideas 














HOT WATER FOR EVERY MEMBER OF THE FAMILY is + 


of the new Rheemglas Imperial gas-fired water heater. For complete deta 
Product of the Month on this and other Rheem water heaters. see 191 nd role 
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page ey 


on the handy reply card, page 205. 


How to use this special service section 182 


Make this section your 








in this section. 





How to use this special section: 

AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Gas-Fired Boilers 


A new series of gas-fired boilers 
has been introduced by Continen- 
tal Manufacturing Co., Baltimore. 
The series is available in seven 
sizes from 84,000 to 210,000 Btu/hr. 
All of the units, offered in a pack- 
aged design, are 31 ins. high and 
can be installed on wood floors. 
A tankless copper coil for domestic 
hot water is available as optional 
equipment for each unit. 

Circle No. 2 on reply card. 
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Rotary-Type Valves 

Thermostatically -controlled ro- 
tary-type valves are available from 
General Fittings Co., East Green- 
wich, R.I. They can be installed in 
any position in supply lines of 
multiple - zone hydronic heating 
systems. General zone valve-ther- 
mostat combinations can be used 
with new or existing systems. 
Valves are available in %4, 1 and 
1%-in. sizes. 

Circle No. 3 on reply card. 


' 
High Head Circulators 


A series of high head circulators 
designed for heating and/or cool- 
ing, boosting water pressure and 
recirculating hot water applications 
has been added to its line by Taco 
Heaters Inc., Cranston, R.I. The 
units are available in six sizes, in 
rates to 55 gpm at heads to 45 ft., 
and all have single or three-phase 
non-overloading motors. 

Circle No. 1 on reply card. 


Wall-Hung Water Cooler 


An electric water cooler that can 
be wall-mounted without the use 
of exposed brackets or plumbing 
has been introduced by Cordley & 
Hayes, New York City. Called the 
Cordwall, the gray, baked enamel 
unit can be mounted flush, semi- 
recessed or recessed at any height. 
The cooler, having a 13-gph capac- 
ity, measures 24 ins. high and 15%4 
ins. wide. 

Circle No. 4 on reply card. 
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monthly shopping guide for products, 


tools, ideas, methods 





Stainless Steel Sink 

A satin-finish stainless © steel 
kitchen sink has been added to its 
line by Jensen-Thorsen Corp., Ad- 
dison, Ill. Called the Project line, 
eight competitively priced models 
are available in self-rimmed and 
standard styles. Sizes of the sinks 
are 21 by 32, 21 by 24, 20 by 32 and 
20 by 24 ins. respectively, in single 
and double bowls 

Circle No. 5 on reply card. 


American Blower Expands 


High pressure and _ capillary 
models are included in an expand- 
ed line of American Blower cen- 
tral station air conditioners avail- 
able from American-Standard In- 
dustrial Division, Detroit. The units 
are designed for static pressures 
from 4 to 9-in. w. g. and deliver- 
ies from 800 to 40,000 cfm. Low 
pressure operation range is to 342 


DoMESTIC ENGINEERING, JUNE 1959 


Thermostatic Water Mixer 
A 5-gpm thermostatic wate1 
mixer for showers and tubs has 
been introduced by Powers Regu- 
lator Co., Skokie, Ill. Called Hy- 
droguard, it is mounted on the 
shower or tub wall and 
water at the temperature 
by the bather. A built-in 
limit prevents delivery of 
above 110F. 
Circle No. 6 on reply card. 


delivers 
dialed 
safety 


watel 


Line of Air Conditioners 


ins.; high pressure range is from 
3%4 to 9 ins 
ditioner, sprays act on glass-filled 
capillary cells to produce highly 
saturated air through evaporative 
cooling, and the cells act as air 
filters. The capillary air condition- 
ers are suitable for hospital and 
specialized industrial uses 
Circle No. 8 on reply card. 


In the capillary con- 


Plastic Insert Fittings 

A series of fittings for 
flexible pipe applications has been 
added to its line by the 
Division, Malleable Manu- 
Ashland, O. Made 
of polypropylene, the line is known 
as Poly-Plus Blue. The 


consist of 


insert 


Plastics 
Union 
facturing Co., 


insert 
T’s, L's 


size from 


fittings, which 


and adapters, range in 
ly to 2 ins 


Circle No. 7 on reply card. 


Pumps, Water Systems 
A line of jet pump 


systems, comp itively 


ana 


completely packaged, hi 

A. Y. McDonal 
ufacturing Co., Dubuque 
the Century line, it consi 


troduced by 


basic models ava lable 
42-gal 


or 14-hp $1zes 


horizontal 
The lin 


equipped with vertical 


and 


Same Capacities 


Circle No. 9 on reply card. 





local availability 





Mever. Sen, 


Compact Furnace Cleaner Introduced by Meyer & Sons 


A truck-mounted furnace clean- 
er has been introduced by Wm. W 
Meyer & Sons Inc., Skokie, Ill. The 
unit, named the General Handy- 
man Powervac furnace 


used to clean residential, 


institutional 


can be 
industrial fur- 
naces and heating systems. It can 


and 


be operated by man in all 


and it 


one 


weather conditions, cleans 


Cellar Drainer 

A submersible cellar drainer for 
use with sumps having diameters 
of 12 ins. or larger is available from 
Goulds Pumps Inc., Seneca Falls, 
N.Y. The unit (Fig. 3880 Drain- 
ette) has a pumping capacity of 
2,400 gph at 10 ft, 2,000 gph at 15 
ft and 960 gph at 22 ft. Its casing 
and base are made of brass; the 
semi-open impeller and strainer 
are both constructed of corrosion- 
resistant Byrite. 

Circle No. 12 on reply card. 
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cleaner, 


the average heating system in an 
hour or The cleaner has 12 
self-cleaning filter bags that col- 
lapse within the top of the 75 cu ft 
dirt and soot hopper when not in 
use. The compact the 
unit incorporates the 
filter bags and easy dirt removal 
from the hopper. 
Circle No. 10 on reply card. 


less 


design of 
storage of 


Washdown Water Closet 

A washdown water closet featur- 
ing improved flushing action and 
new design has been added to its 
line by Eljer Co., Pittsburgh. 
Called the Ellis, it is available in 
six colors plus white. The unit has 
flat bolt covers designed to elim- 
inate dirt-trapping projections. The 
water closet has two bolt holes 
which are designed and balanced 
for stable mounting and installation 
ease. 

Circle No. 13 on reply card. 


‘. 


Ductile Iron Gate Valves 

A line of ductile iron gate valves 
in sizes from % to 2 ins. suited for 
refinery and process lines has been 
announced by Ohio 
Wadsworth, O. The valve, given 
the name Pipe-Pal, is rated at 1,000 
—20 to 
has a spread 


Injector Co., 


psi for temperatures from 
650F. The product 
flange design embodying extra-long 
bolts to prevent joint loosening and 
stainless steel trim. 

Circle No. 11 on reply card. 


dete 


Room Thermostat 

A low-voltage, bimetal thermo- 
stat has been added to its line by 
White-Rodgers Co., St. Louis. The 
unit (Customline 130) features a 
floating - action mounting plate 
which absorbs torque and stress 
during mounting, and its frame has 
a single entry hole adjacent to the 
terminals. The unit, having 55F to 
85F adjustable range, measures 
4 5/16 ins. high, 2% ins. wide and 
1 3/16 ins. deep. 

Circle No. 14 on reply card. 
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of products; send reply card for free reference file data 








Oil-Fired Water Heaters 

Two oil-fired water heaters have 
been added to its line by Radiant 
Utilities Corp., Brooklyn. One, a 
glass-lined model, has a 70-gal. 
capacity, and the other, a copper 
water heater, stores 65 gals. Both 
produce 180 gph at 100F rise. The 
units have 1%4-in. inlet and outlet 
connections for attachment to other 
water storage tanks. Oil burners on 
both have automatic controls. 

Circle No. 15 on reply card. 


Masonry Drill-Anchor 

A combination masonry drill- 
anchor for fastening fixtures to 
concrete with hand or power ham- 
mers has been announced by Rawl- 
plug Co., New Rochelle, N.Y. Called 
the Saber-Tooth, it drills its own 
hole, then is driven into it to form 
an anchorage with 17,860-lb hold- 
ing power. When a hole has been 
drilled, a steel expander plug is 
placed in the drill end and the 
anchor driven home. 

Circle No. 18 on reply card. 
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Nailing Attachments 

A line of nailing attachments for 
its hand air hammers has been an- 
nounced by Superior Pneumatic & 
Manufacturing Inc., Cleveland. The 
Superior H. D. nailer, for use with 
the firm’s heavy-duty units, han- 
dles 8 to 60-penny nails and 8, 10 
or 12-in. spikes. It can be used for 
toe or furring, 


overhead nailing, 


flooring, siding and decking and for 


crating. 
Circle No. 16 on reply card. 


High-Pressure Water Systems 


High-pressure, multi-stage wa- 
ter systems for domestic use have 
been introduced by Jacuzzi Bros 
Inc., Richmond, Calif. Called the 
Starline, the systems 


P ] ] 
are available 


in five separate series for shallow 
The jet 
are self-priming for lifts up to 400 


and deep wells systems 
ft for deep wells and for lifts up to 
25 ft for l] 
have automatic air controls 
Circle No. 17 on reply card. 


shallow wells. The units 











Engineering data for snow melting . . . 


Installation particulars, materials requirements, equipment 
manhours and cost of a snow melting job are detailed in one 
of the useful articles to be found in DE’s booklet, Technical 
Tips. For your free copy... 

Circle “Technical Tips” on reply card. 














Electric Drills 
Iw ‘ ‘ rat 


The 
iH) on 
tant requiring 
industrial 00 The 1300 
ll serie is { ion-continuous 
peration 


Circle No. 19 on reply card. 


Pump Switch 


A two-pole pump switch for do- 
mestic water systems and air com- 
pressors not requiring release 
valves has been announced by 
Penn Controls Inc., Goshen, Ind. 
It features straight-in terminals 
which eliminate the need for bend- 
ing wires. Its range is 15-psig min- 
imum cut-in to 65-psig maximum 
cut-out. It is rated at 1 hp at 120 or 
240 v AC and is little larger than a 
cigarette pack. 

Circle No. 22 on reply card. 
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Gaslight-Loudspeaker 
\ permote 
ment tor wuse 
has been 
la Air C 
Rock, Ark. It consist 


ounted on a Gaslite 


lotidspeaker attach 
with its Gaslite fix 
ntroduced by Ark 
Little 


of two spe ak 


tins 
onditioning Corp 
‘ n post and 
loud 
ised in 


addre ss 


wired into a radio, hi-fi o1 


speake ysten It can be 


motel and similar public 


ystems 


Circle No. 20 on reply card. 


Vertical Jet Pumps 


Single and two-stage vertical jet 


pumps suited for single-pipe appli 


2, 2 wells 


cations of » and 3-in 


added to its 
pi ice d 


have been competi 

Jetsta 
Tait Manufacturing Co., 
Dayton, O. The 810-gph_single- 
stage model is for 20 to 80-ft deep 
wells; the 965-gph two-stage unit 
reaches 150 ft 


Circle No. 21 on reply card. 


tively Rapidayton 


line by 


Sprinkler System Line Expanded by Moist O' Matic 


A five-model sprinkler system 
for home and industrial use is 
available from Moist O’ Matic Inc., 
Riverside, Calif. The systems 
range from fully automatic to 
push-button remote control with 
provision for large or small areas. 
Heading the line is the Imperial 
model with a “hydrostat brain” 
moisture measuring device 
which signals the sprinkler to turn 


soil 


on and off as the soil’s moisture 
content indicates. Varying in de- 
grees of automation and coverage 
are the Neptune, Viking, Triton 
and Clipper models. Features in- 
clude hydraulic remote control 
valves, having only one moving 
part and not requiring electricity, 
and low precipitation rotor and 
fixed-spray pop-up sprinkler heads. 
Circle No. 23 on reply card. 


DomEsTIc ENGINEERING, JUNE 1959 





masonry, granite, marble, reinforced concrete and refractories 





Manual Starter 

\ manual 
i hp 140) 
230 v DC has been introduced by 
Furnas Electric Co., Batavia, Ill 
The direct 


cal acting overloads 


starter rated through 


SAO 4 AC 


and 2 hp 


unit features mechani 


two, three o1 
four poles, pressure terminals, vis 
ible contacts and mechanisms and 
protected push buttons, one-piece 
frame and are box 


Circle No. 24 on reply card. 


Gas-Fired Water Meater 
A gas-fired 


signed for use 


wate heater cle 
in commer al in 
dustrial 


and multiple 


buildings has be en 


announced by 
Division of A. O 
Smith Kankakee, Ill. Thi: 
heater (Burkay 668) is rated at 
300,000 Btuyhr input, deliver 
water and has a 
288 gph at 100F 


Circle No. 25 on reply card. 


the Permaglas 


Corp., 


recovery rate of 


rise 


Dura Diamond Offers Portable Drilling Machine 


A portable drilling machine re- 
quiring one operator for fast set- 
up and precision core drilling has 
been announced by Dura Diamond 
Tool Co., South El Monte, Calif. 


"It weighs 56 lbs and has a tri- 
angular, two-position base for 
close corner and wall drilling; a 
slot in the base affords flexibility 
for wall mounting. It is powered 
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by a Thor heavy-duty motor, with 
integral water swivel and overload 
switch, and operates on 110 v. The 
light-weight machine is designed 
to drill a hole % to 6-in. od through 
masonry, granite, marble, tile, re- 
inforced concrete and some refrac- 
tories. Dura Diamond core bits are 
West African diamonds, 
hard matrix. 

Circle No. 27 on reply card. 


set in a 


dwelling 


s 180F 


Space Meaters 
A line of space 

ing a draft-ind 

fuel burner | 

by National Hea 

Minn. Available in 14 

100,000 to 3,500,000 Btu 


series also features a belt drive 
exhauster for maximum draft ad 
justment and standardized contr: 
and circuit 


Circle No. 26 on reply card 


Circulator Valve 

A straightway circulato: 
(No. 208 without 
with copper 
troduced by 
Coip., Hammond, 


able in 3%, % 


tubing 


Because of its compactness the 


valve can be used 
convector 


Mw ith conceale d 


radiators and certain 


radiatior A 
l-in S1Zé 


types of baseboard 


balancing fitting of 
ee 
also available 


Circle No. 28 on reply card. 
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Looking for technical, 


management and selling 





et 


Stainless Steel Ballcock 
balleock has 


introduced by Fluidmaste: 
Inc., Anaheim, Calif. It 


an offset concent 


A stainless steel 
been 
features 
ic float cup con- 
higuratior 
stallation 


features 


designed to increase in- 
flexibility. The 
ized 
of the float cup through hydraulic 
shut-off 
level control 


unit also 


self-energ 


actuation 


pressure, instant positive 


and exact 


wate! and 


ise ol materials 


Circle No. 29 on reply card 


non-Corroslve 


Drive Tool 


A power-assisted drive tool de- 


signed to handle a large assortment 


of tasteners introduced 
by Hilti Rapid Fastening Systems 
Inc Stamford, Conn. This tool, 
which utilizes a power-assist be- 
hind a drive 


has been 


piston, can be used in 


installations utilizing fastenings 


such as studs, drive pins and drive 


ring fasteners which are up to 4 


ins. in length 


Circle No. 30 on reply card. 








tor 





Freseryptions 


BEAT THE 


THIS SUMMER! 








DE subscribers. Just 





Poster will cool customers—warm up sales! 


Placed in a prominent spot in your showroom, this red- 
white-anc-blue poster, 17 by 24 inches 
customers on the idea of buying summer-cooling products 
It will help your sales soar with the temperature 


Circle “Hot Weather Prescriptions Poster” on reply card. 


is sure to sell your 


Free to 








Freon Leak Detector 


An instrument for detecting 
Freon leakage in refrigeration and 
all conditioning equipment 1S 
available from Kidde Manufactur- 
ing Co., Bloomfield, N.J 
the detector hose is placed 
at the point of suspected leakage 
A small trace of gas will turn its 
blue flame a bright 
doubles as a 
dering tool 
Circle No. 31 on reply card. 


In opera- 
tion, 


] 
aisO 


green. It 


blow torch and sol- 


Stainless Steel Strainer 

A line of stainless steel strainers 
for use as in-line fittings in steam, 
liquid, gas and chemical piping 
has been introduced by Strong, 
Carlisle & Hammond, Conneaut, 
O. The strainer is produced in 
screwed or socket weld connec- 
tions for standard pipe sizes from 
lo to 2 ins.; replaceable screens 
with .045, .062 and .125-in. per- 
forations are available. Working 
pressures are 650 to 3,000 psi. 

Circle No. 32 on reply card. 
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aids? Use the handy reply card to get them free from DE 








Humidity Indicator 

An indoor relative humidity in- 
dicator called Moisture-Lite-Indi- 
cator has been made available by 
Newmack Corp., Elyria, O. The 
compact device plugs into any 
electrical socket and ,contains an 
electronic sensing element that re- 
acts instantaneously to air mois- 
ture. Humidity conditions are in- 
dicated by a small glowing electric 
bulb 

Circle No. 33 on reply card. 


Gas Water Heater Controls 

Two gas water heater controls 
each featuring a built-in pressure 
regulator have been announced by 
the Grayson Controls Division of 
Robertshaw-Fulton Controls Co., 
Long Beach, Calif. Termed Unitrol 
200R (illustrated) and 400R, they 
conceal the gas cock and reset push 
button under a cover removable 
without The 400R can be 
used with heaters rated as high as 
100,000 Btu/hr. 

Circle No. 35 on reply card. 


tools. 
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Postforming Jig for Formica Fabrication Introduced 


A postforming jig that is portable 
has been introduced by 
Corp., Cincinnati 


Formica 


®The unit utilizes a radiused in- 
heater 
Plastiform Inc., 


crement (manufactured by 
Houston) which 
operates on a standard 110 v, 15 
amp The portable 
unit is fitted with folding legs and 


power supply 


Sealing Compound 

An anti-seize sealing compound 
designed to seal off spiral leaks 
from large diameter threads and 
coarse fittings and leaks in welded 
flanges and clean-out plugs has 
been introduced by Armite Labo- 
ratories, Los Angeles. The gom- 
pound (Led-Plate No. 250 “F”, 
with filler added) was developed 
for use with high temperatures 
(—350 to 2,987F) and 
(50,000 psi hydraulic). 

Circle No. 36 on reply card. 


pressures 


has a removable 
This type of 


oped to mak 


bending frame 
packaging was de\ 

ut compact for 
ease in carrying it to a jobsite 


Formica fabri 


®= The jig was 
oped by Fo: 
tion 


engineering dae partme nt 


Circle No. 34 on reply card. 


Condensing Units 
A companion cool 

l-ton 

lustrated) and 


remote condensing 
ler-type 
been announced 
Johnston Co., San 
eoil and l-ton un 
connection with 
35.000 and 45.0u 
The upright unit 
motor and is availa! 
4-ton sizes 
Circle No. 37 on reply card. 
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contractor’s 
Many 
modeling service 


from a 
volume 





Want to boost your remodeling business? 
Then send for this free DE reprint to gain valuable tips 
experience on _ building 


ideas included on merchandising your re- 


Circle “Erickson” on reply card. 





remodeling 








Tank Ball 

A plastic and rubber water closet 
tank ball called White Cap has 
been introduced by Wal-Rich 
Corp., Long Island City, N.Y. It 
has a plastic self-centering seating 
cap, reinforced valve seating area 
and a flexible rod extension. 

Circle No. 42 on reply card. 


Tubing Insulation 

Tubing insulation designed to 
stop condensation on cold lines and 
provide thermal insulation for cop- 
per tubing carrying liquids or 
gases is available from  Insul- 
Coustic Corp., Maspeth, N.Y. 
Called Clocel, the slip-on, closed 
cellular, nitrogen-filled insulation 
is produced in standard copper 
tubing sizes, 34 to %-in. id. 

Circle No. 43 on reply card. 


Plastic Pipe 

l'wo plastic pipe lines have been 
introduced by Crescent Plastics 
Inc., Evansville, Ind. One, called 
Cresline-DS, is a drain and sewer 


190 


pipe designed to withstand traffic 
tremors, frost and freeze-and-thaw 


conditions. It is available in 10- 


ft lengths, permitting its assembly 
outside of a pipe trench. The other 
is a high strength, high density 


polyethylene pipe called Cresline- 
HD, available in 1% to 2-in. sizes. 
Circle No. 44 on reply card. 


Venturi Adapters 

A line of venturi adapters for 
use with all makes of jet pumps 
has been introduced by Yardley 
Plastics Co., Columbus, O. Of 
molded plastic, the adapters are 
available in 1, 1% and 1%-in. sizes 
with male or female pipe 
threads for swp pipe. 

Circle No. 45 on reply card. 


iron 


Gas-Pired Furnaces 

Three series of gas-fired fur- 
naces for residential use have been 
introduced by Heat Controller Inc., 
Jackson, Mich., marking the firm’s 
re-entry into the warm air furnace 
field. The line includes Hi-Boy, 


}) 


Turret Laboratory Fixture 

A turret-type laboratory fixture 
available with one, two, three or 
four hose cocks having integral 
tapered tips is available from 
T & S Brass & Bronze Works Inc., 
Westbury, L.I., N.Y. (The model 
with one hose cock is illustrated.) 
The fixture is designed for gas, air 
or vacuum and has a 
plastic color-coded index to iden- 
tify the respective delivery. The 
turret has a %-in. ips female inlet, 
and also is available without hose 
cocks. 

Circle No. 38 on reply card. 


services 


counterflow and horizontal fur- 
naces with capacities of 80,000 to 
160,000 Btu/hr input. The furnaces 
have sectional heat exchangers, 
cast iron slotted burners and draft 
diverters. The blowers can be 
changed for air conditioning. 
Circle No. 46 on reply card. 


Underground Pipe Insulation 
An insulation of gilsonite min- 
eral for underground hot pipe pro- 
tection has been offered by G. S. 
Ziegler & Co., Great Neck, N. Y. 
Called Tri-Sul-Ite, the material is 
poured into a trench under and 
around piping. After proper curing, 
it forms an adhesive coating. 
Circle No. 47 on reply card. 


Insulated Staples 


An insulated staple made of 
polyethylene for use with copper 
tubing and electric wiring is avail- 
able from Palmer Engineering Co., 
Green Bay, Wis. The noncorrosive 
staples are offered in two sizes. 

Circle No. 48 on reply card. 
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and idea book for products, tools, techniques, methods 





Grease Interceptor 

A line of stainless steel grease 
interceptors without baffles, filters 
or moving parts has been an- 
nounced by Carrollton Manufac- 
turing Co., Carrollton, O. The in- 
terceptor, called Carlton, is avail- 
able in four models—having flow 
rates of 5, 8, 10 and 15 gpm with 
grease capacities, respectively, of 
15, 27, 35 and 47 lbs. The units are 
fitted with both right and left-hand 
outlets; the unused outlet is cap- 
ped off. Weights of the units range 
from 17 to 35 lbs. 

Circle No. 39 on reply card. 





Grille, Register Line 

A line of extruded aluminum 
grilles, registers, linear diffusers, 
outside louvers and penthouses is 
available from Titus Manufactur- 
ing Corp., Waterloo, Ia. Available 
finishes in the line, termed Eagle, 
are brushed and etched satin, clear 
lacquer and custom anodized sur- 
faces. 

Circle No. 49 on reply card. 


Steel Check Valves 

A line of steel check valves de- 
signed for high temperature hot 
water service at 150 to 2,500-psi 
pressure ratings has been 
nounced by Combination Pump 
Valve Co., Philadelphia. The spring 
actuated valve closes automatic- 
ally to eliminate surge, hammer 
and backdrop. Its stainless steel 
valve disc is center guided above 
and below for a balanced lift. Two 
types of the valves are available 
in sizes ranging from 2 to 12 ins. 
in diameter. 

Circle No. 50 on reply card. 


an- 
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Offset Hex Wrench 

An offset hex wrench for use on 
hard to reach fittings and nuts has 
been developed by Ridge Tool Co., 
Elyria, O. The wrench having an 
I-beam handle 
hole, handles 
nuts. Its 
opening across 
Additionally, straight 
wrenches also. have been intro- 
duced to the Ripcip tool line. They 
are: No. 9 for %4 to 5g-in. nuts and 
No. 35 for 1 to 234-in The 
units have malleable housing. 

Circle No. 40 on reply card. 


with a hang-up 
drain 


maximum 


114-in 
have a 
flats of 


two 


up to 
jaws 
2% ins 


hex 


nuts 


Rheem Announces Taller 
Look in Water Heaters 


A straight-line gas-fired water 
heater in 30, 40 and 50-gal 
has been announced by Rheem 
Manufacturing Co., Chicago. Ap- 
pliance-styled, it can be installed 
in finished playrooms 
and kitchens. Also introduced by 
the firm is a new “slim” Copper- 
matic taller and with 
smaller diameter than its prede- 
cessor models of like 
The 30 and 40-gal. sizes have 
puts, respectively, of 45,000 and 
55,000 Btu which can supply 160 
to 180F water for laundry equip- 
ment and dishwashers 

Circle No. 51 on reply card. 


$1zes 


basements, 


heater, 


capacities 
in- 


Battery Drinking Fountain 
A battery drinking fountain 
heavy vitreous 
added to its 
Rundle Corp., 
This model 


tures 


china has 
line by Unive: 
New Castle, 
named the Cameo, f 
concealed hangers, a br 


strainer, two loose key 


comp! 


and a cast brass 


It has 


sion stops 


trap 


of 


be en 


al- 
Pa 
ea- 
as 
es- 


“p” 


two-stream mound 


building projectors and automati 


The 
, , 
face-mounted with an 


The 


stream control 


tain 1S 
back 


tegral exposed fitt 


‘ are chrome-plated 


Circle No. 41 on reply card. 
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ifli- 


ing 
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and drills; hydraulic pole 





Utility Body Announces Hydraulic Pole Derrick 


A hydraulic derrick that 
reaches 9 ft to either side from the 


pole 


truck’s chassis is 
Utility Body Co., 
Oakland, Calif. It is designed to 
go to the ground and apply 3,000 
to 4,500-lb 

lerrick-supported digger. 


center line of a 


vailable fron 


down pressure on a 


provides sheave heights of 25, 
and 29 ft the 


extension of 


Water Closet Carrier 

A carrier for residential wall- 
hung water closets has been added 
to its line by Josam Manufacturing 
Co., Michigan City, Ind. The unit 
fits closet bowls that have stand- 
ard bolt centers and also fits stand- 
ard plumbing wall construction. 
It can be adjusted vertically to 
meet floor variations. One carrier 
fits frame of slab construction. 

Circle No. 54 on reply card. 
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derrick side legs allows an addi- 
tional 2 ft in of the 
heights. It has a lifting capacity 
from 2,500 lbs with sheave at 
ground level to 12,500 lbs when it 
is at its maximum elevation. The 
unit body-loads 8,500 lbs and han- 
dles side 


each sheave 


reach position loads up 
to 3,500 lbs. Mounting platform is 
elevated by boost rams 


Circle No. 52 on reply card. 


Screw, Drill Tool 


tool that drives 
screws and does general-purpose 
drilling has been 
Black & Decker, Towson, Md. 
Called the Scru-Drill, it is 
equipped with a locking collar that 
permits conversion from its screw- 
ing direct drive for 
drilling. It drills holes up to 3-in 
diameter in steel and drives wood 
and_ self-tapping metal screws. 
Weight of the tool is 3% lbs. 
Circle No. 53 on reply card. 


A combination 


introduced by 


position to 


bee ee 
oF 


Utility Jacket for Boiler Introduced by Peerless 


A jacket for its Series 150 in- 
dustrial gas-fired boilers has been 
developed by Peerless Heater Co., 
Boyertown, Pa. Known as the 
Utility jacket, it can be installed 
after the boiler has been complete- 
ly assembled, including the piping 
and breeching. The same type and 
gauge of steel used in the firm’s 


Deluxe jacket is also used in the 
Utility model, which leaves the 
adjustable air shutters and cast 
iron base exposed without affect- 
ing the boiler’s operation. The 
boiler is manufactured in 33 sizes 
and is rated from 600,000 to 5,400,- 
000-Btu input. 
Circle No. 55 on reply card. 
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derrick available with side movement, enabling 9-foot reach... 





Automatic Relief Valves 

Two automatic temperature- 
pressure relief valves for insertion 
in hot tanks are 
available from Mansfield Sanitary 
Inc., Perrysville, O. They are de- 
signed to close after a 10F drop in 
water temperature and to 
water at pressures between 50 and 
200 psi. Constructed with red brass 
housing, the have Btu 
ratings of 150,000. Male and female 
outlets are 


water lines or 


relieve 


valves 


bo-in 
Circle No. 56 on reply card. 





Outdoor Reset Controller 

A line of outdoor reset type 
building heat controllers has been 
developed by Automatic Devices 
Co., Western Springs, Ill. Fixed 
or adjustable ratio models with 
dialed adjustment are available. 
The controller, Weather-Flo, ef- 
fects on-off action with 10-amps 
capacity at 115 or 230 v. Two- 
temperature units are available. 

Circle No. 58 on reply card. 
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Henry Designs Loader for Utility Tractors 


A new 
added to its line of earth moving 
Henry Manufactur- 
Topeka, Kans. The 


is designed for 


loade series has bes n 


equipment Dy 
ing Co., loader 
mounting on util- 
and it has a break- 
of 2,500 lbs 


ity tractors, 
away Capacity 
has one bucket 

model has 
Standard on 


and anotne) 


two Ducket cylinders 


New Bathtub Enclosure 
Folds Flat Against Wall 


A bathtub that folds 
flat against the wall has been in- 
troduced by Milligan Corp., Pitts- 
burgh 
polished aluminum, it fits recessed 
tubs 


enclosure 


Made of opaque glass and 


and _ stretches completely 
across the tub when in the closed 
The enclosure 
is 60 ins. high. The completely sus- 


pended unit rides on nylon wheels 


position standard 


with a self-draining footer acting 
as a guide; it has adjustable jambs 
on both sides. 


Circle No. 59 on reply card. 


both models are double acting lift 
ylinders 


Adapto1 
1+ 


provided to mount tne 


and bucket « 
brackets are 
(Sé¢ ries L-100) on 

lowing makes of tra 

Harvester 24 al 
Allis-Chalmers D-14, John Deere 
430W and 430U, Ford 600-800, 
Ferguson 35 Massey-Fergusor 
202, Oliver 550 and the Case 310 


Circle No. 57 on reply card. 
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Metal-Cutting Tool 

A tool that attaches to an acety- 
lene cutting torch to form holes of 
various shapes in metal plate has 
been developed by Or-O-Co Tool 
Co., Denver, Colo. It 


squares, 


cuts circles, 
odd-shaped 
holes and solid figures for welding 
fabrication. It will operate in con- 


rectangles, 


fined places to cut shapes from the 
smallest possible to more than 12 
ins. in diameter. The tool has a 
guide to attach to the torch head 
and a support to attach to the torch 
body. The support, adjustable in 
height, moves on wheels 


Circle No. 60 on reply card. 


Ultrasonic Dishwasher 

A dishwasher utilizing ultra- 
sonic sound waves to activate 
water for washing and rinsing has 
been developed by Narda Ultra- 
sonics Corp., Westbury, L.I, N.Y. 
Ultrasonics refers to sound waves 
that are above the audible-to- 
humans range—about 20,000 cycles 
per second and up. Named Van- 
guard, the dishwasher will be 
available at the end of the year. 

Circle No. 63 on reply card. 
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Rubber Pipe 

A line of flexible 
designed to 
noises has been announced by 
Mercer Rubber Co., Hamilton 
Square, N. J. The pipes are wire- 
and full-faced 
molded rubber flanges at both ends. 
Called Vibrafiex, they can be used 


working 


rubber pipes 


eliminate water line 


reinforced have 


where pressures do not 
exceed 250 psi and temperatures do 
not exceed 180F. Standard sizes are 
2 to 14-in. id and 24 to 
lengths. Pipe covers are abrasion 
and water resistant. Custom lengths 


60-in. 


and id dimensions can be had. 
Circle No. 61 on reply card. 


Roberts-Gordon Adds 


New Gas Furnace Series 


A series of compact, gas-fired 
warm air furnaces has been added 
to its line by Roberts-Gordon Ap- 
pliance Corp., Buffalo. The 20- 
gauge furnaces, available in 
85,000 100,000-Btu/hr input 
capacities, are built on a solid base 


steel 
and 


and can be installed on combustible 
floors. Full access door for heat ex- 
changer cleanout is provided with 
all of the parts accessible from the 
front. The units feature the firm’s 
Spreader Flame burner. 

Circle No. 64 on reply card. 


Swing Check Valve 

A redesigned heavy-duty bronze 
swing check valve to prevent back- 
flow in industrial steam, water, oil 
and gas service 
available from the R-P&C Valve 
Division of American Chain & 
Cable Co., Reading, Pa. The valve 
is not recommended for pulsating 
services. Installation may be in 
either vertical or horizontal posi- 
tion. The valve, rated for 125-lb 
saturated steam and 200-lbs owg, 
is available in %, %, 1, 1%, 1% 
and 2-in. sizes. It can be reground 


applications is 


without removal from the line. 
Circle No. 62 on reply card. 
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vibrating rubber pipe eliminates water line noises 
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Baseboard Radiation 

A. baseboard that is 
supplied with the damper vane as 
part of the unit 
Radiant-Ray 
Newington, Conn 


radiation 


an integral has 


been developed by 
Radiation Inc., 
It is available in six lengths from 
1'2 to 8 ft. The back 


panels are factory-lanced, and the 


radiation’s 


hanger assembly is held in place 
by two tongue hooks that fit into 
are pro- 


lubri- 


the lances; nailing holes 
also A 


cated cradle 


vided full-floating, 


is designed to accon 
modate expansion and contract 
of the finned tubing 


Circle No. 65 on reply card. 


Vitreous China Bidet 


Tost rir 
i€ co Di 


menting its Regency ensemble 


Ame} an 


A vitreous china bi 


been introduced by 
Standard’s Plumbing & 
Division, New York City 
the Margate, its hot and 
faucets regulate water ten pe 
and 
douche or flushing rim 
high, 1342 ins 
long 

Circle No. 68 on reply card. 
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Circle No. 66 on reply card. 
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Ag roco! 


pipe wl IS a\ 


tities for ccmmerclial use 


Blower-Coil Unit 
Fiberglas Two new sizes of Luxaire Bl 
wrap is available 
Skokie, Il. 


is used to 


wrap with 

and Cooling Coil combinatior 

for air conditioning have beer ! 

troduced by C. A. Olsen Ma: 

facturing Ci Elyria, O. The 

provide 34,000 or 55,300-Btu 
capacities They 


ducts to 


inne! 
Rhopac _Inc., 
Easy-Wrap, it 
pipes, to insulate hot 
cooling 


stalled with 


pipes and to help prevent 


ccns!sts of an inner 
conditioning 


sealing ccennected with 


ailable 


} 


wrap of tape 


Vapol 


in bulk furnace, duct steam o1 


and water r electri eating 
. , 
make a yea 


ystem Acces 


containing 


and 


compact pac kage 


of inne outer 
stallations are lable 
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Loader, Digger Utilize Common Frame, Power System 


A heavy-duty front end loader 
and a lightning detach power dig- 
ger employing a common 
frame and powered from a single 
hydraulic system have 
troduced by Sherman 
Inc., Royal Cak, Mich. 


sub- 


been in- 
Products 


® The loader has a breakaway ca- 
pacity up to 5,000 lbs and a lift 
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Tin-Antimony Solder 

A 95/5 tin-antimony solder for 
refrigeration and air conditioning 
applications where pressures up to 
500 psi are encountered has been 
added to its line of Swif paste type 
solders by Hercules Chemical Co., 
New York City. The Swif 95 solder, 
as it is called, with active flux in 
paste form, is recommended also 
for steam pressure up to 80 psi. 
The material, designed to clean as 
well as solder, flows at 468F. 

Circle No. 71 on reply card. 
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capacity up to 2,500 lbs. The digger 
has an uninterrupted pivot arc of 
188 degs., with a reach of 18 ft at 
grade and 12 ft below grade. 


® Available digging force is 19,250 
lbs from a hydraulic system rated 
at 15 gpm at 1,750 rpm, with an op- 
erating pressure of 2,000 psi. 
Circle No. 69 on reply card. 





Fertilizer Applicator 

A fertilizer applicator designed 
for underground sprinkling sys- 
tems has been announced by Proen 
Products Co., Berkeley, Calif. The 
Waterfeeder consists of a 1-qt fer- 
tilizer dispensing jar, topped with 
a metering valve, which is assem- 
bled on a sprinkler line above 
ground (see illustration). The cap 
of the liquid-fertilizer jar has %4- 
in. standard pipe connections with 
a union on one end. 

Circle No. 72 on reply card. 


Piloted Pressure Regulator 
A redesigned piloted pressure 
regulator for steam, water, air, oil, 
gas and chemical applications has 
been announced by OPW-Jordan, 
Cincinnati. The sliding gate and 
plate valve is suitable for pressures 
to 250 psi wsp and temperatures 
to 450F. It is available in % to 
2-in. sizes in bronze, cast iron and 
ductile iron housing with 
screwed ends. 
Circle No. 70 on reply card. 


valve 


Gas Heating Controls 

A line of controls for gas heating 
has been announced by Penn Con- 
trols Inc., Goshen, Ind. Combina- 
tion gas valves, automatic pilots 
and regulators (illustrated) are 
available in %-in. small, %-in. 
large and %4-in. sizes and may be 
supplied with manual opening, 
electric reset and 100 percent shut- 
off. Models less the pressure reg- 
ulator are available also as are 
slow-opening valve types. 

Circle No. 73 on reply card. 
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Automatic Water Softener 
An automatic water softener has 
Red Jacket 
Davenport, la 
Hydro-Syphon 
brining system designed to assure 


been announced by 
Manufacturing Co 


It features a 


complete regeneration every cycle 
A 12-day timing clock sets the 
softener for 12, 6, 4, 3, 2 or 1-day 
cycles. Another all- 
brass main valve with one moving 
part 

Circle No. 74 on reply card. 


feature 1S an 


Tube Turns Develops Non- 
Critical Piping Fittings 
A line of 


steel fittings and flanges designed 
for nominal-temperature, low-pres- 


light-wall stainless 


sure (150 psi or less), non-critical 
process piping has been introduced 
by Chemetron Corp.’s Tube Turns 
Division, Louisville, Ky. The line 
is called Pipe-Mate and is avail- 
able in 42 through 4-in. sizes. Il- 
lustrated are four methods for fab- 
ricating process piping connections 
with the fittings and flanges: (1) 
electric are butt welding; (2) silver 
brazing, using slip-on alignment 
connector; (3) inert glass shielded 
arc welding, with or without filler 
rod; and (4) flanged assembly. 
Circle No. 77 on reply card. 
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Centerset Faucet 

A 4-in. centerset faucet has been 
introduced by Royal Brass Manu- 
facturing Co., Cleveland. It 
with the firm’s 3-valve 
diverter and 900 series of bathroom 
fittings. The spout is 3% ins. from 


har- 
monizes 


the center of the supply line to the 
center of the and the 
male aerator is completely hooded 
by the The 
is of red brass, triple plated 
Circle No. 75 on reply card. 


spout outlet, 


spout one-piece unit 


Large-Capacity Water Heaters 
Two large-capacity oil-fired hot 


water heaters for applications in 


restaurants, multiple dwellings, 


small motels, schools, churches and 
similar institutions have been 
added to its line by Carlin Co 
Wethersfield, Conn. The 
of 65 and 70-gal 
and 


units are 


capacity, copper 
respectively, and 
supply general purpose 130F water 
180F water for sterilizing 


Circle No. 76 on reply card. 


glass-lined 


and 





Water softener regenerates itself up to 120 








Problems and_ their 
solutions as applied to 
actual cases of modern- 
izing hot water gravity 
heating systems are ex- 
plained in the 18-page 
booklet compiled from 
the pages of Domestic 
Engineering. Applica- 
tion diagrams and 
charts supplement 
clearly written tech- 
nical data. For your 
copy of this booklet, 
free to DE subscribers, 
please... 





Modernize hot water gravity heating systems 


Circle “Hot Water” on reply card. 











Recessed Furnace 

An improved model of its oil- 
fired wall furnace for home in- 
stallation in a recess or closet has 
been introduced by Heil-Quaker 
Corp., Nashville, Tenn. Rated at 
65,000-Btu output, the unit fea- 
tures extra heat saver baffles. The 
furnace can be converted into a 
central forced air heating plant by 
utilization of the firm’s packaged 
Distributaire prefabricated duct 
system. 

Circle No. 79 on reply card. 


198 


Regal Adds Straight-Line 


A newly styled group has been 
added to its Regal Dress-atory line 
of bathroom vanities by Regal 
Laminates Inc., Brooklyn. 


"The unit, called Straight-Line, 
has its cabinet built square to the 
floor and has flat sides and square 
self-edged doors. Formica doors 
are standard, but cane insert doors 
in modern or provincial design are 


Tankless Water Heater 

A gas-fired, twin-coil tankless 
water heater for commercial appli- 
cations requiring delivery of hot 
water at two temperatures has 
been introduced by Portmar Water 
Heater Co., Brooklyn. One coil 
supplies water at 140F for general 
use; the other delivers 180F water 
for sterilizer rinses. 

Circle No. 78 on reply card. 


Design to Dress-atories 


available as well as Wascolite in- 
sert doors. The cabinet is con- 
structed of waterproofed plywood 
with Formica on all exterior ex- 
posed surfaces. 


"To complement the line, the firm 
carries a range of accessories in- 
cluding matching medicine and 
utility cabinets. 

Circle No. 80 on reply card. 
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Vitreous China Urinal 

A vitreous china urinal called 
the Chalfont has been announced 
by Universal-Rundle Corp., New 
Castle, Pa. The unit is a siphon-jet 
pedestal urinal with 1'%4-in. top 
spud with integral rim for use with 
an exposed flushometer. It can be 
furnished with a 
flushometer. 

Circle No. 81 on reply card. 


also conc ealed 


Hot-Cold Water Bubbler 

A_ bubbler electric water 
dispenser that serves hot and cold 
water and refrigeration 
for food and beverages has been 
introduced by Cordley & Hayes, 
New York City. The unit delivers 
60 6-o0z 190F water per 
hour for instant hot beverages and 
enough 50F water for 60 or more 
persons per hour. The refrigerator 
measures 1 cu ft, and it has two 
ice cube trays. 

Circle No. 84 on reply card. 
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Solder Joint Valve 

Two models have been added to 
its line of No. 4 solder joint valves 
by Walworth Co., New York City. 
Units of 242 and 3-in 
additions to the valve and fitting 
manufacturing firm’s 125-lb bronze 


size are the 


gate valve. This valve previously 
was produced in sizes up to 2 ins 
only 


Circle No. 82 on reply card. 


Softy Produces New Line 
Of Water Softeners 


A tank-within-a-tank water 
conditioner that automatically re- 
generates itself up to 120 times on 
a single filling of salt has been of- 
fered by Softy Inc., Franklin Park, 
Ill. Regeneration is controlled elec- 
trically by a 12-day clock, timer 
and poppet-type 4-way valve. The 
unit, softening 100-grain hardness, 
utilizes 242 lbs of salt per regen- 
eration. The 14-model line includes 
the 12-in. diameter Slimline (illus- 
trated) and split tank models for 
institutional and industrial instal- 
lations 


Circle No. 85 on reply card. 


Tank-Mounted Water Systems 
A line of 


wate! 


412-gal tank- 


systems 


mounted 
that are self-prim- 
ing has been introduced by Goulds 
Seneca Falls, N.Y. The 


units available with 


Pumps Inc 
packaged 
shallow or deep well pumps, have 
1,050 gph at 
depths and 830 gph at 90-ft depths 
Motors are 3 or % hp 


Circle No. 83 on reply card. 
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Gas Conversion Burners 


A series of power inshot gas con- 
version burners in two basic 
models, with inputs of 75,000 to 
225,000 Btu and 150,000 to 400,000 
Btu has been announced by Barber 
Manufacturing Co., Cleveland. The 
burners, having 4-in. tube diam- 
eters, are available in 5, 8, 10 and 
15-in. blast tube lengths and are 
provided with either adjustable 
stand mountings. One 
feature is an outside pushbutton 
igniter. 

Circle No. 86 on reply card. 


flange or 


Extended-Top Vanity 

An extended unit top vanity 
named Starline has been designed 
by Standard Steel Cabinet Co., 
Chicago. The cabinet under the 
wash bowl can be supplied as a 
concealed clothes hamper or with 
closed door shelving. The vanity 
is available in two sizes, 36 and 
42 ins. with either right or left- 
hand extensions. Finished in Pi- 
onite, it comes in seven colors. 

Circle No. 89 on reply card. 
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One-Piece Air Chamber 

A one-piece, ready-to-use air 
chamber to eliminate water ham- 
mer has been designed by the 
Wolverine Tube Division of Cal- 
umet & Hecla Inc., Allen Park, 
Mich. Called Tap/Trap, it is avail- 
able in 6 and 12-in. lengths with 
a volume per cu in. of 3.78 and 
7.87, respectively. Over-all diam- 
eter of the air chamber is 1 in. 
which is reduced to '% in. at one 
end where it is to be soldered into 
the water line. 

Circle No. 87 on reply card. 


Shallow Well Pumps 

A self-priming pump for shallow 
wells has been introduced by Dem- 
ing Co., Salem, O. It is called the 
Majorjet and has a 195 to 750-gph 
pumping capacity. Its shaft is of 
stainless steel, and its impeller and 
diffuser are of Fianite. The water 
system, furnished with a variety of 
tank designs and sizes, has a 2 or 
14-hp motor that features a built- 
in thermatron and automatic reset 
for overload protection. A line of 
accessories is available. 

Circle No. 88 on reply card. 


Safety Catches Added to McCabe-Powers Trucks 


Door safety catches have been 
added as standard equipment fea- 
tures on its Service-Master Bod- 
ies by McCabe-Powers Body Co., 
St. Louis. 


™The safety catches are designed 
to assure positive latching even 
when doors on the body unit are 
not fully closed. The latch assem- 


bly fits above a door’s cylinder 
lock. The Service-Master Body, 
which is used to carry materials 
for away-from-the-shop _ service 
work, is manufactured in two 


models. 


"They can be mounted on %, %, 
1 and 1%-ton chassis. 
Circle No. 90 on reply card. 
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Electric Wall-Mounted Cooler 

An electric, self-contained 
which 
wall and off the 
floor has been announced by Tem- 
prite Products Corp 
Mich. The unit, delivering 13 gph 
of 50F water, is called Wall-Temp 
and is and 24 
from 13 ins 
the bottom 


is set 8'4 ins. from the 


drinking water cooler 


yunts flush to a 


Birmingham, 


1534 ins. wide 


Ins 
high. Its depth tapers 
at the top to 9 
The bubbler 
back 
the cooler’s cabinet 


Circle No. 91 on reply card. 


ins. at 


Plumbing is concealed within 


Pipe Suspension Products 
Two have 
3,900-item pipe 
Fee & Mason 


Manasquan, 


light-duty 
added to 
suspension line by 

Manufacturing Co., 
N.J universal 
insert, 


products 


been its 


One is a 
the clevis 
hanger for installation in residen- 
tial units, plants, 
commercial establishments, air con- 
ditioning 


concrete 
and other is a 


light industrial 
and 
steam and air lines 

Circle No. 93 on reply card. 


units gas, water, 
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Wilson Designs Mechanical Condenser Tube Cleaner 


An 


cleane1 


electrically driven tube 
for conditioning 
refrigeration equipment has been 
developed by Thomas C. Wilson 
Inc., Long Island City, N.Y. The 
cleaner, operating on a 1o-hp 
is equipped with two 25-ft 
flexible shafts to clean condensing 
tubes of od. A shaft is 
pulled through each tube; as the 
shaft is the tube re- 
ceives a second brushing. Besides 


air and 


motor, 
varying 


withdrawn, 


Relief Valves 

A series of temperature pressure 
relief valves for water heaters has 
been announced by A. W. Cash 
Valve Manufacturing Corp., Deca- 
tur, Ill. Available with relief set- 
tings from 50 to 200 psi, the Cash- 
Acme valves be 
test 
without 6-in 


can had with o1 


without levers and with o1 


stems and '2 or %%4- 


in. male inlet connections. Housing 
is of cast bronze 


Circle No. 94 on reply card. 


the brush attachment, a_ scale 
cutter 
of the cleaner has been set up ir 
New York's Statler Hilton Hotel 
Like a miniature inclined railroad 
the on 
and placed on rails attached to < 
ramp up the 


room 


is available. One applicatior 


cleaner is mounted 


set between 
boiler 
sers’ 


cleaning 


supporting 
is done twice yearly 
Circle No. 92 on reply card. 


Semi-Rigid Drainage Pipe 


A drainage pipe made of a semi- 


rigid compound has been produced 


& Cable Co., 


by Triangle Conduit 
New Brunswick, N.J 
weight termed 


is designed to 


The light 
pipe is 
and be 


and corrosion-proof and 
resistant. It be 


handsaw 


can cut with 
the 
method is employed for joining The 
pipe 

Circle No. 95 on reply card. 
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is non-toxk 
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rollers 


i 


hotel’s 
wall and the conden- 
structure. The 


Root-Pruf 
crush, leak 
impact 


solvent weld 








Sliding Cutting Board Extends Countertop Area 


A cutting board grooved to slide 
back and forth on any of its 14-in.- 
wide Carlton sink bowls has been 
designed by Carrollton Manufac- 
turing Co., Carrollton, O. Made of 
edge-grained rock maple, the 
board measures 9 by 15 ins. The 
accessory extends countertop work 


T, 


area and allows trimmings to be 
scraped directly into a food waste 
disposer. It is recommended for 
preparing fruits, vegetables and 
frozen foods, trimming meats and 
cleaning fish and fowl, preparing 
sandwiches and slicing bread. 
Circle No. 96 on reply card. 


New Flow Regulators 
Introduced by Taco 


A line of flow regulators in eight 
sizes from 2 to 8-gpm capacities 
has been announced by Taco Heat- 
ers Inc., Cranston, R. I. Bodies are 
of brass and tapped \% in. for sizes 
through 4 gpm and 34 in. for the 
larger sizes. Control is obtained 
by the change in size and shape of 
the orifice in the rubber member 
(as indicated in the illustration). 
They are designed for use in a 20 
to 125-psi pressure range and for 
up to 160F temperatures. 

Circle No. 98 on reply card. 
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Redesigned Balicock 

The standard and anti-siphon 
models of its Hushflio ballcock have 
been re-designed by Brass-Craft 
Manufacturing Co., Detroit. Two 
features of the unit are quietness 
in operation and fast tank refill. 
No adjustments are necessary from 
5 to 120 psi. It has two moving 
parts only. 

Circle No. 97 on reply card. 


Diaphragm Pumps 

A line of diaphragm pumps in 
the 1% to 4-in. size range for seep- 
age and dewatering applications 
has been announced by Barnes 
Manufacturing Co., Mansfield, O. 
The line offers capacities from 
3,500 to 6,000 gph at 5-ft lifts. The 
compact, lightweight pumps are 
available on wheels or skids with a 
variety of options for gasoline or 
electric power. 

Circle No. 99 on reply card. 
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Tub Enclosure 

A 5-ft tub enclosure called the 
Venus has been added to its com- 
petitively priced line by Shower 
Door Co. of America, Atlanta, Ga 
The to fit 5-ft 
recessed bathtubs, and it is glazed 


enclosure is made 
with heavy 7/32-in. rolled glass in 
Simplex pattern and is finished 
Brite Alumilite. 

Circle No. 100 on reply card. 


Pressure Control 

A pressure control recommended 
for applications 
(not injurious to silvei 
solder) has been designed by Mer- 
Corp., Chicago. Adjustable 
operating range is 1 to 20 psig with 
a fixed 0.5-psig differential. It fea- 
tures external adjustment, repeti- 
tive trip point, visible calibrated 
dial with pointer and visible mer- 
cury contact. 

Circle No. 103 on reply card. 


involving gases 
steel or 


coid 
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Flow Indicator 

A hydronic device for indicating 
the flow of water in gallons per 
minute through a hot water 
ing or air conditioning installation 
has been developed by Bell & Gos- 
sett Co., Morton Grove, Ill. It is 
called the Thermoflo Indicator and 
ranges in size from 1 to 3 ins. and 


heat- 


up to 300 gpm 
Circle No. 101 on reply card. 


WasteKing Introduces 
Two Dishwasher Lines 


Two 
having eight models have been in- 
troduced by WasteKing Corp., Los 
Angeles. The lines are termed De- 
] s - j " ¢ | b Soe 
luxe and Custom, and both feature 
quiet 


lines of dishwashers each 


operation, large capacity, 
racking designed for flexible load- 
ing and a corrosion resistant poly- 
vinyl tank and door coating. Both 
lines are with change- 


able front panels in a variety of 


available 


colors as well as in stainless steel, 


copper and natural wood. Plastic 
or wood front panels are available 
for finishing to match existing cab- 
The Deluxe line of 
includes under-counter, 
free-standing, convertibl« 
Convert-Table models 


Circle No. 104 on reply card. 


inetry dish- 
washers 


and 


e 


4 


Gas-Fired Water Heater 

A gas-fired 
signed primarily for 
having height problems has been 


water heater de- 


installations 


introduced by Pennsylvania Range 
Boiler Co. The Bradford Short, as 
it is called, is a 


40-gal. glass-lined 


heater, 60 ins. in height and 20 ins 
wide. It has a recovery rate of up 
to 28 gals. at 100F 


Circle No. 102 on reply card. 





BATHTUBS and bathroom designs in 
four models and sizes are featured 
four-color brochure 
available from Lawndale 
ing Co., Aurora, III 


Circle No 


in a new 


Enamel- 
106 on reply card. 


PUMP SELECTION is simplified with 
coding system in a full- 
color catalog issued by The F. E. 
Myers & Bro. Co., Ashland, O. 
Circle No. 107 on reply card. 


a color 


VALVE REFERENCE data for hydronic 
heating systems is available in wall 


chart form from A. W. Cash Valve 


Manufacturing Corp., Decatur, III. 
Circle No. 108 on reply card. 


WOOD KITCHEN ideas and illustra- 
tions are shown in a pocket-size 
booklet published by the National 
Institute of Wood Kitchen Cabi- 
nets, Chicago 

Circle No. 109 on reply card. 


CLOSET CONDENSATION and how to 
cure it are explained in a folder the 
size and shape of its thermostatic 
valve issued by Kohler Co., 
Kohler, Wis. 


Circle No. 110 on reply card. 


McDonnell Book Covers Liquid Level, Flow Control 


flow control 
are covered in a 24-page booklet 
published by McDonnell & Miller 
Inc., Chicago. Titled “Special Ap- 
plications of McDonnell Products,” 


Liquid level and 


MSDonnell Flow Switch 
(closes circuit on flow) 


the booklet contains 21 case stud- 
ies, including engineering data and 
schematic drawings to show typ- 
ical hookups. 

Circle No. 122 on reply card. 


APPLICATION DRAWING, typical of many in the new McDonnell engineering 


reference booklet, shows how the 


firm's 


flow switch closes the circuit in a 


chilled water system should the circulating pump be stopped for any reason. 
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PUMP MOTOR data for check-out 
purposes on its submersible pumps 
has been issued by Goulds Pumps 
Inc. in a pocket-size booklet 

Circle No. 111 on reply card. 
BOILER RATINGS of packaged fire- 
tube units made by member firms 
are listed in a booklet issued by 
the American Boiler & Affiliated 
Industries, New York City. 

Circle No. 112 on reply card. 


PLASTIC PIPE and fittings, including 
application data, are covered in a 
catalog issued by Crescent Plas- 
tics Inc., Evansville, Ind. 

Circle No. 113 on reply card. 


UTILITY FORK LIFTS are described in 
a bulletin available from the J. I. 
Case Co., Racine, Wis. 


Circle No. 114 on reply card. 


PUMP BULLETIN covering its 
line of pumps and packaged water 


new 


systems for shallow wells has been 
published by the Deming Co., 
Salem, O. 

Circle No. 115 on reply card. 
FLEXIBLE SUPPLY connections are de- 
scribed in a brochure for specifiers 
Brass-Craft Manufac- 
turing Co., Detroit. 

Circle No. 


issued by 
116 on reply card. 


FUEL OIL and home heating indus- 
try information are covered in a 
booklet issued by the National 
Fueloil Council, New York City. 
Circle No. 117 on reply card. 


GAS AIR CONDITIONING sales pro- 
motion and techniques are ex- 
plained in a booklet offered by 
Arkla Air Conditioning Corp., 
Little Rock, Ark. 

Circle No. 118 on reply card. 


PLASTIC PIPE FITTINGS catalog sheets 
covering its line of adapters, 
couplings, inserts, etc. have been 
issued by Industrial Plastic Fit- 
tings Division, R & K Plastic In- 
dustries Co., Towson, Md. 

Circle No. 119 on reply card. 


HEAT TRANSFER and its problems 

are discussed in a bulletin by 

Sellers Engineering Co., Chicago. 
Circle No. 120 on reply card. 


BLUEPRINT FILING systems are de- 
scribed in a catalog issued by Plan 
Hold Corp., South Gate, Calif. 


Circle No. 121 on reply card. 
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Rotary-Type Valves 

Wall-Hung Cooler 

Stainless Steel Sink 

Thermostatic Water Mixer 6—183 
Plastic Insert Fittings.... 7—183 
Air Conditioners 8—183 
Pumps, Water Systems... 9—183 
Furnace Cleaner 

Ductile Iron Gate Valves. . 
Cellar Drainer 
Washdown Water Closet.. 
Room Thermostat 
Oil-Fired Water Heaters. . 
Nailing Attachments 
Water Systems 

Masonry Drill-Anchor ... 
Electric Drills 

Gaslight Loudspeaker .... 
Vertical Jet Pumps 21—186 
Pump Switch 22—186 
Sprinkler Systems........ 23—186 
Manual Starter 


11i—184 
12—184 
13—184 
14—184 
15—185 
16—185 
17—185 
18—185 
19—186 
20—186 


Gas-Fired Water Heater.. 
Space Heaters 

Portable Drill Machine... 
Circulator Valve 
Stainless Steel Ballcock... 
Drive Tool 

Freon Leak Detector 
Stainless Steel Strainer... 
Humidity Indicator 
Postforming Jig 

Water Heater Controls... 
Sealing Compound 
Condensing Units 

Turret Laboratory Fixture 38—190 


25—187 
26—187 
27—187 
28—187 
29—188 
30—188 
31—188 
32—188 
33—189 
34—189 
35—189 


Tubing Insulation 

Plastic Pipe 

Venturi Adapters 

Gas-Fired Furnaces 

Pipe Insulation 

Insulated Staples 

Grease Interceptor 

Offset Hex Wrench 

Battery Drinking Fountain 41—191 
Grille, Register Line 
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Steel Check Valves 

Hot Water Heaters 
Hydraulic Derrick 
Screw, Drill Tool 

Water Closet Carrier 
Boiler Jacket 

Automatic Relief Valves.. 56—193 
57—193 
58—193 
59—193 
60—194 
61—194 


Outdoor Reset Controller. 
Shower Enclosure 
Metal-Cutting Tool 
Rubber Pipe 

Swing Check Valve 
Ultrasonic Dishwasher ... 
Gas-Fired Furnaces 
Baseboard Radiation 
Pipe Wrap 

Blower-Coil Unit 
Vitreous China Bidet 
Loader and Digger 
Piloted Pressure Regulator 70—196 
Tin-Antimony Solder 

Fertilizer Applicator 

Gas Heating Controls 

Automatic Water Softener 74—197 


63—194 
64—194 
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Centerset Faucet Water Softener Semi-Rigid Drainage Pipe 95—201 
Water Heaters Gas Conversion Burners. . Sliding Cutting Board.... 96—202 
Non-Critical Pipe Fittings 77—197 One-Piece Air Chamber.. Redesigned Ballcock 

Tankless Water Heater... 78—198 Shallow Well Pumps Flow Regulators 

Recessed Furnace Extended-Top Vanity .... Diaphragm Pumps 

Dress-atory Group Door Safety Catches Tub Enclosure 

Vitreous China Urinal.... Wall-Mounted Cooler .... Flow Indicator : 
Solder Joint Valve Condenser Tube Cleaner. . Gas-Fired Water Heater. .102—203 
Water Systems Pipe Suspension Products 93—201 Pressure Control 103—203 
Hot-Cold Water Bubbler. 84—199 Relief Valves Two Dishwasher Lines. . . .104—203 


Handy Index to Ads Appearing in this Issue . . . 


The following list of advertising matter is classified by subject and listed by page 
number. For information on any item listed here, first refer to the page and then 
fill in the page number and advertiser's name on the attached reply card. 


Advertised Item Page No. 

Air conditioning Brass goods, finished.......28, 119 Copper tubing 19, 75, 83, 144 

Anchor bolts 248, 254, 265, 277 145, 169, 179 

Associations Cast brass fittings Customers’ relations 

Balancer fitting Cast iron soil pipe Dishwashers 

Ball cocks Catalog directory Drainage fittings bronze ... 

Baseboard radiation. .142, 255, Check valve Drinking fountains ......... . 250 

Bathroom accessories ....222, Circulating pumps Earth moving equipment .. 25, 84 

Bathtub hangers Clay pipe } 85, 211, 236, 259 

Boilers 22, 152, 161, 162, Cooling & heating units Evaporator pressure regulators. .9 
219, 235, Copper tube fittings (Please turn the page) 


Circle numbers for free information on items in this issue Ser eiditendt tefennetion 
June 1959 Issue This card void after September 1, 1959 on advertised products, 


write in the manufacturer's 
NEW PRODUCTS 1 2 3 4 5 6 7 8 91011 1213 1415 16 17 name and page number ad 
18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 2 oo gnc aaa 
35 36 37 38 39 40 41 42 43 44 45 46 47 48 49 50 5) 

52 53 54 55 56 57 58 59 60 61 62 63 64 65 66 67 68 
69 70 71 72 73 74 75 76 77 78 79 80 81 82 83 84 85 
86 87 88 89 90 91 92 93 94 95 96 97 98 101 102 
103 104 105 


LITERATURE 106 107 108 109 110 111 #112 #113 #41314 «115 116 
117. 118 119 120 121 #122 #4123 «#124 #4125 #4126 127 #128 #129 130 
131 132 133 134 135 136 137 


FREE MANAGEMENT, TECHNICAL AND SELLING AIDS 
Please circle: Technical Tips Hot Weather Prescriptions Poster 

Erickson Hot Water 
Two-Furnace Heating “Blushing Betty” Toilet Seat Kit 


Name Title Contractor 








Company Wholesaler__ 
Address Mfrs. Rep. 














City Zone a ae 








Handy Index to Ads Appearing in this Issue 


Advertised Item Page No. 


(Continued from page 207) 
Flexible supplies 
Float control valves 


Flush valves 

Frost proof hydrants 

Fuel oil filter 

Furnaces 

Gas conversion burners 

Gas valve 

Globe valves ............ 5, 29, 177 
Heat transfers 

Heating controls ............ 68, 69 
Humidifiers 

Incinerator 

Laundry tubs 

Laundry tray pumps 

Medicine cabinets 

Neoprene gaskets 

Oil burners 

Oil heat supplies 

Parts cabinet 

Pipe fittings, steel 


Plastic insert fittings 

Plastic pipe 

Plastic tops 

Plumbers brass goods ......... 243 

Plumbers level 

Plumbing drainage products .. 

Plumbing fixtures 50, 51, 73 
74, 138, 180, 238, 256 

Polyethylene 

Porcelain sinks 

Power tools 

Publications 


Radiation 
Relief valves 
Roof ventilators 
Root destroyer 
Sales aids 


Shower receptors ......... 260, 265 
Shower stalls 26, 27, 247 
24 


Sink spray attachment 


Stainless steel sinks ......219, 232 
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31, 62, 63, 120 
121, 175, 217, 271 
Stop & drain valves 
Strap wrenches 
Stud driver 
Sweat valve 
Sweating torches 
Tank ball guide 
Temperature-pressure relief 

valves , 

Testing devices 

Toilet seats 

Trucks 

Water conditioners 

Water heaters ....46, 47, 251, 255 
Water heater controls 

Water heater flow control 

Water system accessories 

Water systems 

55, 122, 139, 140, 150 


Steel pipe 


Zone baseboard heating 
Zone control valves 
Zone heat controls ...146, 147, 170 
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Seen is the Ohio Manor Motel’s beautiful 
avacado-shaped pool completed by Mr 
Kemp in 1958. Pool measures 18/ x 24/ x 
42’, features underwater lights, built-in 
skimming filters, all stainless steel equipment 


DoMESTIC ENGINEERING, JUNE 


... Alton R. Kemp, one of the nation’s top pool builders, 
cites basic savings offered by Republic Plastic Pipe. 


“We've been using Republic’s Flexible Plastic 
Pipe for three years,”’ says contractor Alton R. 
Kemp, Kemp Nature-Curve Swimming Pool 
Company, Cleveland, Ohio. “Piping costs vary 
with the size and placing of a pool. Neverthe- 
less, we know this plastic pipe is saving us 
$100 or more per installation. 

“Plastic pipe costs less to buy, far less to in- 
stall. Joining is done with insert fittings and 
stainless clamps. A screwdriver and handsaw 
are the only tools we need. And, since plastic 


pipe can freeze without breaking, lines don’t 


REPUBLIC 


have to be located so deep in the ground. 

“My experience is that Republic's Plastic 
Pipe won't corrode. It stands up under the 
heaviest concentration of chemicals used in our 
swimming pools. As a result, the pool owner 
enjoys lower maintenance costs.” 

You'll find dozens of money-saving uses for 
Republic SRK (Semi-Rigid A.B.S.) as well as 
FE (Flexible Polyethylene) Plastic Pipe in all 
water-carrying installations. Contact your 
nearest Republic distributor for complete in- 


formation. He will welcome your call. 


STEEL ©) 


SQL, Pioneer tn Pbastic Tibubar. Podiiolg 
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DUNKIRK BLUE CIRCLE GAST 
IRON BOILERS FOR OIL, Gas 
AND COAL, STEAM OR HOT 
WATER 
































SLENDER TUBE 
CAST IRON RADIATORS 


KILTIE FIN TUBE 
BASEBOARD RADIATION 


DUNKIRK CAST IRON 
BASEBOARD RADIATION 


NATIONALLY FAMOUS 
Nee 3340) 1133 


SELL. 

MORE 
MODERNIZATION 
JOBS 

WITH 


BOILERS AND RADIATION 


Every home owner with an obsolete heating system is your 
prospect...nearly every home alteration job needs more 


heating equipment. 


DUNKIRK CAN HELP YOU TURN PROSPECTS 
INTO CUSTOMERS...for enlarging, altering or com- 
plete replacement of old, inefficient heating systems, 
DUNKIRK has Boilers and Radiation matched for eco- 


nomical performance. 


FOR REVAMPING JOBS needing only additional radi- 
ation or new boilers...for completely new modern 
HYDRONIC* heating systems, DUNKIRK is your one 


source of supply for Boilers, Radiation and Accessories. 


IT MAY SURPRISE YOUR CUSTOMERS TO 

LEARN THAT THEY CAN ENJOY THE COM. 

FORTS OF HYDRONIC* HEAT AT LOW COST. 

LEARN HOW DUNKIRK CAN HELP YOU GET 

THIS BUSINESS BY WRITING FOR BULLETIN 
DE-1158-A 


*H YDRONICS—the science of heating and cooling with water. 
DUNKIRK RADIATOR 
c °o Q P ° R a T i °o N 


DUNKIRK, NEW YORK 


Member of the Institute of Boiler and Radiator Manufacturers 
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stopped us COLD 'till we brought 


in our two CAS E. 4420's" 


E. E. Olels, Seattle, Wash. General 
Contractor, reports that his two Case 
420 backhoe-loaders, with torque- 
converter drive, literally “saved the 
day” recently, when one of his jobs 
got “bogged down” in mud. 


Olels had planned to use large truck- 
mounted backhoes to dig sewer and 
water lines for a 550-home subdivi 
sion at nearby Renton. Heavy rains 
turned the site into a “sea of mud”’. 
The big machines couldn’t be moved. 
In desperation, Olels brought in his 
two Case 420’s. Much to the amaze- 
ment of everybody, the two rigs 
plowed right through. .. dug 30,000 
ft. of trench 314 to 61% ft. deep... 
enabling Olels to complete his con 
tract on schedule. 


Torque converter 
makes the difference 


Operators W. D. Code and Conrad 
Staltz, credited the outstanding per 
formance to torque-converter drive, 
which gives the “420” double the 
power and traction of conventional 
wheel rigs. Combination of torque 
converter and 148-cu. in. Case en 


gine, develops up to 6 tons of smooth 
driving power, which adjusts to 
changing loads instantly, auto 
matically — without clutching, shift 
ing or stalling. 


“We knew the Case 420 was a won 
derful tractor, but we really didn’t 
appreciate its true value until we 
got on this job,” Mr. Olels stated 
“These two machines did a job in 
mud and water that couldn’t have 
been done by any of the other rigs 
in our equipment fleet.” 


You, too, can save time, trouble 
and profit by having a Case 420 
backhoe-loader on hand when you 
need it for digging house service 
connections, septic systems and 
drainage lines. Ask your Case In 
dustrial Dealer for a free demon 
stration, or mail the handy coupon 
at right for free literature 


CASE. 


J. 1. CASE CO., RACINE, WIS. 


Exclusive Case hydraulic foot-controlled 180° swing 
gave Olels’ operators precise control for lowering 
12” diameter pipe sections into trench. ‘'420's 
also carried pipe through axle-deep mud to site 


CLIP AND MAIL TODAY 


J. 1. CASE CO., Dept. F1719, Racine, Wis. 


Send literature on “420” backhoe-loader 


Have local dealer call to orrange 
free demonstration 
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News. . . continued from page 82 


BIRD’S-EYE-VIEW: Located on a 72-acre site, the new Scovill Tube Mills plant 
is now producing straight-length copper tube up to 200 feet long. The 293,000 
square foot plant represents an approximate investment of $10 million. 


OVERHEAD CRANE’S-EYE VIEW shows one of the three main crane bays in the 


new ! 


4-mile long plant. Solid copper ‘billets’ 


start at one end, come out 


at the other as finished tube and pipe, packaged and ready for shipment. 


Scovill Builds New Plant in Bid for 
Bigger Share of Copper Tube Market 


New Mitrorp, Conn.—The com- 
pletion of a new $10 million plant 
here will mark “the expansion and 
rebirth of Scovill 


Co. as one of the nation’s top pro- 


Manufacturing 


ducers of copper and brass tube.” 

“For years tube production was 
a minor part of our main mill plants 
in Waterbury, Conn.,” DE was told 
by Selden Williams, president of 
Scovill, during the plant’s recent 
opening-day ceremonies. “It is now 


reborn as a separate and fully in- 
tegrated operation standing square- 
ly on its own feet.” 
aThis is the first time the 157- 
year-old company has gone outside 
the historic “Brass City” of Water- 
bury to establish a primary metal 
producing plant. 

The company has produced cop- 
per-base-alloy tube for the past 
39 years and marketed plumbers’ 


MODERN PACKAGING facilities are 
as much a part of the new mill in- 
stallation as the automatic machines. 


FINISH-DRAW BENCH: This unit is cap- 
able of handling up to five 200-foot 
lengths of tube in one operation. 


brass through its Waterville Div. 


Located on a 72-acre site, the 
main building is 1,150 feet long. 


“The falls 


three crane bays, one for each of 


general layout into 


three categories—copper tube and 


(Please turn to page 214) 


S. T. Williams 
President 


C. P. Goss 
Vice President 
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Centrifugal Roof Ventilator provides quiet, high- 
volume ventilation. Streamlined, compact, easy 
to install. Inlet cones and wheel rims are aero- 
dynamically correct, provide smooth air flow, 
quiet operation. Resilient mounting minimizes 
vibration. Unit shown has maintenance-free, 
weatherproof spun aluminum housing. Com- 
plete range of 16 fan sizes from 7” to 40” wheel. 


0 


Now! All your ventilator needs 
from one reliable source -Trane ! 


New sidewall ventilators make the 
Trane line more complete than ever! 


When you need a ventilator—centrifugal or axial roof or 
sidewall—for school, commercial, factory or warehouse 
application, you can choose the one you need from the 
complete TRANE line. There are models to handle any 
large building ventilating problem— including venting of 
explosive and corrosive fumes and gases. And these 
TRANE ventilators are easy to install, easy to maintain. 
Motors are readily accessible for inspection and service. 

Other TRANE ventilating equipment includes the fa- 
mous Torrivent that heats and ventilates; TRANE Coils; 
a complete line of Class I, II and III Fans; TRANE Utility 
Fans and Cabinet Fans. 

So when you plan your next ventilating installation, 
turn to TRANE. One reliable source for the equipment 
you need pin-points responsibility, simplifies ordering 
and delivery, too. For complete specifications on TRANE 
ventilators, call your nearby TRANE Sales Office. Or 
write TRANE, La Crosse, Wisconsin. 


 f 


“ 


‘ 








Sidewall Ventilator handles large volume of air against statix 
pressures. Exclusive bottom louvered discharge away from 
building provides positive protection against driving rain and 
snow. Cap and base are of lightweight, weatherproof spun 
aluminum. Complete range of sizes, 7 15” wheel 


Axial Roof Ventilator features exceptionally w silhouett 
Aerodynamically correct inlet and hood design provid 
i 


highly efficient movement, reduces power consumption. Avai 


able for exhaust or summer supply lso vertical exhaust 
type to discharge hot or dirty air straight ' way from roof 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR 
CONDITIONING, HEATING, VENTILATING 
AND HEAT TRANSFER EQUIPMENT 





News... continued from page 212 


ANOTHER 


SYSTEM 


HELPING SPREAD THE WORD: Moving along at the local level is 


has been 


Assn 


pre-presentation 


groups that 


Shield 


meeting in 


Conditioning Silver 
Le) a 


Randall 


ville Gas Co 


Nelson association sublic 
' 


Ruc kel 


members of the 


and Victor 


Winters, all 


james 


oriented to the 
program to 
Nashville 

relations 
Charl 


local 


one of the 
& Ajr 
Meeting 
left to 


National Warm Ajr 


upgrade the 


Heating 
industry 
Tenn recently ore right 
Nash 


seated 


Silver Shield 


Durham ers 
Earl 


committee to promote 


director 


Graham Travis and 


Plan for Upgrading Warm Air Heating 
Systems Gains Nationwide Momentum 


The Silver Shield 


program designed to upgrade forced 


CLEVELAND 


warm air heating and air condition- 
ing installations moved forward on 
fronts last month. It 


several was 


Names in the News 


Robert Cross has been appointed 
sales manager of Bermico Division 
of Brown Co., Boston. 


Mt. Hawley Manufacturing Co., 
Ill., the 
promotion of Andrew Schuyler to 


Aurora, has announced 


national sales manager 

James McCarthy has been ap- 
pointed general sales manager of 
Royal Seats Inc., Newnan, Ga 


L. H. Hoelter has 


manager of 


been named 


sales water softene: 


products for the Permaglas Divi- 


214 


presented to heating contractor 

in Philadelphia, Grand Rapids, 

Mich Niagara Falls, N.Y 
Silver Shield is a promotion pro- 


the National 


and 


gram de \ eloped | \ 


sion of A. O. Smith Corp., Kanka- 
kee, Ill 


Robert White has been appointed 
Walworth 


advertising manager of 


Co., New York City 


Lee Nutter has been named vice 


A. L. Schuyler 
Mt. Hawley 


R. E. Cross 


Bermico 


Scovill Builds New 
Copper Tube Plant 


Continued from page 212) 
pipe, heat exchanger tube and gen- 
Cha- 


and 


eral commercial tube,” said 


uncey Goss, vice president 


general manager of the mills di 
Vision 


“The mills 


with complete 


new have been set up 


integral-unit work 
centers instead of the usual ‘central 
process 


operation with its duplica 


tion of similar equipment in one 


Goss said 


I'he opening of thi 
eet 


plant re 


our confidence in the dynan 
ic growth of the 


ahead 


demand for 


nation during the 
and in the expanded 


oul product cle 


pits 


VY import Cros added 


Warm Ai 
tioning Assn 
SOE DE for 


The program 


Heating & Ai: 
(For complete detail 
102.) 

had been 

Nash 

Michigar 


swarm all 


Condi 
January, page 
previously 
pire sented to 
ville Tenn 


state 


contractor in 
and at the 
University’ heatin 


and air conditioning conference 


eContractors wholesalers and 
manutacturers 


the 


representatives all 


ovel country will eventually 
hear how they can set up the pro- 
gram in their own communities 


Randall Nelson, 


public relations for the 


said director ot 


association 


president of marketing for Holly- 
General Co., Division of Siegler 
Corp., Pasadena, Calif 


Trane Co., La Crosse, Wis.. 
William Lindsay 


manager of the package equipment 


has 


appointed sales 


(Please turn to page 216) 


‘4:2 % 


L. H. Hoelter 


Permaglas 


J. McCarthy 
Royal 
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Tight as a NEWBURY Fitting 


Yuu get better service on higher quality pipe fittings from Newbury. Each fitting 


is individually inspected and the highest methods of quality control are used throughout the 
manufacturing process. This assures no-leak fits and straight threads for perfect alignment. When 


you buy Newbury you know you've purchased the very best. 


r Ht 
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BUSHINGS DRAINAGE PLUMBING 
SPECIALTIES 


MANUFACTURING CO., INC. 


A Subsid f Established in 1889 


Su diary « 
anufacturing Co., Detroit 


(LAST ME Sulieiteen, Abahewn 
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News 





(Continued from page 214) 
department and promoted Wesley 
Wright to assistant manager of the 
CenTraVac sales department 


John Martin has been promoted 
to domestic sales manager of the 
boiler division of Babcock & Wil- 
cox Co., New York City. William 





om 
BATTING 


ana 
or. BURN OM 
eruviorne 





vised and enlarged edition of tl 


ished fror iB 


MMpProving 


Butler succeeds him as manager of 
the Cincinnati district sales office. 


W. L. McGrath has been elected 
chairman of the board of William- 
son Co., Cincinnati. Others elected 
were L. B. Murphy, president; R. L. 
Herrmann, executive vice presi- 
dent and treasurer; and L. A. 


of Our Most Popular Reprint! 
... from the pages of 


DOMESTIC ENGINEERING 
20 Chapters — 


120 pages 


thods and data i 


} the iol 


i] Burner Servicing” ts act 


lost popular reprint book 


IMESTIC ENGINEERING. Full 
top-flight independent advisor to the Industry and D.E 


devices and methods of 


Here's just a sample of the chapter contents: 


e Fundamentals of Oil Heating 
e Gun Type Oil Burners 


One ed asa 


vith your neu 


Spree 


or ¢ rle nmsion subscription to 


« Flame Patterns 
¢ Factors in Oil Burner Efficiency 


al subser he r service 


DOMESTIC ENGINEERING 


Please send me the New Edition of your reprint book, ‘A Short Course in 
Oil Heating and Oil Burner Servicing,” with my [1 new [] extension subscrip- 
tion to DOMESTIC ENGINEERING at the Special Rate of Two Years 


for $8.00*. 


*Saves 20% off the Regular Rate of $5.00/yr. 


N Arie 
Firm 


Address 


Remitta 


DOMESTIC ENGINEERING + 1801 Prairie Avenue + Chicago 16, Illinois 


Knollman, secretary and vice pres- 


ident of retail sales. 


Tuck-Aire Furnace Co., San 
Francisco, has appointed Robert 
Martin general manager of air con- 
ditioning sales. 


R. S. Martin 
Tuck-Aire 


E. N. Kelley 
Toledo Desk 


Newton Kelley has been ap- 
pointed sales manager of the Kel- 
vinator Division of Toledo Desk & 
Fixture Co., Maumee, O. 


Richard Reich has been ap- 
pointed vice president of sales for 
Proto Tool Co., Division of Pendle- 
ton Tool Industries, Los Angeles 


Ap # 
ES 

R. E. Reich 

Proto Tool 


J. M. Olesen 
Lyon Metal 


Lyon Metal Products Inc., Aur- 
ora, Ill., has announced the election 
of J. M. Olesen as executive vice 
president. 


Harold Sweatt has been pro- 
moted to eastern district manager 
for Metalbestos Division of William 
Wallace Co., Belmont, Calif. 


Wholesaler Bulletin Offers 
Quips, Tips and Sales Aids 
SAN Francisco—A monthly pub- 
lication designed to help its con- 
tractor-customers build sales and 
profits and to pass along news, 
views and chuckles is being issued 
by Tay-Holbrook Inc., plumbing 
and heating wholesaler here. 
Called “Tay-Ho Piper,” the ini- 
tial four-page edition said the first 
issues “will be institutional, and we 
will try to give our customers a pic- 


(Please turn to page 218) 
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Wipe out needless pipe inventory overhead 
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Equipment, manpower, space, taxes, insurance 
—all pile up extra overhead when you maintain 
on-hand steel pipe stocks. Yet, you have an effec- 
tive way to reduce this extra expense. 

Simply rely on the services provided by your 
local Republic Pipe Distributor. It is his business 
to maintain complete stocks of steel pipe in all 
sizes and weights. Naturally, his own overhead 
can be spread over a very wide area of operations 
—with a consequent reduction in your ready-to- 


—— 


Lu. REPUBLIC 


use pipe costs. 

And his ability to make quick deliveries of 
the pipe you need for any steel pipe system in- 
stallation—when and where you want it— 
helps you provide dependable service, with 
less risk of material-shortage interruptions. 
In many other ways, too, you can benefit from 
the services provided by your Republic Pipe 
Distributor. Contact him now for complete 
information. 


PHONE YOUR LOCAL PIPE DISTRIBUTOR FOR QUICK DELIVERIES OF... 


Steel Pipe 


ly 





News 





(Continued from page 216) 
ture of our over-all operations.” 


Typical of the “news and views” 


contained in the newsletter is the 


paragraph which points out: 

“If you cut price 15 percent on a 
$100 sale, it is necessary to sell 
$212 in volume, and you must han- 
dle two and one-half times as much 
merchandise before you can make 
a profit of $25, to which the original 
$100 sale entitles you.” 

Other items point up the value 
of the satisfied customer and tell 
about industry predictions for ris- 


ing markets in the years ahead 


aln the humor columns, a typical 
rib-tickler tells about the cute ele- 
vator operator, exposed for the 
umteenth time to the remark, “I 
suppose you have your ups and 
downs.” 

“It’s not the ups and downs that 
bother me,” the operator replied. 
“Tt’s the jerks!” 

A. N. Brewer, vice president, said 


future issues will contain informa- 
tion that “we hope will help our 
customers in building sales and 
profits.” 

The 112-year-old firm has 11 
branches in California. 


Miles Elected President of 
Massachusetts Contractors 

B os T 0 n—Andrew Miles of 
Brockton, Mass. was elected presi- 
dent of the Massachusetts State 
Assn. of Master Plumbers at its 
76th annual convention here. 

Others elected were Allan Gross, 
Attleboro, first vice president: 
James McGlame, Brookline, second 
vice president; Hollis Wordell, 
Hyannis, treasurer; and John 
Hurst, Brockton, secretary. 


Boston Machine Works’ 
“Junior” Prexy Honored 
Lynn, Mass.—The 17-year-old 
president of a Junior Achievement 
firm counseled by the Boston Ma- 


Fitewald 
BATH TUB HANGERS 


SECURE TUBS PERMANENTLY 


| 


| 
Adjustment slot 


makes it easy to fit 


hanger snugly under 





rim of tub after it has 


been leveled and set 




















FEATURES 


@ Prevents crack between 
tub and wall. 


e@ Easily installed by any walls. 
building tradesman be- 
fore walls are plastered. 


@ Saves future repair bills. 
e@ F.H.A. accepted. 


@ Can be used on studding, 
furring strip or flat 


Packed 4 in a box with 
wood screws. 

Shipping weight per 100 
boxes 165 Ibs. 





Saves Time in Installation! 


9837 S. Western Avenue 


TITEWALL HANGER COMPANY 2iicc.e"es"vieei 


chine Works Co. was named Essex 
county’s best Junior Achievement 
president for 1958-59. 

“This is the second year our firm 
has counseled one of these minia- 
ture corporations,” said Ralph I- 
lingworth, president of Boston Ma- 
chine, a leading producer of oil 
heating supplies and draft controls 

The president of the JA company, 
Diana Cogen, said her group’s 
sales topped $300. JA encourages 
youngsters 15 through 18 years 
ld to organize and manage thei 
own small-scale business enter- 
prises under the guidance of volun- 
teer adults. It is a non-profit edu- 
cational program 


Semi-Annual Meeting of Warm 
Air Group Set for June 4-5 

CLEVELAND—A call for a two-day 
meeting of various committees of 
the National Warm Air Heating & 
Air Conditioning Assn. has been 
made for June 4-5 by Tom Byrd, 
president. 

“We have an exceedingly large 
number of important matters to 
evaluate, review and formulate 
policy upon,” Byrd said. 

Among the association’s commit- 
tees meeting here will include the 
board of directors, the research 
advisory council, the marketing 
council and a combined meeting of 
the manual committee and the ap- 
plication engineering council 

The meeting headquarters will 
be the Statler-Hilton Hotel here 


KitchenAid Distributors 
Vie for New Dealers 

Troy, O.—A nation-wide contest 
with cash and merchandise prizes 
for distributors who enlist the most 
new dealers this year was launched 
recently by the KitchenAid Home 
Dishwasher Division of Hobart 
Manufacturing Co. 

Details of the contest were pre- 
sented by Harold Martin, division 
sales manager, at a meeting of re- 
gional representatives here (see 
photo, page 72). The contest slo- 
gan will be “the largest line of 
products in the industry,” he said. 

Martin told the representatives 
that Hobart “has every reason to 
expect another record-breaking 
vear in 1959.” 

In a series of conferences at the 


meeting, Martin outlined the firm’s 


DoMESTIC ENGINEERING, JUNE 1959 





plans for advertising, promotion 

and research and presented in- 

formation on its marketing areas 

L—— Representatives were given 
ALL-POSITION | plaques for presentation to dis- 


: tributors. who made or exceeded 
Son | 
: CHECK VALVE 5 their 1958 sales quotas 


Two Directors Elected 
at General Fittings Co. 


HOT DEALS 


Protected territories available to distrib- 


East GREENWICH, CONN Two 


new directors were elected at the 


recent General Fittings Co. annual 


meeting, according to an announce- 


utors and dealers interested in profitable 


ment by Horace Horton, president 
They are Earl Bradley, president 


For steam, hot . 
: of B-I-F Industries Inc. of Provi- 


or cold water, ; 

oil, gas and a. dence, R.I., and Peter Leddy, exec- 
’ 

compounds. ar utive vice president of General Fit- 


; : Horton told the meeting that the 
Designed for rugged service. Also 


available with Buna rubber poppet for @ 
use with air or cold water. Sensitive in improvement” over the previous 
operation. Work in any position. Made year and that 1959 first-quarte1 
in seven sizes, 200 lbs. pressure. We 
si ' will design special Check 
ee, Valves; tell us your 
\® if needs. Write for Bulle- | Waste King to Display 
. # tin 702 and prices Items at Moscow Fair 
Los ANGELES—Waste King Corp.’s 
Deluxe dishwasher and Imperial 


STRATAFLO PRODUCTS, INC. Hush food waste disposer have 


FORT WAYNE, INDIANA 


firm’s 1958 sales “showed a decided 


sales were higher than in 1958 


HOT PRICES 


Priced competitively to provide sales and 


Order from your jobber. 


adequate profit for York-Heat rel-tell-ta4 
Pioneer and Specialists w Avitomaitio Heat 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


been selected for display at the 
American Exhibition in Moscow 
this summer, it was annouced by 
Bertram Given, president 

The exhibition is part of an East- 
West cultural agreement, aimed at 
“developing mutual understanding 
between the two countries through 
exhibits, displays, films, publica- 
tions and fine arts.” 

The Soviet Union will put on a 
similar exhibition in New York 
City starting June 28 

Waste King is a leading manu- 


facturer of household and commer- 


HOT MARKETS 


Compact line of oil or gas units to reach 


both builders and home owners 


YORK-SHIPLEY, Inc. 


cial food waste disposers and dish- 


washers 


Reznor Distribution Code 
Hails Wholesalers Key Role 


Mercer, Pa.—Calling attention to 


tne importance ol distributors 


YORK, PENNSYLVANIA 


its sales picture, Reznor Manufac- 
turing Co. has just issued a Di 
tribution Practices Cod 


“To re-affirm our confidence in 
“First, do I get my JENSEN the economic justification of dis- 


STAINLESS STEEL SINK?” tributors in the marketing of heat- 


ing products such as ours, we 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


developed this important c 
said David Webster, president 
‘Only through distributors ir 


|e (Please turn to page 220 
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YORK -HEATL' 


to meet market needs. 





News 





(Continued from page 219) 

local market can customers be as- 
sured of local service, proper main- 
tenance, and adequate stocks of 
equipment and spare parts,” he de- 
clared. “So we believe in selling 
exclusively through distributors.” 

The code outlines the obligations 
and responsibilities to which Rez- 
nor subscribes in support of its 
wholesalers. While it has been in 


effect for many years, according to 
Webster, this is the first time it has 
been formally published. 

The Reznor Manufacturing Co. 
is a leading producer of direct gas- 
fired unit heaters. 


Arklia Air Conditioning 

Shipments Set Record 
EVANSVILLE, INp.—Shipments of 

its Arkla-Servel gas air condition- 


Brady 
Improved Products 
Do Their Jobs 


BETTER sor LESS: 








WATER TANKS 


Brady DELUXE — warranted for 10 FULL 
YEARS 

Engineered and built to serve anywhere 
under most severe water conditions 
Baked-on Epoxy lining over Armco Zinc 
Grip* heavy gage steel 

THE BRAND NAME TANK YOU INSTALL 
AND FORGET 








AIR VOLUME CONTROLS 
@ Available in all popular sizes 
®@® New AV-100 handles domestic 
water tanks to 120-gallon capacity 
*® Standard of the industry for over 
20 years 





extra flow that counts. 





BRADY JET-TYPE FOOT VALVES 


® Eliminate water turbulance — water flows freely, evenly 
@ Brass construction with corrosion-resistant diffuser for that 








@ AND Brady-Quality 
SNIFTER VALVES 
PRESSURE SWITCHES 
PRESSURE GAGES 


18th & Ebright Streets 


Brady 


COMPANIES 


Muncie, Indiana 


ing units for the first quarter of 
1959 set an all-time record for 
Arkla Air Conditioning Corp., 
W.R. Stephens, president, an- 
nounced. 

A total of 2,689 units were 
shipped this year, compared to 
1,549 in 1958, he said. 

Shipments in the month of March 
reached 1,090 units, exceeding the 
1,000-mark for the first time in the 
firm’s history Stephens told DE. It 
was also the best month on record, 
he added, topping the previous high 
monthly shipment of 931 units and 
nearly doubling the 574 units 
shipped a year ago. 


Heating Controls Division 
Formed by Iron Fireman 

PorTLAND, OrE.—A new organi- 
zation—Signet Controls—has been 
formed here by Iron Fireman Man- 
ufacturing Co. of Cleveland 

“Tt is an outgrowth of the heat- 
ing controls department of the 
firm’s Electronics Division,” said 
William Gibson, manager of Signet 

“Headquarters will be a_ plant 
fitted out specifically for produc- 
ing precision instruments and con- 
trols for the heating and air con- 
ditioning industries,” he added 


Bermico Begins Construction 
of New Plant in the South 

Boston—A new plant for its 
Bermico Division got under way 
last month, according to an an- 
nouncement by A. E. H. Fair, 
president of the Brown Co. 

The new plant, located on the 
outskirts of Birmingham, Ala., is 
expected to be completed this year 
R. W. Andrews, vice president, is 
in charge of construction. 

The Bermico Division is a lead- 
ing producer of bituminous fiber 
sewer pipe and conduit. 


Illinois Engineer Group 
Tours Bell & Gossett 

Morton Grove, Itt.—The first 
get-together of the Illinois chapter 
of the American Society of Heat- 
ing, Refrigeration & Air Condition- 
ing Engineers was coupled with a 
plant tour of Bell & Gossett Co. 
here last month. 

More than 275 members and 
guests of the newly formed society 
(born from a merger of the Ameri- 
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can Society of Refrigeration Engi- 
neers and the American Society of 
Heating & Air Conditioning Engi- 
neers) toured the plant after a 
dinner next to the firm’s new her- 
metically sealed room, where re- 
frigeration and air conditioning 
products are assembled. 

John Hall of Northfield, II, 
president of the state chapter, was 
introduced at the get-together 
along with R. E. Moore, president 
of Bell & Gossett 


Ist Quarter Laundry Appliance 
Sales up 18 Percent 

Cxuicaco—Factory sales of home 
laundry appliances for the first 
quarter of 1959 were up 18 percent 
from a year ago, the American 
Home Laundry Manufacturers 
Assn. has announced. 

Sales totaled 1,292,628 units as 
compared with 1,091,021 for the 
same 1958 quarter, said Guenther 
Baumgart, association president. 

March sales totaled 444,309 units, 
up 20 percent from a year ago. It 
was the seventh consecutive month 
that sales exceeded year-ago 
monthly totals 

Washing machine sales were up 
15 percent in March, to 329,668 
units. Dryer sales rose to 98,434, 


up 38 percent from last year. 


New Dealer Presentation Is 
Designed to Upgrade A-C Sales 

New York Citry—Taking a leaf 
from the proven sales techniques 
of the life insurance industry, the 
American-Standard Air Condition- 
ing Division’s new homeowner 
presentation “offers a new ap- 
proach” to modernization sales of 
winter, summer and year-round 
air conditioning. 


a The presentation consists of two 
parts, the analysis and the sale 
Step one is the completion of a 
heating and air conditioning anal- 
ysis form which is filled in by the 
dealer during his initial survey. 
This form covers the inspection of 
the existing equipment and of the 
comfort situation in each room in 
the home. The same form also 
contains a questionnaire which is 
used to establish the personal 
feelings of the homeowner 
about the comfort conditions 
throughout his home and how he 


(Please turn to page 222) 
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marsh valves 


GET AROUND 


Recent installations of Modine Air- 
ditioners at the University of Texas. 
Lockbourne Air Force Base in Ohio 

and Wichita’s St. Catherine’s Hospital 
reflect the versatility and dependability 

of these fine Modine air conditioning units. 


And the fact that MARSH OF DUNKIRK VALVES 3-way sweat 
valve (Fig. 2357) is used by Modine in the manufacture of their 
summer-winter air conditioning units is further testimony to the 
scrupulous regard MODINE has for top quality and trouble-free 
performance. 


The 3-way Sweat Valve was designed to fill the ever-increasing 
needs of the air conditioning field. Its precision machined sleeve 
type closure permits shut-off of either angle outlet or modulation of 
both simultaneously and at pressures up to 125 pounds 


It is equally satisfactory in fin radiation units or as a diversion valve 
in heating systems. 


Whatever your valve needs may be, whether for original equipment 
manufacture or for specifying on heating, plumbing, air conditioning 
jobs, be sure to consult MARSH OF DUNKIRK the quality name 


in the valve field. 


We wil/ be happy to send you our complete /ine « 


marsh valve 


COMPANY OF DUNKIRK 


260 BRIGHAM ROAD DUNKIRK, NEW YORK 
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Continued from page 221) 


would like to see them improved 

This is similar to the life insur- 
ance salesman’s preliminary ex- 
ploration in which the prospect 
establishes for himself the amount 
of monthly income he would like 
to have at age 65. Once the pros- 
pect has established his needs, the 


salesman can constructively sell 


GUARANTEED 


the policy or the heating o 
air conditioning system .. . that 
most nearly fills the customer’s 


requirements, within his ability to 


finance it 


tion is not sold at first, the first 


sale then becomes a_ prelude 


future additional sales. No mat- 
ter what the initial sale, it is sold 


as part of a complete year-round 


WILL NEVER 
CHIP, CRACK, 
PEEL, BREAK, 
or TARNISH 


Now you can offer your customers the 
finest in bathroom accessories in the 
right style at the right price . . . Hoover 
triple-plated chrome bathroom acces- 
sories with a lifetime guarantee! 


Two sparkling lines, the York and the 
Newport, are designed to make every 
sale for you. Patented concealed fast- 
eners permit easy installation. Your dis- 
tributor is ready to make immediate 
delivery of Hoover Bathroom Accessories 
with a lifetime guarantee. 


THE Hoover GUARANTEE 


The guarantee ‘‘Lifetime 
Chrome by Hoover’ means just 
what it says — an unconditional 
guarantee that Hoover acces- 
sories will not crack, chip, peel, 
break, or tarnish during the en- 
tire life of the product. 





ASK YOUR DISTRIBUTOR OR WRITE FOR 
HOOVER'S 1959 CATALOG. 


oA 
ADRIAN DIVISION | 
Hoover Ball & Bearing Co. 


Adrian, Michigan 


If a complete installa- 





installation. The salesman ex- 
plains to the customer that he can 
easily add to it at any time 

The actual sales presentation 
consists of an attractive book which 
the salesman uses to present his 
sales story to the prospect The 
opening section explains that the 
salesman has made a complete 
heating and cooling survey, taking 
into consideration all necessary fea- 
tures to make a sound evaluation 
of the prospect’s problems. It also 
outlines the essentials of year- 
round air conditioned comfort 
» Next comes a presentation of 22 
reasons why year-round air con- 
ditioning is a good buy from the 
standpoint of comfort, health and 
economy. Following this, a space 
is provided for the salesman to list 
the present useful equipment in the 
prospect’s home, and to itemize the 
additional equipment, ductwork 
etc. which are required to provide 
year-round comfort. A page is pro- 
vided on which to diagram the pre- 
sent duct layout and to show any 
necessary new supply or return 
ducts that are required to provide 
proper air distribution 

After establishing what is re- 
quired to fill the prospect's needs 
the salesman presents the reasons 
why he recommends American- 
Standard equipment. The final step 
is devoted to setting terms and get- 


ting a signature on the orde 


a The whole presentation is per- 
sonalized for the prospect and left 
with him instead of being carried 
away by the salesman. Both thi 
heating and air conditioning anal- 
ysis forms and the special books 
are available to American-Stand- 
ard dealers at no charge from their 
A-S distributor. 


Emerson Ronk Elected 
Director at Rheem 
CHiIcaco—Em- 
erson Ronk was 
elected a director 
of Rheem Manu- 
facturing Co. at 
the annual meet- 
ing of sharehold- 
ers, according to 
an announcement 
by A. Lightfoot Walker, president 
Ronk has been a vice president 
and member of the executive man- 
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agement committee since 1956 te t Si d D 
Re-elected as directors were C eming on u river 
V. Coons, G. M. Greenwood, Her- 
bert Hall, Earle Jorgensen, Gordon 


Mallatratt, N. Loyall McLaren, A 
E. Ponting, R. S. Rheem, Thomas 
Ross and Walker: s 


Modernization Is Key to 
Profits, Says Kohler Exec 

RICHMOND, VA.—“Here we are 
fighting for our share of the new 
construction pie while all the time 
the ingredients for another pi 
modernization—have been left un- 
touched in the cupboard,” said A 
G. Zibell, Kohler Co. vice president, 
before the 36th annual convention 
of the Virginia Associated Plumb- 
ing & Heating Contractors. 


Zibell stressed that over 10 m 
Drop-in Loading 


-no pushing 


lion homes in the U.S. are at le: 

50 years old and 25 million are 25 
years old. Replacing ancient plumb- 
ing systems is long overdue, the 


executive Sald 


Hosler Gets Marketing Post 
for American-Standard Lines 
DETROIT } 
J. W. Hosler has 
been appointed 
marketing man - 
ager for Ameri- 
can-Stand- 
ard’s Kewanee 


ane Snes Soe Loads in seconds...sets up to 9 


uct lines, it was 


announced recently by John Bren- studs a minute in concrete or steel 


nan, president of the firm’s Indus- 


Here’s the most efficient powder-actu- > removed by in Which is clumsy 
trial Division : , 
Hosl } } | } ated fastening tool ever designed. It’s the and slow. And or the Remington Stud 
osier, wWno Nas been with the ~ 
" new Remington Stud Driver with an ex- Driver can be converted to one- or two 
corporation since 1947, is succeed- > 


2 A > 4 ino 
ed by R. A. Loebl as marketing it vour best buy. feature. 
manager for air conditioning prod- Built for speed, it has fast, easy drop- Other advantages: Easy, fan-type open- 
ucts. H. C. Grubb will replace in loading. With Remington “Power- ing and closing of tool and instantly in- 


clusive combination of featuresthatmake hand operation. No other tool has this 


{ 


Loebl as product manager for cen- Guide™ studs, noramrod pushing of stud — terchangeable guards for greater versa- 
trifugal refrigeration compressors is necessary. Quick, positive ejection is _ tility, efficiency. 
another timesaver. A flip of the wrist Send coupon for special booklet that 
and the fired cartridge pops out. With — proves why the Stud Driver is the fastest 
March Gas Boiler Shipments other tools the chamber bushing must powder-actuated tool—and best for you. 
up 40 Percent Over 1958 
New York Crry—Shipments of 
gas-fired residential boilers made a 


CHOOSE THE POWER MOST EFFICIENT FOR YOU. REMINGTON POWER TOOLS ARE AVAILABLE IN 
AIR « ELECTRIC + GASOLINE AND POWDER-ACTUATED MODELS 


40 percent gain in March over the 
same month a year ago, says Gas FREE POWER TOOL CATALOGS 
Appliance Manufacturers Assn Remington Arms Company, inc., Bridgeport 2, Conn 





Total shipments in March were am y R 


7,600, compared to 5,400 in the Stud Drivers Air Tools Chain Saws 


same month of 1958. For the first Concrete Vibrators Electric Tools Flexible Shaft Machines 
quarter of 1959, shipments showed 
an 18 percent increase over 1958. lai 
Gas-fired furnace shipments also ~> ae — 
(Please turn to page 224) oe PA 
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(Continued from page 223) 
were up sharply for the quarter, 
chalking up a 35 percent gain ove) 
March 
furnace shipments totaled 65,500, 
up 28 percent over the 51,100 

moved during March of 1958. 
Gas conversion burner shipments 
dropped 15 percent below the 1958 
total for the first quarter. The 


the same period last year. 


CALM CARL...THE COOL CONTRACTOR says: 


March shipment total reflected a 
similar drop. 

Combined shipments of all gas- 
fired central heating equipment 
boilers, furnaces and conversion 
burners—were 28 percent higher 
than the 1958 first quarter 

GAMA reported that other types 
of gas residential heating equip- 
ment also experienced increased 


“For Low Cost Installation, | 
there is more vf in in 2 
the GROTE Economy ie 

of Medicine Cabinets” 


S-608 


This sliding-door cabinet is finished 
in white baked enamel has pol- 
ished stainless steel frame around 
entire cabinet pencil edged plate 
glass mirrors that slide freely in plas- 
tic tracks illustration with G-75-1 
overhead fluorescent lamp 


Surface mounted sliding door cabinet 
has decorative, polished stainless steel 
trim strips on vertical edges .. . top 
quality crystal glass mirrors... shown 
with G-220 fluorescent lamp. Ideal 
for modernization—it covers open- 
ing left by old recessed model 


SEPP HEHE EEE EE EHEE EEE EEE EE ES 


LSF-6362 


One-piece seamless deep-drawn steel 
body .. . top quality plate or window 
glass mirrors . . . continuous piano- 
type door hinge . . . factory wired 
fluorescent side lights for easy instal- 
lation including convenience outlet. 
Also available without lights. 


SELCEVUE, 


MANUFACTURING COMPANY 


KENTUCKY (Opposite Cincinnati) 


first quarter sales. They were: 
vented recessed wall heaters up 29 
percent; unit heaters and duct fur- 
naces up 8 percent; and direct 
heating equipment up 7 percent. 

Gas-fired floor furnaces took a 
1.6 percent dip for March, but rose 
six-tenths of 1 percent for the 1959 
first quarter. 


Perfection Seeks Advice 
From Its Wholesalers 

CLEvVELAND—Wholesalers are be- 
ing asked to provide grass roots 
advice on sales policies and pro- 
grams by Perfection Industries, a 
division of the Hupp Corp., it was 
announced recently. 

In periodic get-togethers, the 
“Perfection wholesaler advisory 
council” will meet with the heating 
and air conditioning equipment 
manufacturer's sales department to 
discuss products, programs and 
policies for future planning 

The first five wholesaler repre- 
sentatives on the advisory council 
are Richard Young, Grand Rapids, 
Mich.; Lee Ward, Rochester, N. Y 
Ed Breese, Philadelphia; Lee Mer- 
rill, Chicago; and H. L. McMurray, 
Jacksonville and Tampa, Fla 


Wholesalers Attend 
Managament School 

Cuicaco — Wholesalers have re- 
turned to school here to learn mors 
about the things every manage- 
ment should know to survive in to- 
day’s competitive jungle. Sixteen 
top wholesaler executives have 


(Please turn to page 229) 


Meet the new chairman 
of Steel Pipe Research 


MR. CHAIRMAN: Karl Lukens, vice 
president in charge of sales for Wheat- 
land Tube Co., Philadelphia, was 
elected chairman of the Committee 
on Steel Pipe Research of the Ameri- 
can Iron & Steel Institute. (See the 
full story in DE for May, page 58 
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This man is putting his finger on another 
order! WILL YOU GET HIS ORDER? 


He may be one of several thousand pur- 

Wy ‘ ' i chasing agents or buyers among the large 

: Plumbing-Heating-Cooling Wholesale Sup- 

; ply Houses who depend upon Domestic 

Engineering Catalog Directory for their daily 

yY oO ui r buying information. Or, he can be the man 
: responsible for purchases among Plumbing, 

Heating and Mechanical Contractors who 

operate on a large scale basis and who refer 


| 
Cc at Po | 4 «> a { to “The Big Orange Book’ constantly for 


buying data on virtually every job. 
But, no matter whether he's identified 
with Wholesaler or Contractor, you may be 
le) Se sure he's calling for that product and man- 
ufacturer whose catalog is constantly in 
front of him . . ; in Domestic Engineering 


Catalog Directory . . . because only in 
r e <a “d y DECD is each advertiser and product listed 
; three times in three different directory sec- 
tions . . . because only in DECD is it easy 
; for the buyer to locate your name and your 
[oF | 
| It's as simple as this: When the buyer 
reaches his "point of purchase,” he reaches 


|e) ul S i rr e Ss = 2? — Engineering Catalog Directory! 


It's Convenient. An. entire market in 
front of him . . . products, manufacturers; 
names and addresses, trade names, -every- 
thing he needs to simplify his job. He does 

; not have to get up, search, dig and waste 





IT WILL...IF PREFILED IN... 





time. This is. “fingertip control" in purchas- 
ing . . . Domestic Engineering Catalog 
Directory right on the purchasing desk. 


It's Complete. The current Edition con- 
tains over 1000 pages of catalogs of mariu- 
facturers in the Plumbing-Heating-Cooling 


Industry . . . 3000 main classification head- 
ings . . . 5000 manufacturer names and 
addresses . . . and almost 10,000 trade 



























names. Names of all advertisers are listed 
in bold face tyBpe with “see page’ refer- 
ences in the directory sections. 


It's Comprehensive. Covers all areas of 
the field . . . Pipe — Valves — Fittings — 
Boilers — Burners — Furnaces — Refrigera- 
tion — Insulation — Air Conditioning — 
Appliances — Tools — Specialties. Only a 
large, and many times inconvenient, multi- 
ple-drawer file of individual catalogs could 
duplicate it. 





The buyer has reached his " point of pur- 
chase" Conveniently with Complete and 
Comprehensive material. The advertisers’ 
bold face listings ahd “see page" refer- 
ences direct him to the: proper manufactur- 
ers’ Catalog Section and he selects the 
product he requires. All others are dis- 
missed, as he considers only those catalogs 
that are ready for business in the Manufac- 
turers’ Catalog Sections of Domestic Engi- 
neering Catalog Directory. 


Will your catalog be ready for business? 


DOMESTIC ar, aon 
a fed] asi fe 

oy yy.) Bele 
Pi, i tom me) af 











| | 
complete 
up-to-date 
role l gedat-t-jlal-. 
reference 
fo) mm ial) 
PLUMBING 
iy Wal, (ce 
fezelo} Bi] fe 
INDUSTRY! | : 








From across the country have come hundreds of comments from large whole- 
salers and contractors, responding to the current Edition of Domestic Engineering 
Catalog Directory. They know it... use it... like it. 


"No jobber can do without it. No man- "This book is our only source of informa- "A ‘must’ for every Wholesaler. We 
ufacturer can afford not to be listed in it. tion. As a Wholesaler, we could not do couldn't run our purchasing department 
Wholesaler without it.” without the wealth of information found 
New Haven, Conn. Wholesaler under one cover." 
Hanover, Pa. Wholesaler 
es . ‘ : T ton nn. 
Domestic Engineering Catalog Directory an ane orrington, Co 
: We greatly appreciate your Directory as 
is a most valuable source of information. : : — a . 
' : it is a general source of information for our The ‘Book of Knowledge’ for the Indus- 
Don't really see how we could be without : ; 
+" entire organization. try. 
iT. 


f r WwW 
a a en oe Wholesale holesaler 


Spence, fe. Cumberland, Md. University City, Mo. 


“Compares to a complete file cabinet. 


"Very good book and well arranged. Great 
Handy as a right-hand man." 


help in buying for us." 
Contractor Wholesaler Wholesaler 
Roswell, N. Mex. Decatur, Ill. Orlando, Fla. 


"We use it hundreds of times each year.” 


DOMESTIC 
ENGINEERING THE PURCHASING REFERENCE FOR PLUMBING-HEATING-COOLING 
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DIRECTORY 








News 





(Continued from page 224) 

been graduated from the second 
Central Supply Assn. 
Management Institute. 

The class was on an 8 a.m. to 9 
p.m. schedule for one week, cover- 
ing such subjects as_ planning 
zuided conferences, se- 


Executive 


methods, 
lecting and motivating personnel, 
and developing management talent. 


# Ralph 
of CSA and general manager of 
Cook Supply Cc., Oklahoma City, 
Okla., addressed the graduating 
class. He urged the men to apply 


Cook, first vice president 


themselves to “the very real prob- 
lem of making the plumbing-heat- 
ing-cooling industry profitable.” 


a The graduates were Ruby Bryan, 
Springfield, Ill.; Robert Cullen, 
Chicago; M. J. Gibbons Jr., Dayton, 
O.: John Gustin, Fort Dodge, Ia.: 
Charles Hogan, Amarillo, Tex.; L. 
L. Johnston, Marion, O.; Charles 
Link, Jackson, Mich.; John Mont- 
calm,. Kalamazoo, Mich . & vw. 
Radebaugh, Chicago; Mickey Raf- 
fel, Chicago; R. A. Thomas, Spring- 
field, Ill.; Larry Walsh, Cicero, II1.; 
F. W. Wehrmeister, Detroit; Mor- 
gan Wilkins, Toledo, O.; J. H. Wit- 
tock, Iron Mountain, Mich.; and R. 
H. Young Jr., Flint, Mich. 


Rheem's Ist Quarter Shows 
Big Improvement Over ‘58 
Cuicaco—A net income of $343,- 
605 was reported for the first quar- 
ter of business this year by Rheem 
Manufacturing Co. According to 
A. Lightfoot Walker, 
this contrasts sharply with the 
firm’s $170,288 net loss in the cor- 
responding period last year. 


president, 


Sales in the first quarter of 1959 
were $36,216,261, compared to first 
quarter sales of $37,420,014 in ’58 
Red Housewives to View 
Typical American Kitchen 

LovuIsvILLe, Ky.—An all-electric 
kitchen featuring seven major ap- 
pliances will be shown to approxi- 
mately three and a half million 
Russians at the American Exhibi- 
tion in Moscow this summer. 

The exhibition is part of a cul- 
tural exchange agreement between 


(Please turn to page 230) 
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“Yellow Pages advertising helps us turn 
prospects for our brands into customers!”’ 


CRANE PLUMBING & HEATING 
SUPPLIES 


The Preferred 

nati"! CRANE 
quality eres 

Advanced 


styling 
for Bathrooms, Kitchens and Utility Rooms 
Wide choice of matched groups. Beautiful 
Crane colors. Priced to meet any budget. 


“FOR INFORMATION CALL” 
STECK WM F CO 4923College--CL ifrd 5-5451 





STECK BUILDS SALES FOR ITS BRANDS with 
Trade-Mark Service advertising under such 
names as Crane, Rheem, American-Stand- 
ard, Kohler of Kohler, Universal-Rundle, 
Norge, Fairbanks Morse. 





Chien 5-5451 


PLUMBING & HEATING 


NEW INSTALLATION & REPAIRING 
DISPLAYS Of NATIONALLY KNOWN PLUMBING PRODUCTS 
© GAAS LINED walle wtarees 
On sueners 
@ wate sorrenees 
© wares Pumrs 


© APPLIANCES 


OFF STREET PARKING 














“Today more and more people want 


appliances and equipment with a 
national reputation. That’s why we 
feature brand-name water heaters, 
water softeners, washing machines 


and other well-known appliances. 


“To benefit from the advertising 
done for the brands we carry, we list 
our name under the trade-marks of 
10 different manufacturers. As a re- 
sult, more prospects attracted by 
those manufacturers’ advertising 
walk into our salesroom. Next to per- 
sonal referrals, our best source of 
sales is the Yellow Pages 

suild AWHERENESS for your 
business and the products and serv- 
all the Yellow Pages 


man at your local Bell telephone 


ices you offer! ( 


office and plan your Yellow Page 


‘ rtising f 
advertising now! 


STECK BUILDS SERVICE BUSINESS with this 
\4-page ad (reduced) under PLUMBERS 


plus bold-type listings under 5 other classi- 
fications. 


Nothing builds business like AWHERENESS—and nothing builds AWHERENESS 
like the Yellow Pages —the buying guide that tells people WHERE to buy. 





News 





229) 


(Continued from page 
the U. S. and Russia. American 
scientific, cultural and technolog- 
ical exhibits will be displayed in 
a building erected by the U. S. on 
a 300,000 square foot section of a 
popular Moscow park. 

Designed by the General Elec- 
tric Home Bureau at Appliance 
Park here, the yellow and white 


kitchen was planned to fit a home 
in the $12,000 price range. 

The kitchen is L-shaped and will 
be equipped with a built-in oven, 
countertop cooking unit, dish- 
washer, food waste disposer, wash- 
er-dryer, water heater and combi- 
nation refrigerator-freezer. 

The kitchen will be installed in 
the “All-State Splitnik,” a copy of 


Now for no more money... 


MORE WATER WITH HIGHER PRESSURES! 


Now from the originators of jet pumps comes ‘ FOR DEEP WELLS 
the new STAR line... latest triumph of Jacuzzi 
Bros.’ engineering leadership. It’s a completely 
new line including five separate series. Most im 
portant—every STAR line pump is MULTI 
STAGE to provide more water at higher pres 


self-prim- 
ing jet systems for lifts to 400 
feet 


FOR SHALLOW WELLS 
self-priming jet systems for lifts 
to 25 feet. 


sures. What's more, STAR line pumps have 


fewer parts...new engineering improvements... 
: : 
all at the cost of an ordinary single stage pump! 


SUBMERSIBLE PUMPS, too 
for 4, 6 & 8 inch diameter wells 
and larger 








UNIVERSAL 











S/T A F°o*.... PUMPS & WATER SYSTEMS > 
Contact us for literature and dealership opportunities. 


JACUZZI BROS. INC. 


CANADIAN FACTORY: Jacuzzi Universal (Canada) Ltd., Martin Grove Rd. & Rexdale Blvd., 
Rexdale, Ontario. 


4100 Bayless Avenue, St. Lovis 23, Missouri 
Jacuzzi Avenue, Richmond, California 


a three-bedroom Long Island 
ranch-style house which All-State 
Properties Inc. will erect at the ex- 
hibition, scheduled to open in July. 

The name “Splitnik” comes from 
the 10-foot-wide gallery which will 
be cut through the center of the 
house to give visitors a clear view 
of all rooms. 

“There has been no attempt to 
create either a super deluxe or a 
so-called dream kitchen,” said E. 
J. Riley, Home Bureau manager. 
“We merely wanted to show the 
functions and conveniences that 
the average American today ex- 
pects to find in a new home.” 


Dunham-Bush Issues 10-Year 
Warranty on Receiver Tank 

West HartrorpD, Conn.—Response 
to the Dunham-Bush 10-year war- 
ranty on its vacuum pump receiver 
tank has been that of “amazement 
and approval,” said Walter Brown- 
ing, vice president of heating sales. 

The 10-year warranty is in effect 
“while owned by the original pur- 
chaser, provided nonelectrolytic 
corrosion occurs and the conden- 
sate is not wasted. The make-up 
water,” the warranty states, “is to 
be only that required to replace 
small amounts that might be lost 
through stuffing boxes or similar 
components.” 

Browning added that “exclusive 
‘copper bearing steel construction’ 
makes the long-term warranty 
possible.” 


Holly-General Will Help 
Contractors Sell A-C 

PASADENA, CaLir.—A sales pro- 
motion plan designed to help con- 
tractor-dealers sell builders on the 
advantages of year-round air con- 
ditioning has been announced by 
Holly-General Co., a division of 
the Siegler Corp. (see page 82). 

The firm recently developed a 
gas-fired furnace with dual-air 
freeways called the Airtrol line. 


= Known as the “Gold Mine Line 
for ’59,” the promotion plan con- 
tains an analysis of the national 
trend to central year-round air 
conditioning, a broadside sheet de- 
scribing the Airtrol equipment, 
model home signs, job-site signs, 
newspaper ad mats, and brochures 
for the builder to distribute to his 
prospective home buyers. 


Robert Miller, president of Hol- 
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ly-General, also announced a 
“starter plan” whereby dealers will 
get a furnace and an air condition- 
er at a special “floor demonstrator” 
price and a complete set of sales 


aids for builders. 


Harry Lasky Re-Elected 
by Water Heater Group 

PHILADELPHIA 
Harry Lasky was 
unanimously re- 
elected chairman 
of the Water 
Heater Division 
of the Gas Appli- 
ance Manufactur- 
ers Assn. for an- 
other year. He is vice president in 
charge of sales at Pennsylvania 
Range Boiler Co here. 

Others elected were vice chair- 
man A. F. Cassidy, national 
manager, of marketing at Rheem 
Manufacturing Co., Chicago, and 
executive board member’ Glen 
Oslin, vice president and general 
sales manager at John Wood Co., 


Conshohocken, Pa 


Circus Comes to Town for 
Kohler Employees, Families 

Kou.er, Wi1s.—Big-top thrills are 
in store for Kohler Co. employees 
and their families next month when 
the Cristiani Bros. circus rolls into 
town. 

The firm announced that it has 
engaged the three-ring circus fo 
its annual employee outing. The 
two performances will take the 
place of the usual company-spon- 
sored picnics held each summer fo1 
the firm’s six divisions 

Arrangements have b2en made 
for capacity audiences of 4.000 per- 
sons at both peritormances, said 


Herbert Kohler, president 


Seagram Building Wins 
Copper & Brass Award 

Hor Sprincs, Va.—The builder of 
the world’s first bronze skyscraper, 
the Seagram Building, was named 
the winner of the 1959 Copper and 
Brass Achievement Award last 
month at the Copper & Brass Re- 
search Assn. convention here 

James Kennedy, president of the 
association, presented the award 
a trophy and a $1,000 check—to 
Edward McGinnis, vice president 
of Joseph E. Seagram & Sons Inc 


(Please turn to page 232) 
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TOLEDO 


“© The Finest of all 
a ae Power Drives 


ES UP TO2 


TOLEDO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


THE TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, OHIO, U.S.A. 
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(Continued from page 231) 
New York City. The Seagram ex- 
turned the check back to 
in its schol- 


ecutive 
the association for use 
arship program. 

The 


started this year by the brass mill 


award competition was 
industry through the association. 
Honorable mentions were award- 


ed to two entries affecting the heat- 


DeLuxe Line 


pore 
STAI 


full line 8e°¥"~" 


NIAGARA 
PORCELAIN ENAMELED 


Stainless Steel 
SIZES 


NIAGARA 


edge 


VICTORIA 
with ledge 


x 21 


ye" 


« Vitreous 
* enameled 


double compartment 


32 


STANLEY - d 


STANDARD 


x 18 


2 x 14 
KINGSWAY 


x 64 


MANITOU 


SIZES: 


GRAND 


BLA IN an 
INLES 
. fir st 


ing and cooling industry. 

One went to George Chatham, 
vice president, and O. O. Shurtleff, 
assistant vice president of the Chat- 
leff Valve and Manufacturing Co., 
Austin. They 


duced an economical automatic re- 


designed and pro- 


versing brass valve with special 


application for heat pumps. 


The other winner was Dr. Clar- 


and 
EL SINKS 
in quality * 


Porcelain = 


VICTORIA <a 


x 21 & 


STANLEY 


stainless 


* steel 


4 


and wit 


Porcelain 
KINGSWAY 


bins 


CROWN NATIONAL CO. 


2018 S. HALSTED ST. 


CHICAGO 8, ILL. 


ence Mills, president and research 
director of Reflectotherm Inc., Cin- 
He adapted copper tube- 
radiant 


cinnati. 
in-strip as plate coils for 
heating and cooling. 

Newly elected as vice president 
of the association was Austin Zen- 
der, president and chief executive 
of Bridgeport Brass Co., 
Bridgeport, Conn. He was presi- 
dent of the association from 1955 
through 1958. 


officer 


1960 Trends Will Keynote 
Home Laundry Convention 

Cuicaco—Home laundry pro- 
gress for the 1960’s will be the 
theme of the next convention of 
the American Home Laundry Man- 
Assn 

will be held at the 
Edgewater Beach Hotel here June 
18-19. Trends in 
search and materials will be high- 
of the affair, the 
association has announced. 

James Goss, General Electric Co. 


will report on the 


ufacturers 
Meetings 


engineering, re- 


lights two-day 


vice president, 
state of the 
report on 


industry, and a special 


self-service laundries 
will be given by convention chair- 


man T. D. Kennedy of General 
Motors’ Frigidaire Division. 


The Housewife Speaks... 

WasurincTon, D. C.—Economy in 
plumbing? No, say housewives at- 
tending McCall’s 
“Congress on Better Living” 
But while they are willing to spend 
money on quality plumbing, they 
want quality service. 


second annual 


here. 


“Plumbing is one place not to 


save, if you know what I mean,” 
said one delegate in summing up 
the generally cool feeling toward 
plumbing “The 


should be absolutely top quality.” 


‘bargains.’ pipes 
But the housewives were equal- 
ly insistent that new homes have 


provision for easier servicing of 
plumbing. Here are some sample 


comments on this demand: 


= “I certainly think when you buy 
a home, you should be provided 
with some plans of where the pipes 
are. When something goes wrong 
I have seen them tear a house en- 
holes where 
they didn’t need to in order to try 
to find the trouble.” 

“T’d like to see 


tirely up and bore 


kitchens and 
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bathrooms with movable panels,” 
said another woman, “so that when 
there’s a leak the plumber can say 
Tll remove this and look at the 
pipes,’ and look at it instead of 
taking away plaster for three weeks 
and then saying ‘Oh, yes, it 
just needs to be fixed here.’ Then 
you have to call the plasterer as 
well as the plumber.” 


a The most common objection was 
the lack of information about 
plumbing provided home owners. 
In buying future homes, the house- 
wives promise to pay more atten- 
tion—and money—to plumbing 
piping. One housewife said, “We 
live on cement floors. I would want 
to know what the pipes were made 
of and where the traps were. I 
had to dig up my yard to find the 
trap from the drainage. If you 
know where those things are laid 
out in the beginning, you save 
yourself a lot of trouble.” 


sAnother woman _ discussing 
plumbing piping said, “I think a 
housewife should be interested in 
what kind of concealed pipe is 
used. Different waters have differ- 
ent chemicals in them and some 
pipes deteriorate.” 


aThis point was brought up by 
several women in discussing future 
home buying. “I would ask my 
plumber if the water is soft or 
hard,” said one, “and what size 
pipe it is and what kind of pipe. 
Sometimes in my part of the coun- 
try the pipe freezes. Yes, I would 
find out the size and kind of pipe 
before buying my next home.” 


Whetstone Named Marketing 
Manager at Massey-Ferguson 


WiIcHITA, Kan, 7 
—Cornelius 
Whetstone has 
been appointed 
marketing man- 
ager for Massey- 
Ferguson Indus- 
trial Division. The 
announce - 
ment was made by J. H. Shiner, 
vice president of marketing for the 
parent company in Toronto. 

“His appointment is part of a 
general merchandising expansion 

(Please turn to page 234) 
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NOW HERE’S THE BIG NEWS... 


YOUR REGULAR 
ORDER NOW FROM 


SUPPLIER OF PLUMBING 


AUTOMATIC SPRAY SERVICE CENTER 


aA — 
—— TA» = er 
IF IT HAS A THUMB 

CONTROL, THESE 


Pe REPLACEMENTS FIT: 


~ 


DISH-QUIK: deluxe replace- 
ment, attaches to existing 
hose in place of any auto- 
matic spray. Dish-Quik suds, 
scrubs and rinses. 


2 
RINSE-QUIK: standard re- 
placement, for rinsing only. 
Also replaces any automatic 
spray. Packed separately or 
with 4-foot hose. 


REPLACEMENT HOSES: 4-foot 
for deck-mount faucets, 30- 
inch for wall-mount faucets 
All have universal adapter 
to fit all faucet connections. 


SPECIAL OFFER TO RETAILERS: 
Order this Bonus Display 
Pack! You get one extra 
Dish-Quik Replacement Unit 
free —an extra $9.95 profit! 
Includes Dish-Quik, Rinse- 
Quik and universal hoses, 
plus hose guides, Dish-Quik 
brushes and handy kit of 
automatic diverter replace- 
ments. Retail value: $51.10 





REP 


DRILL-N-ANCHOR 


Y 


Put steel ex- 
parder plug in 
drill end of 
Saber-Tooth, 
drive home... 
anchor ex- 
pands over 
plug, at bot- 
tem of hole 
‘for greatest 








eh) 
y La? fastest 


VV 


way to 
fasten to 


concrete 


and drills its own hole fast, even 
in hard concrete, with power-operated or hand 
hammer. Saber-Tooth’s core action drills 
quickly. Drill and anchor are one...matching 
sizes is no problem. Save the cost of special 
drills, the time it takes -to use, store and 
sharpen them. 


l and holds fast: engineering 
tests demonstrate holding power up to 17,860 
lbs. As you drive it into hole, anchor expands 
over plug... holding ridges around body resist 
pull-out. Saber-Tooth anchor withstands severe 
shock and vibration...double plating protects 
against rust, Corrosion. 


THE RAWLPLUG COMPANY, INC. 
26¢ Petersville Road New Rochelle, N.Y 


Please rush my Saber-Tooth sample and complete facts. 


Name 
Firm 


Address 
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(Continued from page 233) 
which has resulted in the franchis- 
ing of 285 new dealers for the divi- 
sion in the first three months of 
said Charles Hill, gen- 


eral manager of the division 


this year,” 


Professional Contractor 
Featured in Ad by U-R 

New CAstTLE, PA Another 
strong reminder to consumers to 
rely on professional plumbing con- 
tractors was included in a Time 
magazine ad by Universal-Rundle 
Corp. The ad calls the contracto: 
“a pro from the word go.” 

The contractor’s responsibility is 
growing in the construction and 
care of modern homes with their 
appliance-filled kitchens, larger 


number of bathrooms and newest 


Your plumbing contractor 
is a good man to know 


t ninersal @ Bassrcile 


heating and cooling equipment, the 
id says. Consumers also should look 
to him for help in building, re- 
modeling, replacement and repairs, 
the ad continues. 

Free reprints of the ad are avail- 
able from the advertising depart- 
ment, Universal-Rundle Corp., 


New Castle, Pa. 


Promotions Announced 
by Bridgeport Brass 
BripcEport, Conn.—Several pro- 
motions in the sales department of 
the Bridgeport Brass Co. have been 
announced by Irving Malsch, gen- 
eral sales manager. 
Douglas Graham, formerly sales 
manager of the condenser tube di- 
vision, was appointed assistant 
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sales manager of brass mill pro- 
ducts to replace Renald Frederick, 
recently named assistant to the 
president. 

Philip Bush, manager of the 
Philadelphia sales district, became 
the new sales manager of the con- 
denser tube division. 

William Brown, manager of dis- 
tributor sales, plumbing and heat- 
ing division, has been named sales 
manager of the entire division, suc- 
ceeding John Pimm, who was 
named manager of the company’s 
new plumbing supplies plant being 
built in Moultrie, Ga. 

Kenneth Chase, manager of the 
Indianapolis sales district, is 
Brown’s assistant sales manager. 

David Fulton Jr. was appointed 
manager of a new sales district in 


Tampa, Fla. 


Waste King Launches Its 
Biggest Ad Campaign 

Los ANGELES—The largest ad 
campaign in its 13-year history 
was launched last month by Waste 
King Corp., according to Harold 
Fatt, advertising and sales promo- 
tion manager. 

The campaign calls for 16 full- 
page ads in national consumer 
magazines with a total readership 
in excess of 35 million, increased 
trade advertising and publicity, 
expanded telephone trade mark 
listings, and trade and home show 
displays of the firm’s products. 

“There will be displays and dem- 
onstration aids to cover the point 
of sales needs of all our dealers,” 
Fatt told DE. 

Waste King is a leading producer 
of food waste disposers, dishwash- 
ers, indoor incinerators and built- 
in ovens and ranges. 


Clayton Mark Reports 
35 Percent Sales Rise 

EvaANSTON, ILL. — First quarter 
sales were 35 percent ahead of the 
same period in 1958, Clayton Mark 
& Co. reported. 

Net sales were $3,998,678, com- 
pared to $2,965,962, and net income 
rose sharply to $94,013, against a 
loss of $47,663 in the 1958 period, 
said Griffith Mark, chairman, and 
Cyrus Mark, president. 

“The development of more prof- 
itable items in our product line, 
expanded sales and distribution 


(Please turn to page 236) 
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Takes up less than 
a square feet of space! 


SERIES & 


GAS FIRED BOILER 


NOW ...a Hot Water Boiler 


designed exclusively for 
small installations... 


The new Utica Series ‘8’ Gas Fired Boilers 
provide the finest in economical hot water 
heat for smaller homes, apartment houses 
and commercial buildings. Because of their 
compact size, they are particularly 
adapted for installations where space is a 
factor. Available in 3 sizes, rated from 
175 to 360 sq. ft. (net sq. ft. radiation 


Rated and approved for 
use with all types of gas 


Series ‘8’ Boilers are AGA approved for 
use with Natural, Manufactured, Mixed 
and LP Gas. They are tested and rated by 
IBR, and meet the rigid requirements of the 
ASME Boiler Code, your assurance of 
dependable, efficient operation. Sections 
and base are rugged cast iron. The finest 
quality, highly sensitive controls provide 
accurate temperature regulation and fuel 
economy. 


Factory assemblied...easy to install! 


Series ‘8’ Boilers are shipped direct to you completely equipped with gas burners and 
controls, theraltimeter gauge and ASME relief valve. The handsome Blue Hammertone 
Jacket is completely insulated to prevent heat loss. Installation is quick and easy— 
saves you time on new jobs or replacements. Write for literature and prices 


UTICA Heating Products...made in one plant—shipped from one source 


at he 
> . iB + e 
a 
* ; 
« 
UTICA NSTELLATION™ UTICA 


TARFiRg™ 
GAS FIRED BOILER Ol FiREOS 
FLUSH JACKET MOD 


UTICA RADIATOR 
CORPORATION 
UTICA, NEW YORK 








LOOK 
FOR THIS 
LABEL 
ON 
FLEXIBLE 
PLASTIC 

PIPE V 








NSF 
APPROVED 


Quality 


MADE w 


HERCULES 


= 
i-'Tax 
HIGH-DENSITY POLYETHYLENE 
CORROSION. SESISTANT 
DURABLE STRONG 
LIGHTWEIGHT 


Pipe 


* 


For the strongest flexible plastic 
pipe, look for this label... the new 
hallmark of quality for plastic pipe. 
Lightweight and easy to handle, 
flexible plastic pipe made with 
Hi-fax®, high-density polyethy- 
lene, sets new standards of per- 
formance in every field where this 
modern and more durable piping 
material serves. Use it with high- 
quality Pro-fax* fittings to up- 
grade the corrosion resistance of 
your piping system, and broaden 
the range of uses where you can 
capitalize on the economies made 
possible by these advanced engi- 
neering materials, 
*Pro-fax is Hercules Powder Company's 


trademark for polypropylene. 


Cellulose Products Department 


wwcomeomateo 
900 Market Street 


Wilmington 99, Delaware 
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(Continued from page 235) 
programs and the general upturn 
in the economy” were factors in 
the improvement of sales and earn- 
ings, the executives said. 

The produces 
well supplies, forged steel unions, 
tubing and conduit. 


company water 


Russell Herig Elected 
VP of Beaver Sales 
WARREN, O.— 
Russell Herig has 
been elected vice 
president of sales 
at Beaver Pipe 
Tools Inc. The an- 
nouncement was 
made by C. T. Ev- 
erett, president 
and general manager of the firm. 
Herig field 
sales manager in 1954 and was ap- 


joined Beaver as 
pointed sales manager two years 
later. 

Everett also announced the ap- 
pointment of D. W. Lininger as as- 
sistant sales manager under Herig. 


Management Book 
Features Industry Mfr. 

Dayton, O.—Louis Wozar, pres- 
ident of The Tait Manufacturing 
Co., is among 15 American busi- 
ness executives whose manage- 
ment techniques are examined in 
a new book. 

“The Decision Makers” by Rich- 
ard Conaroe, editor of Manage- 
ment Methods magazine, presents 
the inside stories of the way dy- 
namic leadership solves major 
company and industry problems. 

Wozar’s story with the 
techniques and decisions he has 
used in the past 10 years to bring 
his 


deals 


company—a major manufac- 


turer of water systems—from a 
“also-ran” to 


the leaders in the industry. 


position as one of 


Parent Company of Field 
Control Buys Spartan Tool 

MeENpoTA, ILtt.—Purchase of the 
assets of Spartan Tool Co., Chica- 
go, was announced recently by H. 
D. Conkey & Co. 

The purchase coincides with the 
retirement of John O’Brien, prin- 
cipal owner of the Chicago firm. 
His two sons, Patrick and John Jr., 


A PRODUCT OF STAMPINGS, INC. 


THIS TRENCH IS COSTING 
ONLY 1 CENT PER FOOT 


TRENCHER 


Unsolicited performance reports from ac- 
tual users state that POW-R-SPADE narrow 
trenches cost only 1 cent to 3 cents per 
foot, including labor. (Many report much 
less than 1 cent per foot.) Digging speed 
varies from 1 ft. to 17 ft. per minute 
depending on soil conditions. POW-R- 
SPADE is light, rugged, with minimum of 
maintenance. Shipped completely assem- 
bled. Neat, fast, professional trenches— 
3 in. wide to 24 in. deep, or 4 in. wide 
to 18 in. deep Send coupon today. 


One man can transport from job to job. 


Stampings, Inc., 321-24 St., Rock Island, Illinois 
Please send full information on POW-R-SPADE 


NAME 
COMPANY 
STREET 


CITY STATE 
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have joined the Conkey 
tion and will continue in manage- 


organiZa- 


ment positions. 

Spartan manufactures a line of 
power-driven drain and sewer line 
cleaners, cable and cutting tools. 

Conkey 
part of its acquisition and product 
Other Conkey 
divisions include the Field Control 
Division which manufactures draft 
control apparatus. 


made the purchase as 


expansion program. 


Sales Representatives 
Appointed by Peerless 


BoyvERTOWN, Pa.—Sales_ repre- 
sentatives in California and Wis- 
consin have been appointed by 
Peerless Heater Co., it has been 
announced by R. G 


vice president and sales 


Pinkerton, 

manage! 
Peterson-Contarsy of Los An- 

geles will represent the firm in 


I 


California counties south of and 
including San Luis Obispo, 


and San 


Kern 
Bernadino, the Mexican 
of Baja California and Clark 
county in Nevada. 

Hicks & Theisen Inc. of Mil- 
waukee will represent Peerless in 
Wisconsin. 

Peerless manufactures 
tial, industrial, and 
heating 


state 


reside n- 
commercial 
products 


Arno Richter Elected VP - 

of Sales at Lancaster Pump 
LANCASTER, PA. 
Arno Richter 

has been elected 

to the newly 

created post of 

vice president of 

sales at Lancaster 

Pump & Manufac- 

turing Co. The 

announcement was made by 

Stauffer, 
Richter’s assistants are Paul Car- 

penter, 


Paul 


president 


general s 

Roberts. 
manager of the 
Saw 


les manager, and 
Kenneth 


] 
Sais 


Chain 


assistant 
Lancaste1 
Division 


250th Class Graduates 

from Toridheet School 
CLEVELAND—The 250th 

been graduated from the 


heating, 


class has 
Toridheet 
cooling and water 
service school, 


heater 
now in its 20th year 
of operation, according to an an- 
nouncement by W. E. Haynes, sales 


(Please turn to page 238) 
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sell 


ZONVALVE 


the best modern 


only ZONVALVE 


has a 


5-YEAR 


warranty! - 


“pe 5-YEAR WARRANTY = 


This Zonvatyi 
from defect . 
a period of fv 
during thist 
at the factor 


This 


car toe Rae pata 


~ 7g NT Ry 
Lane 


ZONED HEAT 


Model C-S 


| Model RS-A Model $-S 





ZONED HEAT means: 


more comfort, less fuell! 


Zoned heat is now recognized as 
the ultimate in modern heating. Its 
advantages are two-fold: 


1) Comfort —each area of the 
home or building may be heated 
automatically to the desired tem- 
perature. 

2) Economy — heating plant need 
no longer burn fuel to furnish un- 
wanted heat. 


ZONE CONTROL VALVES are the 
most economical devices for accom- 
plishing zone heating control. With 
them, multiple zones may be in- 
dividually controlled from a single 
burner and circulator. 

Each zone is controlled by its own 
thermostat. All wiring is inexpensive 
low-voltage. 


ZONVALVES mean 


more profits, better jobs! 


ZONVALVE is a zone-control valve 
of outstanding quality, as well as 
extremely low price 

Zonvalve is thermostatically op- 
erated. All Zonvalves contain a 
built-in auxiliary switch, which auto- 
matically starts circulator or burner, 
when any Valve is in “open” position 

Zonvalve may be installed in any 
position on sup} ly Iping O1 indi- 
vidual radiator. In modernization, 
Zonvalve ordinary ra- 
diator valve with no piping change 


replaces the 


no shutdown of heating system 


Zonvalve rugged in 
construction manutactured i 
1 ply 
erates on steam and |} 


1 HO 


standard tubing an 


tems. Unconditionally guaranteed 


Zonvalve is ideal for zoned heat 
in homes, offices, factories, hospitals 


hotels and motels 


sell l Zonvalve! 


For fast sales, 


For full details, ask your wholesaler or write for Brochure H-6 


HEAT-TIMER CORP. - 657 BROADWAY, NEW YORK 12, N.Y. 








High Style Wall-to-Wall 











~ lie 14” extended rim on 
wall sides of tub al- 


lows perfect water- 
tight sealing 
f | 





This new recess tub is elegant in every detail 
The unique rim of this new high style tub eliminates 


the possibility ot wate! damage around edges forevel 





plus these Jeatures 
® Cast iron — lasts a lifetime 


© Triple-coated vitreous en- 
amel finish—gleaming, easy - 
to-clean 


Wide front apron—for bath- 
ing children .. . foot baths 


Gentle sloping sides—fast, 
complete drainage 


Decorator colors—choice of 
gleaming white or pastels of 
yellow, blue, green, coral or 
grey 

Two basic sizes—4!'» or 5- 
foot lengths, 14 or 16 inches 
high; for either right or left 
hand installation 


This l just one more example 
prod- 
ucts available to you through 
U.S. CONSOLIDATED SHIP- 
MENTS 
freight, storage and insurance 
and Increase 


Write 


ot the many fine quality 


which save you 


xpense > youl 


proht margin today for 


full details 
LI 
go0U04,. 


Ser: 


ipmewg 











UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORP. 
1130 CITY PARK AVE., COLUMBUS, OHIO 


News 





”? 


(Continued from page 237) 
Toridheet is a division of Cleveland 
Steel Products Corp. 


‘Classes are limited to not more than 15 men 


managel 


to assure each trainee plenty of individual at- 
tention, instruction and practice in every phase 
of the curriculum,” said Duane Rouse, manager 
of sales engineering and school supervisor. 

The training hall is equipped with current 
models of every Toridheet unit including fur- 
naces, boilers, water heaters and air condition- 
ers 

“Trainees make actual installations and serv- 
ice adjustments on all types of oil and gas equip- 
ment,” Rouse said, “and about 80 percent of the 
one-week course is devoted to practical applica- 
tion, with a written examination on the after- 
noon of the fifth day.” 
Ist Quarter Sales, Earnings Rise 


Sharply at Controls Co. 


ScHILLER PArk, ILL.—Sales and earnings were 
up sharply in the 
the Controls Co. 

‘Business was strong in all product lines,” 
He predicted thai 
sales for the full year 1959 will exceed $45 mil- 
lion, compared to $33 million in 1958. 

Sales for the first three 


$12,753,655, 


first quarter over last year, 
America has reported. 


said Louis Putze, president 


months of this year 
compared with $6,308,342 a 
Net earnings after taxes were $645,778 
against $234,144 last year 


were 


year ago. 


The firm produces controls for the air con- 


ditioning, refrigeration, heating and appliance 


industries 


Hooven & Allison Marks 90th Year as 
Oakum, Jute Packing Manufacturer 

XenrA, O.—The 90th anniversary of its found- 
ing is being observed here by Hooven & Allison 
Co. The manufacturer of 
oakum, jute packing, rope and twine. 


firm is a leading 

Initial production began in a one-story frame 
building in Xenia. Today, in addition to its 
plant here, the company maintains branches in 
Omaha, Kansas City and Minneapolis. 


Capital Goods ‘Out of Recession,’ 
Worthington Board Chairman Says 

Newark, N.J.—“The 
has joined the rest of 
out of the 
chairman of the 


capital goods industry 
the economy 
said Hobart Ramsey, 
Worthington Corp., at the 
firm’s annual meeting of employees and share- 


in coming 


recession,” 


holders recently. 
Predicting a better year for his firm in 1959, 

Ramsey stated that the forecast 

the confidence 


“depends upon 
business shows in new projects 
He also said that 
Worthington’s 1958 earnings of almost $8 mil- 
lion equalled $4.76 per common share 


and new capital equipment.” 


“a sub- 


stantial accomplishment under the conditions 
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that prevailed during the year.” 


Worthington proposes to become “geared to 
the customer,” according to Walther Feldmann, TRIANGLE 
president. “This calls for teamwork of the 
highest degree among our departments so that MANUFACTURING CO. 


we know in advance what our customer needs 


caik wetiete™” te enh 2981 EAST LAFAYETTE DETROIT? MICHIGAN 
Employees and shareholders of the company 

around the world were linked to the annual W 

meeting through a special closed-circuit tele- NO eee 

phone hook-up. Reports were followed by local 

meetings in 52 world-wide locations. New TRAY-MATIC* 
The Harrison, N.J. firm is composed of some 


20 domestic firms engaged in various activities ‘ r " 
and 16 foreign associates. Mueller-Climatrol, empties tubs below sewer line automatically 


a leading heating-cooling manufacturer, is one 





of its divisions. 





Acme Expands Plant Following Record 
Orders and Shipments in Same Month 


JACKSON, Micu.—Following the setting of new 


records fo1 orders and shipments made in one 


A-arPpPzZoacr ez 


month, Acme Industries Inc. has announced it 
will add 40,000 square fet of manufacturing 
space. “The addition will bring total manufac- 
turing space in the new plant to 160,000 square 
feet,” said K. A. Weatherwax, president. “This 
is in addition to the original plant which is still 
in use.” 


= He said third quarter figures compared to a 
year ago show shipments up 55 percent, incom- 
ing sales up 33 percent and with backlog up 42 


percent. The number of quotations submitted 





to customers “has more than doubled, indicating 


<nmwozcrr 


continued activity at record levels for some time 





to come,” he said. Acme is a leading producer 
of air conditioning equipment 


(Please turn to page 240) 
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Makes automatic washers automatic 

Here’s the answer to the problem Used with any type of washer 
of many of your customers—dis- the Tray-Matic complies with all 
posing of discharges from auto- health standards by eliminating 
matic washers below the sewer the hazards of emptying soapy 
line. When soapy water and rin- water, sediment, lint, etc., into a 
ses are discharged into laundry sump 

tubs or tray, the new Tray-Matic The Tray-Matic is a development 
automatically pumps the water of Triangle’s original manually 
into the sewer, trap or septic line operated Laundry-Utility Pumg 
4 to 8 feet above the floor. No To all of that pump’s recognized 
tonger need the housewife worry features it now brings de pena 
about water overflowing tubs or able, Triangle-designed automat 
trays in her basement ic contro 


 wv“Ssc'v <P>nza- 


*Pot. applied for 


Write or mail coupon today for details of the Tray-Matic and 28 other 
Triangle sump pumps, laundry-utility pump and turbine water pump 


TRIANGLE MANUFACTURING CO. 
2981 East Lafayette, Detroit 7, Mich. 





vs ' N — 
Don‘t you trust me, Helen? Is that ia 


what you’re trying to say? ae 





I a 


I Name of Your 
| Wholesaler _ 
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(Continued from page 239) 


New England Branch Office 
Established by Sherman 

East Hartrorp, Conn.—A new 
branch office has been established 
here to its New England 
customers, Sherman Products Inc., 
Royal Oak, Mich., has announced. 
Managed by Joseph Kuzlinski, the 
office is located at 103 School St. 

“Sherman’s line will be 
available directly to Ford tractor 
the said W. R. 
Howe, sales manager. 

Sherman is a leading producer of 
tractor-mounted earthmoving and 
materials-handling equipment and 


serve 


entire 


dealers in area,” 


related machinery. 


Cribben and Sexton Co. 

Elects Given Chairman 
Cuicaco—Shareholders of Crib- 

ben & Sexton Co. 


board of directors 


elected a 
with Bertram 
Given of Los Angeles as chairman 


new 


in their first meeting since control 


of the Chicago appliance manufac- 
turer was acquired by Waste King 
Corp. (See page 184, April DE.) 

Given is president of Waste King, 
a Los Angeles appliance maker. 

Howard Given, executive 
president of Waste King, 
elected as a director and vice chair- 
man of the board. Wendell Davis, 
president of Cribben & Sexton, also 
was elected a director. 

A slate of officers elected by the 
board includes Davis as president; 
Howard Given, secretary-treas- 
urer; Ronald Shepherd, vice presi- 
dent, sales; Wilfred Gauthier, vice 
manufacturing; Sidney 
Hill, vice president and comptrol- 
ler; Henry Lutkus, vice president, 
industrial relations; Robert John- 


son, 


vice 


was 


president, 


vice president, engineering; 


and Harold Jalass, vice president. 


Camdale Takes Control 
of Plastics Company 


New York City—Camdale Corp. 





IT’S PROTECTED: Sa mples of glass 
fiber pipe covering delight Glen Cor- 
corran (left) and J. C. Lampton of the 
Commercial Fibreglas Products Co. of 
Houston who point out that it can be 
used to protect all kinds of pipe. 


has created a plastics division by 
buying the controlling interest in 
Commercial Fibreglas Products 
Inc., Houston. 

J. C. Lampton, president of Cam- 
dale, said “plastics, especially fiber- 
glass, are destined to play a greater 
the plumbing 
(See photo above.) 


role in industry.” 


Glen Corcorran, president and 


— 


1 DEAL VOURGELF & Pain OF “NATURALS” 


a. 


] ONE SELLS THE OTHER! Prospects for fuel oil filters and 
- furnace humidifiers are frequently one and the same. 
Combine these two profitable lines and one gets business 


for the other! 


FAST, PROFITABLE INSTALLATIONS! 


No 


complicated 


assembling or fitting — and no service “‘call-backs’’. Gen- 


eral Humidifiers and Filters are trouble-free . . 


leader in its field. 


. each a 


SURE, YEARLY REPLACEMENTS! Easy, added profits from 
yearly replacements of General Filters Replacement Car- 
tridges (fit all leading filter makes!) and ‘Porous Weave” 


Evaporating Plates. 


“grep 
cartrids®: sles, 
Traps om 
4 moistvr® 
trouble-fre 
gration” 


Trusts Goncra€d 


He Stocks Both . . . How About You? 


(p | 
A tt 800’ ’ 
HUMIDIFIER 

@ No float oF 


tricky po" 


leveling- ” 
@ “Porous Weave 


plates resist 
clogging: 

@ Operates *° 
by water 
pressure. 

Ne 


HUMIDIFIERS 
AND FILTERS. 


lely 


’ 


eT 


General Fuel Oil Filters and General “800” Furnace Humidifiers go ‘‘hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up 
your sales effort saves time, service trips and money — makes handling 


GENERAL doubly profitable! 


GENERAL FILTERS, INC. 


43800 Grand River Avenue ° 


Novi, Michigan 


IN CANADA: Canadian General Filters, Ltd, 39 Crockford Bivd., Scarborough, Ontario 


Member of the Humidifier Association 
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design engineer of Commercial, said the firm 
has already built truck and trailer bodies and 
boats. The firm was organized two years ago. 


Midwest to Make Welding 
Fittings for Walworth 

New York City—A line of welding fittings 
will be manufactured for the Walworth Co. by 
Midwest Piping Co. of St. Louis. The announce- 
ment was made last month by John Wallace, 
president of Walworth. Fittings to be made by 
Midwest include complete lines of elbows, re- 
ducers, tees, caps and laterals. 

Wallace said that “Midwest’s welding fittings 
will complement our present lines of cast and 
malleable fittings and will be sold nationally 
through Walworth distributors.” 


New Home Heating Markets for LP Gas 
Highlight Equipment Sales Last Year 


' New York Crty—New markets for LP gas 
in home heating were among the outstanding RIiFESs(D 
features of the 1958 equipment sales record, a No. 2-S 
Gas Appliance Manufacturers Assn. summary Spiral Reamer 
has revealed. Ye’’ to 2”’ Capacity... Self-Feeding for Least Effort 
There was little change generally in LP’s 
share of the gas appliance and equipment to- , 
tal despite the relatively poor economic condi- For Smooth, Easy Rean 
tions during much of the year, said Edward 
Martin, GAMA director of marketing. 
“That was a commendable achievement in 
view of the continued expansion of the natural 
gas network and the bigger replacement mar- 
ket for equipment using utility gas,” he said 
Shipments of LP gas-fired, forced warm ai} 


(Please turn to page 242) 








Rikat(b 
y” ws” 
Capacity 
No. 3 


¥%’’ to 3’’ No Thinned or Flared Walls 
Capacity 


Take your choice-Spiral or ““LonGrip’’- you can’t 
beat these RIGA0IG Reamers. For hand ream- 
ing, you probably prefer the effortless self- 
feeding Spiral; for power use, the ‘LonGrip” 
five-fluted reamé@rs. Heat-treated cutting edges 
offer extra-long Service . . . will not dig in and 
thin or flare walls. All RiGaib Ratchet 
Reamers come equipped with handle. 





Your Supply House has them. 
For smoother, faster reaming, 
order yours today. 


i] 


U2 


Te BISHOP 





“This job may pay better than we thought!” 
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ALWAYS 
OR 
Ov CAN SET 


SOIL PIPE 


& 


painted 
ORANGE. 


Meets AND BEATS 
the rigid specifications 
of the Cast Iron Soil 
Pipe Institute 


MACHINE-MADE 
Nod OF © I ad ba dlale|-fam cole) 


Za 
‘P 
MEMBER OF 
CAST IRON 
a type and for ry j SOIL PIPE 
and every cod ey INSTITUTE 


A complete line of APCO and 


Stringer tting here's 


ALABAMA PIPE COMPANY 


j Sales Offices in Principal Cities 
GENERAL OFFICES — ANNISTON, ALABAMA 


WESTERN PLANT AND SALES OFFICES 
5335 Sevthern Ave. + South Gote, Calif, 


News 





tinued from page 241 
furnaces jumped to an all-time high of 81,100, 
up from 71,700 in 1957. Vented recessed wall 
heater shipments rose from 51,300 in 1957 to 
60,700 last year. LP gas-fired heater sales, how- 
ever, dipped from 299,000 to 288,800 


California Wholesalers Vote $1 per 
Employee Contribution to P-H-C Bureau 
Cuicaco—A contribution equaling 
employee in the wholesale pl 
in southern California has 
support thi 
nation Bure 
ade by Pete: 


ile ‘lumbing 


Ke enal 


American Metal Hose Gets Closer 
Identity with Parent ~ceuugirwgeans 
WatrernuRY, CONN 
th Metal Ho 


divi 
Aric rican 
and thie 
tablish closet 
the parent compan, 


The division 


plastic connectors for the p h industry 


American-Standard Will 
Forecast Local Sales 

New York Crry—Local sales forecasts cove 
ing one to five years will be provided by 
American-Standard’s Air Conditioning Division 
for its nationwide network of distributors 
W. H. Baker Jr., vice president of marketing, 
has announced 

A new market research department has been 
established to work with distributors to deve lop 
marketing data on new construction and mod- 
ernization for individual areas. Norman Robert- 


son will manage the new department 


Black & Decker Forms Subsidiary 
to Manufacture Pneumatic Tools 
Towson, Mp.—The formation of a new sub- 
sidiary corporation was announced last month 
by Robert Black, chairman of the board and 
president of Black & Decker Manufacturing Co 
The subsidiary, Master Power Corp., ac- 
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quired the operations of Master Pneumatic 
Tool Co. of Bedford, O. and Master Pneumatic 
Tools Ltd. of Toronto, Ont. and will make pneu- 
matic drills) hammers, grinders, impact 
wrenches and a line of air hoists for the con- 
struction industry. 

The move was designed to add a line of 
pneumatic tools to “supplement the parent com- 
pany’s complete line of electric power tools,” 
Black said 

Operation of the subsidiary will be under the 
direction of Leonard Roll, vice president and 
general manager. Harry Williamson Jr. has 


been named general sales manage! 


Oil Heat Institute Appoints 
Manager of Field Services 

New York Ciry—Robert Griffin of Albany 
N.Y. has been appointed manager of field s 
vices, a new departmen Distribution 
Division of the Oil Heat 
rhe announcement was n 
national chairman of the divi 

Griffin assumed = hi new 
month, Field representative 


and east and \ voant will b 


Top Salesman, Manager 
Honored by Permaglas 

KANKAKER, [ht The top 
ager and salesman of T58 for 
Division of A. O. Smith Corp 
same team, Wayne Burleson 
ager, has announced 

R. J. Ulvestad, manager of the Rocky 
tain area district headquartered in Kar 
Mo., was pi ited bronze plaque 


dd 
j 


DoMESTIC ENGINEERING, JUNE 1959 


MEDONALD 


THE QUALITY NAME IN 
PLUMBERS’ BRASS GOODS 
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125 lh pressure 
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bronze gas cocks 
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low pressure 
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(Continued from page 243) 
standing over-all achievement in the sale of 
Permaglas division products for 1957-58.” He 
has been reassigned to the northeast district, 
headquartered in Springfield, Mass. 
The top salesman award went to R. E. Cook, 
a member of Ulvestad’s four man sales team. 
Cook, operating out of Minneapolis, was hon- 
ored for his “balanced performance on all 
Permaglas products.” The firm is a leading 
manufacturer of water heaters. 


Proto Tool Wall Panel Offers 
Display and Tool Selection Ease 


Los ANGELES—Proto Tool Co. has announced 
a new merchandising wall panel to display and 
stock its line of plumbing tools. Included on 
the rack are a wide variety of pliers, wrenches, 
screwdrivers and other special tools. 

Also featured on the rack is the firm’s new 
plumbing plier that offers the user over 30 par- 
allel jaw positions from \%¢ to 2% inches. 


York-Shipley's Levittown 
Order Will Top $500,000 

York, Pa.—An order worth more than a 
half million dollars has been placed with York- 
Shipley Inc. to supply the gas-fired, boiler- 
burner needs for all the homes to be built this 
year in Levittown, N.J. 

This is the 11th order to be placed with York- 
Shipley in a dozen years by Levitt & Sons, 
one of the world’s largest home builders. 

The York-Shipley firm has delivered 30,213 





complete heating units worth more than eight 


—-— 
by Stasco million dollars to three Levittowns so far, in- 


.» bathroom luxury on a budget 


Stasco presents Clean-line #59 — new in design, new 
in comfort, and virtually indestructible. 


Utilizing the famous Stasco Seamless Finish over a 
contour-molded core, the Clean-line #59 is priced for 
volume sales. It is made in the finest Stasco tradition, 
featuring a new all plastic hinge with brass inserts — 
no chance of corrosion — so easily kept clean. 





Available in a range of colors to match plumbing fix- 
tures. The carton opens up into an effective counter 
display, showing the slim, trim seat sealed in a poly- 
ethylene bag. Write for full details. 





STANDARD TANK & SEAT COMPANY - - ——— } 
CAMDEN 2, NEW JERSEY ‘He said to drag the old tub outta here!”’ 
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cluding oil-fired units to the two previous com- 
munities in Long Island, N.Y. and Pennsyl- 
vania and 1,000 gas-fired units to the new city. 


Sundstrand Machine Tool Has New 
Corporate and Division Names 

RockForp, ILt.—Sundstrand Machine Tool Co. 
has announced that its new name will be the 
Sundstrand Corp. The firm’s Hydraulic Divi- 
sion has also changed its name. It will now be 
known as Sundstrand Hydraulics 

Bruce Olson, president, said, “the forme: 
company name was no longer descriptive of 
the diversification and expansion of the firm.” 

Sundstrand is a 


leading producer of oil 


burner fuel pumps and other products. 


Mackenzie Walton, Producer of Copper 
Tubing, Celebrates Golden Anniversary 

PAWTUCKET, R. I.—Its 50th anniversary as a 
producer of seamless copper and alloy tubing 
is being celebrated by Mackenzie Walton Corp 
The small-gauge tubing is used in the air con- 
ditioning and refrigeration industries. 

The firm is a wholly-owned subsidiary of 
Reading Tube Corp. 


Alpha Plastics Gets Navy Order 
for 54 Miles of PVC Pipe 


Livincston, N. J.—An order for more than 54 


rigid PVC 


chloride pipe has been awarded by the 


miles of heavy-walled polyvinyl 
Navy to 
Alpha Plastics here. This is the firm’s second 
order for 250,000 or more feet of pipe from the 
Navy in less than a year. 

The Navy will use the PVC piping in above- 
deck washdown systems designed for ship and 


personnel protection against atomic fallout. 


Reprints of Three Business-Promoting 
Articles Are Now Available from PHCIB 


Cuicaco—Reprints of three consumer maga- 
zine articles placed by the Plumbing-Heating- 
Cooling Information Bureau to promote bath- 
room and laundry business for contractors are 
now available from the bureau 

“Help Yourself to a Modern Laundry,” re- 
printed from Home Modernizing Guide, de- 
scribes the components of an efficient home 
laundry and the importance of having a prope: 


hot water supply and water softener. 


s “The Motel Bathroom: 
Motel magazine, is a six-page reprint for dis- 
builders. It 
stresses planning and installation by an ex- 


1959,” from American 
tribution to motel owners and 


perienced plumbing contractor and shows the 
importance of more-than-minimum bathroom 
facilities as business-builders 

“Clean and Modern Restrooms Help Busi- 
ness,” from Super Service Station magazine 


(Please turn to page 246) 
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26 Stainless Steel Sinks 


that Fit Your Monkat 


a 


Polar Ware doesn’t make every sink size you can 
think of, but Polar does think aggressively about 
every size that moves in volume. That's 90% of the 
market. And here, with Polar Ware, you can sell in 
competition with anybody without cutting the profit 
margin you need. 


Polar, the leading manufacturer of stainless steel 
clinical ware, makes stainless sinks to the same 
high standards of craftsmanship demanded by hos- 
pitals .. . provides you with a heavy gauge product 
of 302 stainless that is second to none in quality and 
features. And Polar sinks are priced to protect your 
interest in quoting jobs and making money on them. 

It will pay you, as it has so many others, to inves- 
tigate Polar Ware. Write for the name of the Polar 
distributor in your area, and for full information on 
this hard-hitting line of stainless steel sinks. 


Polar Ware Company 


"4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 
Merchandise Mart Chicago 54, Room 1455 


“415 Lexington Avenue "800 Santa Fe Ave 
New York 17, N. Y Los Angeles, Calif. 


Offices in Other Principal Cities ‘Designotes office and werchouse. 
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(Continued from page 245) 
describes the basic components of an efficient 
service station restroom. 

Two previously announced reprints, “An 
Older Hotel Prepares for Future Business 
Through Plumbing Modernization” from Hotel 
Monthly Magazine and “More Boilers Rust Out 
Than Wear Out” from Boxoffice, theater man- 
agers’ magazine, are still available. 

The “Modern Laundry” reprint costs $1.25 
per hundred and the others are free from the 
bureau at 35 E. Wacker Dr., Chicago 1. 


Tait Offers New Time-Payment Plan 
Tied In with FHA Title 1 Loans 

Dayton, O.—A consumer time-payment plan, 
built around the theme, “Water today—up to 
three years to pay,” has been announced by the 
Tait Manufacturing Co., water systems manu- 
facturer. 

Dealers are supplied with a complete mer- 
chandising kit, which includes a 20-page book- 


REMOVABLE let on “How to Increase Your Home Improve- 
ment Sales,” poi se display 


point-of-purchase displays and the 
H EA DER simple forms necessary for processing the loans 
The dealer is not involved in making the loan 


and is not responsible for collections or follow- 
WA ¢ ER ¢o : LS up, according to Frank Hickey Jr., vice pres- 


ident and general sales manager of Tait. “The 


e oye loan itself is made through a nationally-k 
e Complete Drainability an itself 1s m oe 1rough . nationally ori 


payment protection plan which deals exclusive- 


ly with FHA Title I loans,” he said. 


e Easily Cleaned 
7 High Heat Transfer Universal-Rundle Features 


Bathroom Value in Ad Series 


New Castte, Pa.—Institutional-type ads de- 
scribing the “miracles of value” built into to- 
day’s new homes, particularly the bathroom, are 
part of Universal-Rundle Corp.’s spring ad 
campaign in consumer magazines. U-R is a 
leading producer of plumbing fixtures. 

Free display cards of the ads and copies of 
the firm’s new catalog are available from U-R 


Completely drainable and easily cleaned, Aero- 
fin Type “R” coils are specially designed for 
installations where frequent mechanical clean- 
ing of the inside of the tubes is required. 

The use of 54” O.D. tubes permits the coil to 
drain completely through the water and drain 
connections and, in installations where sediment 
is a problem, the coil can be pitched in either 
direction, The simple removal of a single gas- 7 
keted plate at each end of the coil exposes every Housewife Endorsement 
tube, and makes thorough cleaning possible Inspires Hydronics Flyer 
from either end. New York Ciry—The endorsement of hy- 

The finned tubes are staggered in the direc- dronic heating by housewife delegates to the 
tion of air flow, resulting in maximum heat last Women’s Housing Congress is featured 
transfer. Casings are standardized for easy in- a promotional flyer available from the Better 
stallation. Write for Bulletin No. R-50. . Heating-Cooling Council. 

About 75 percent of the delegates scored hy- 
dronic heating “highest on cleanliness, family 
4t health and comfort, freedom from noise, deco- 
ER O FIN rating ease and carefree operation,” the flyer 
Correo RA TION says, although only 10 percent said they live 
in hydronically-heated houses. 
101 Greenway Ave., Syracuse 3, N.Y. The two-color promotion piece also serves as 


Aerofin is sold only by manufacturers of fan system a check list for anyone buying or remodeling a 
apparatus. List on request. home. It is available at $14 per 1,000 from BHC. 
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Formica Puts ‘Feminine Look’ into 
Consumer Ads—Offers Color Swatches 

CINCINNATI—The “feminine look” is being 
brought into Formica Corp.’s 1959 consumer 
advertising, in recognition of the woman’s 
dominance in the selection of Formica colors 
and patterns for her home. 

Expressing the female point of view is Jane 
Hampton, who will offer her own viewpoint in 
Formica advertising, and who will also estab- 
lish a more intimate relationship between the 
company and its woman customers. 

“We are developing this through a personal- 
ized approach to the answering of advertising 
inquiries and other customer letters,” DE was 
told by E. A. More, Formica’s ad manager. 

In previous years Formica has offered sam- 
ples of colors only at point-of-purchase. The 
newly inaugurated program makes available 
complete swatch chains to the consumer. 

The advantage of this, More said, is that “a 
potential customer will now have samples of 
our complete line right at her fingertips.” 


= Formica’s consumer ads make a coupon offer- 
ing of a 72-swatch color chain, a decorating 
book and kitchen and bathroom literature. 
The overall effect of this advertising-mer- 
chandising approach, More said, is that “more 
people will become more constantly aware of 
Formica’s colors and patterns, and ideas for 
using Formica laminates will be stimulated.” 
More also announced that a new literature 
rack is available for attaching to the firm’s 
merchandising display wallboard. END 


EU i 


With all the business | throw your way, 


you'd think you’d buy me a present 
once in a while!” 
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Want the Fineet? 
Want Competitive Prices ? 


SPAR TAR 


SHOWER STALL 














Qmartest Styling 
Highest Quality Conetruction 


Most Complete Line 


7 warehouses coast-to-coast 


SPARTAN 


SHOWER STALL COMPANY, 
52-55 74th ST., MASPETH 78, ry Y. 
ILLINOIS 7-5502 


Manufacturers of: 
SPARTAN BASEBOARD « CONVECTORS ¢ 
ELECTRIC RADIATORS ¢ GLASS ENCLOSURES 
SHOWER RECEPTORS 





The most complete line of faucets 


fas Wan ae hod) oY ee 


—-, 


i. 


rl 
r 


No. 904 Bed Pan Flusher, with 
integral vacuum breaker. 
Other types for concealed 
piping, with different nozzles, 
spouts, etc. 2 


Thanks to more than 50 
years of specialization, 
Chicago Faucets offer your 
most complete selection of 
faucets for hospital use — 
for wash-up or laboratory 
sinks, bed-pan flushers, 
nurses’ stations, etc. 
Pedal-, leg- or wrist-opera- 
ted;interchangeablespouts, 
supplies and vacuum break- 
ers. Each has the time- 
proved replaceable opera- 
ting unit which permits 
minor service or complete 
renewal in a matter of min- 
utes. Because many so- 
called specials are standard 
with Chicago Faucet, 
chances are you'll pay little 
if any premium in price for 
this premium quality. 








No. 886 Exposed Sink 
Faucet, with integral 
vacuum breaker. Other 
types with wall brace, pail 
hook, integral stops, etc. 


No. 625 Pedal Valve, mixing 
type. Also wall hung pedal 
valves, and leg- or wrist-oper- 
ated valves, 


po 


{ al fixtures 
pecia 


The Chicago Faucet Co. 
2712 N. Pulaski Rd., Chicago 39, Ill. 


New Sketch Book 
has 64 pages of en- 
gineering data and 
dimensions on many 
special hospital 
faucets. If you buy or 
specify faucets write 
for your copy. 


eee eee ewer eeeee 


Distributed through the plumbing trade exclusively 


More Rapid Changes in Store for 
Plastic Pipe, Fittings Mfr. Says 


“THE LATEST ABOUT PLASTIC PIPE and fit- 
tings was not written yesterday; it is being 
written today, and more will have to be 
written tomorrow.” 

With that preface, Donald Culver, sales 
manager of Industrial Plastic Fittings Di- 
vision of The R & K Plastics Co. (Towson, 
Md. and Cleveland), recently announced a 
new type of sales manual for use by the 


Donald Culver 


firm’s field representatives in calling on 


plumbing and heating wholesalers. 


The manual, Culver told DE, was designed 
with two purposes in mind: (1) To provide 
sales representatives with the necessary in- 
formation and specifications on IPF’s line 
of plastic fittings and (2) to provide a wealth 
of technical information on plastic pipe. 


= Thus, the sales manual is, in effect, a tech- 
that 
to have “all the answers” at his fingertips. 

The manual (8% by 11 inches in size) is 
divided into five general sections: (1) Your 


nical brochure enables the salesman 


company and the people who run it, (2) 
General information and plant facilities, (3) 
What is plastic pipe? (4) Plastic insert fit- 
tings for polyethylene pipe, and (5) Plastic 
fittings for A.B.S. pipe. 

In addition, there are special articles and 
treatises by authorities outside the company, 
Culver points out. 


» Culver added this additional bit of com- 
mentary on the background of plastic pipe: 

“The plumbing industry waited for cen- 
turies before it could obtain piping that 
would have the virtues of malleable glass— 
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flexible glass. Research has shown that the 
secret of manufacturing malleable glass was 


ae & 

known and used by the ancient Egyptians, 
and lost with them. Modern scientists have in rl in 
discovered the secret of the atom and the 
atom bomb, yet they have never re-discov- ‘ ° ’ / 
ered the secret of making malleable glass. hastolle Like ML 
But they have discovered—and put to work 
—a more fascinating substitute, plastics. 

“In 1957 it was estimated that $40 million 
worth of plastic pipe was sold in this coun- 
try, and that by 1960 this figure would reach 
$90 million. 

“In any new industry various discoveries 
and developments keep coming up, and the 
pioneers have to keep continuously learning 
and teaching all the time. Selling does not 
consist of just booking orders. You not only 
have to sell—you have to do a lot of sales 
engineering besides 


s “Along with the miracle of plastics and 

their application to plumbing came the need 

by our salesforce for reference material in 

brochure form regarding plastic pipe and its 

fittings. In a pioneer industry there are not 

many text-books or reference books to fall 

back on, because these books are actually 

writing themselves for the first time—and 

for the latest edition—as you go along. Plas- Pe 

tics are completely tied up with chemistry, : “A aa 

science and engineering together with a . 1. Built-in Corner Supports! 
speedy evolution of progressive develop- au No extra parts — one tool —a screw 


driver. Just tap in the corner tabs — it's 


ments and new discoveries i C >: 
‘ discoveries in techniques locked tight. 


and applications. This is something that can ‘ 
cause worry to a sales representative re- Z. Ridged Corners for Strength! 
garding his inability to supply immediate an- Speeds installation — stops warp and wobble. 
swers on technical questions that customers 


and prospects may ask.” END 3. Installs Fast ons Sells Fast! 


On the line, on the job or in the store. Builds profit — 
cuts time. 


One man, one minute, one screw driver .. . that’s 
all it takes for safe, sure sink frame support with 
KINTRIM! 


Contact your wholesaler or write. 


Wide flange 
assures watertight 


seal 


2. Guarantees o firm 


3. Special anchor secure fastening 


lug cssures 
proper bolt 


positioning 


PLUMBING 


KINKEAD 


5860 N. Pulaski Road, Chicago 46, Illinois 


“When | need his advice 5250 W. 102nd Street, Los Angeles 45, California 
for it—please help me!”’ 


D INDUSTRIES 


aP 
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MODEL C-19013 
For cabinet mounting 


MODEL C-19014 


For wall mounting 


DRINKING FOUNTAINS 


MODEL B-22330 
WALL HUNG 
SINGLE BUBBLER 





MODEL C-21399 
SEMI-RECESSED 
SINGLE BUBBLER 


The durability and beauty 
of JUST Stainless Steel 
Drinking Fountains and 
Sacrarium Sinks make 
them ideal for churches, 
schools, hospitals, and in- 
stitutional buildings of all 
types. The clean, modern 
lines of the JUST foun- 
tains harmonize with the 
concepts of modern archi- 
tecture. The permanence 
of JUST Stainless Steel 
makes them a wise invest- 
ment and JUST produc- 
tion techniques keep first 
cost far lower than you’d 
expect for such superior 
quality. 


WRITE TODAY FOR BULLETIN J-105 


NAME 





FIRM 


ADDRESS 








9233 KING AVENUE 
FRANKLIN PARK, ILL. 


Journeyman Selling 
Plan Is Launched 


(Continued from page 148) 


7m 


encouraged by a special newsletter outlining 
the “bonus buck” plan. 

West and Lasley’s newsletter suggests 
ways in which wholesalers can interest con- 
tractors in the program and says: 

“We would suggest you first tell the 
Domestic ENGINEERING survey story. Next, 
tell—and show—the contractor what Olson- 
ite has developed to help his journeymen 
increase his replacement seat sales. 

“Having shown him the kit, you can con- 
tinue the story by referring to the Union 
Plumbing and Heating Co. of Richmond, Va. 
which, Domestic ENGINEERING found, in- 
creased its seat sales from 12 in 1957 to 150 
in 1958 by displaying a seat while making 
a house call for another purpose.” (See DE 
for October 1958, page 118.) 


«Every time a wholesaler places an order 
for a home demonstrator kit through West 
and Lasley, he receives a silver dollar. The 
dollar is posted on a three-color flyer (page 
111) which reads: 

“Any way you look at it .. . we’re ‘passing 
the buck’ to you! Why? Your organization 
is joining with Swedish Crucible Steel to 
help the merchandising-minded plumbing 
contractor increase his sale of Olsonite seats 
in the replacement seat market. This buck, 
and those to follow, is our ‘thank you’ to you 
for the part you'll play in boosting sales— 
both yours and ours.” END 














“Sure, $50 a week is O.K. to start—but | 
want it understood that I'll expect more if 
| ever become Mrs. George.”’ 
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Oil Heating Men Size Up Their Future . . . 


(Continued from page 176) 
equitable ordinances which favor 
competitive fuels” and have 
worked toward their revision, 
Pickard said. “In this same gen- 
eral area, there are inequities in 
the application of state sales and 
use taxes to which oil products, 
including heating oils, are sub- 
ject. In contrast, substitute fuels 
frequently are exempt. You of 
the OHI may wish to consider 
steps which might alleviate these 
tax inequities.” 


# An analysis of the competitive 
situation in the northwest was 
given by Henry Auld Jr. of the 
Automatic Heat Co., Eugene, 
Ore. Selecting as his topic “Why 
We Lose Sales to Electric Heat,” 


builder likes it, the electric util- 
ity likes it and the consumer 
likes it,” Auld said. “So we have 
a selling job to do. We must con- 
vince everyone who counts that 
no method of heating can beat 
oil heating when it comes to com- 
fort and economy.” Auld pointed 
out that a recent survey of 200,- 
000 electric heat users was “mis- 
leading” when it showed that 
electric heating is competitive 
with oil. The survey, Auld noted, 
showed an average annual heat- 
ing cost of $113 with electric 
heating, but “should be discount- 
ed” because “a large percentage 
of the survey respondents were 
from the south, where heating 
needs are not typical, and oil is 
not competitive.” 


York), told the group that the 
threat of competitive fuels “actu- 
ally makes the future of oil heat- 
ing brighter than ever before.” 
Because of this threat, he said, 
new approaches in sales and pro- 
motion, brought about by strong- 
er support from all segments of 
the industry, will help bring the 
advantages of oil heating before 


the public more forcefully 


#®One of the ways individual 
dealers can meet the challenge 
of competitive fuels at the local 
level was outlined by C. Everett 
Elliott of C. L. Elliott and Co., 
Danvers, Mass. His comments 
appear in the supplementary 
reading on page 173 

In the technical sessions, con- 
siderable interest was shown in 
new designs for oil burners 

One, designed by the Shell Oil 


Auld said that “nearly every- Ray Nathan, of Ray Nathan Co., was presented in a pape 
body likes electric heat.” Oil and Air Conditioning Co., prepared by W. A. Sullivan and 
“The architect likes it, the Freeport, Long Island (New Please t { ge 252 


Poor George 
at Valley Forge! 


What he would have given fora hot bath! But 
he hadn’t even heard about BRADFORD Water 
Heaters, now to be had in a complete 

range of sizes... glass lined or galvanized 

... round or table-top models. And come 

to think of it, George wasn’t half as 
revolutionary as the revolutionary new 

type Water Softener BRADFORD will 
introduce at the National Association of Plumb- 
ing Contractors at Miami Beach, June 1-4. Be 
sure to visit Booth 433. Remember, profits are 
bigger because BRADFORD is sold exclusively 
through the plumbing trade. 


Br 

iutomatic 

Gas & see your wholesaler 
Electric 

Clothes Dryer 


Bradford 
Automatic 
Gas & 
Electric = 
Water Heater c J 


—— 


NNSYLVANIA RANGE BOILER co.,inc. 


24th and Ellsworth Streets, Philadelphia, Pa 





The “Green Hornet” 
Velocity Power Stud 
Driver speeds 
fastening jobs in 
concrete and 
structural 

steel 


Wide variety of studs —threaded or plain-headed — are available. 
Open end of cartridge receives piston already assembled to stud. 


Here’s help for men who want to streamline fastening jobs. 

The “Green Hornet’ Velocity Power Stud Driver con- 
serves precious time and energy. Fastens jobs in concrete 
and structural steel rapidly, accurately, safely, with little 
of the complexity faced in manual installation. 

Electrical, heating, plumbing and air conditioning installa- 
tions are a natural for the versatility of this tool. Such jobs 
as securing electrical conduit and raceways, anchoring 
overhead piping and sprinkling systems, and studding cur- 
tain walls, are a representative few of the many tasks the 
“Green Hornet” performs. 

With the “Green Hornet,” straight, firm stud driving is 
actually as easy as shaking hands. Operation is simple: just 
load stud and cartridges, lock breech with 180° barrel turn, 
position, press and fire. This is fastening, the modern way. 

Interchangeable barrels accommodate 4% or %-inch 
diameter Studs for two-tools-in-one convenience. Safety 
received top consideration, too. Pressure controlled firing 
eliminates accidental discharge by dropping. 

Added advantages: trigger activation, protective safety 
shield, pistol-grip handle, quiet operation, easy maintenance 
and compact design. 

If you still need convincing, write for Bulletin 1411-2 and 
ask for a demonstration. 


etociry-powef] TOOL COMPANY 


201 North Braddock Avenue ° Pittsburgh 8, Pennsylvania 














(Continued from page 251) 
L. H. Ventres, who reported 25 percent more 
useful heat from every gallon of No. 2 fuel 
oil used by the unit. 

Application of the design is intended for 
water heaters and small residential units. 
The new principle, developed at Shell’s 
Sewaran, N. J. laboratory, differs from con- 
ventional oil burning techniques in the way 
fuel-air mixture is prepared for combustion. 

The new system uses a special chamber, 
resembling a jet engine combustor, where 
fuel spray is heated, while suspended in air, 
to form a gas. 


s Additional air for complete combustion is 
supplied through louvers as the gas moves 
toward the top of the chamber. The almost 
invisible flame produced is smokeless, leaves 
no carbon deposit and is exceptionally quiet, 
the Shell representative said. 

Shell has made a research model of the 
burner to demonstrate the principle, but 
further development will be left up to manu- 
facturers who may wish to adopt the prin- 
ciple for cil burners of their own design. 

Anothe. new design, the Waller burner, 
was discussed in a paper prepared by the 
Waller Research Development Co., Beacon 
Falls, Conn. 

The unit has no flame, only an orange 
glow resulting from a gasifier that converts 
liquid fuel into gas for complete combustion 
without smoke. The device works “without 
draft and without excess air.” 


=» The only moving part is a 4» horsepower 
motor that runs an 11-inch fan to provide 
air pressure for forcing oil into the gasifier. 
In the gasifier, a combination of time, tem- 
perature and pressure converts the oil into 
a gas. 

Many other major addresses dealing with 
technical, management and merchandising 
subjects were presented. They will be re- 
ported in forthcoming articles. 

In business sessions, the Institute took 
steps to simplify its organizational setup by 
combining the manufacturer and accessory 
divisions into a single manufacturer division. 


a G. M. Marin, a vice president of OHI and 
president of the Sun Ray Burner Manufac- 
turing Co., Jamaica, N. Y., was named chair- 
man of the new division. Stanley Czarnecki, 
also an OHI vice president and a partner in 
Eddington Metals Specialty Co., Eddington, 
Pa., was appointed vice chairman. 

The OHI now has three divisions: the 
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Manufacturer Division, under which is a diet: " 


domestic section and a commercial-indus- 4 
trial section; the Distribution Division, un- 
der which operate the Institute’s 63 chapters 


in the U. S., Canada and Great Britain; and 
the Technical Division. Cl iA I I ER 


In other business sessions, the convention 





elected the following new officers: Fred ae Tom se arrived — gg one syns. 
“ sie several hours late e had a blac eve and was 

Heaney, Skaggs-Walsh Co., Long Island seca Shun, Ueadin ani aceuned elie dion 

City, N. Y., president (Heaney is the first Mr. Detwiler, his employer, solicitously inquired 

: ‘ ir a: ; eo é ‘What happened, young Tom? 

member of OHI’s Distribution Division to Youns Tom Pelailer veplied, “Lact niga 1 buried 

hold this office); Stanley Czarnecki and G. my mother-in-law.” 

M. Marin, vice presidents of the Institute 





X-L Coupling 
Economy is a way of spending your money witho 
from the Manufacturer Division (see above | getting any fun out of it 
. - » nfPizesi Les oes . X-1 Nipples 
for company affiliations); and T. R. Loizeaux E 4 Cilliensis Whsilinn Medkias Poodutts Comsan 
Sr., Loizeaux Fuel Co., Plainfield, N. J., vice and Pacific Fittings are now combined under the 
president from the Distributor Division. END name of Wheeling/Pacific to give complete “X-I 
Pipe Couplings, Nipples and Malleable Fittings sery 
ice to the Pacific Coast area The main sales office 
of Wheeling/Pacific is located at 1408 Santa Fe 
' ’ é é os reles th the ctory ss Rox 
Dealer Tells How His Firm Meets Aveane in Leo Angctes, with the { 
the Challenge of Competition X-L Coupling 
Observation: The cost of livir 
(Continued from page 173) it’s still worth it 





X-L Couplir 


tomer’s name and the only “sell” in the let- A man went to see a psychiatrist 
ter is the closing sentence: “We’re proud plaint that he could think of not! 
‘ ] You'll have to stop that the heac 
“or you'll lose your hearing.” 
This way, figuratively, we can visit them uts that so?” asked the patient 
° ihe eis! se What did you sav?” asked the 
and express our interest in their families and X-L ¢ 


to have you among our customers.” 


] 
ouplings 
: , . ] Overhear drive-in theater 
present services available from us for the vers ape <e ae 
come over you inally / 
comfortable, convenient and economical X-L. Nipples 
heating of their homes. For the finest you can buy, ash 
RP | Wheeling Machine Brass Jas 

With the always acceptable premise that They are available in sizes fror 
existing customers are the most valuable, lesigned ar tructed to 
streneth for hard driving and f ! 
capacities. All of them are Chromat 
a series of letters which were to be mailed guard the complete well 


electrolvsis 


our first efforts were toward the creation of 


(Please turn to page 254) 
When two 


which one 





top 


-DO IT YOURSELF 4 4 


1c | | “To prove 


said the lov 


the mitiative and 





for married women.” 
“Wonderful.” 


hir todaw? 














Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
“We're in luck, Crosscut! | found a FACTORY PHONE: CEDAR 2-0175 


plumber who never heard of you!” ba ee ts 
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CONVENIENCE - SAFETY - SANITARY EFFICIENCY 
TS Swctelass - Cdlorless 
GAS INCINERATOR 





completely disintegrates 
all combustible trash 
and garbage without 
any smoke or odor! 








Total secondary combustion 
guarantees smokeless, odor- 
less operation, plus elimin- 
ation of fly ash. Space-sav- 
ing design, with snow-white 
baked enamel finish, char- 
coal gray porcelain enamel 
top and gray enamel bot- 
tom. Convenient fully au- 
tomatic timing controls. 
Bound to be a top seller. 


Write for details! 


YOU’LL DO BETTER WITH BASMOR! 


The Complete Line: Gas and Electric Water Heaters, Gas-Fired 
Domestic and Commercial Boilers, Wall Heaters, Incinerators. 


BASTIAN-MORLEY CO., INC. 


LoPORTE, INDIANA BRANCH PLANT: PITTSBURG, TEXAS 








CENTRAL , 
BRASS 


YOUR 
BEST SOURCE! 











WRITE FOR FURTHER PARTICULARS TODAY! 








™~\ | MANUFACTURING CO. 
2950 E. 55th Street Cleveland 27, Ohio 





wil 





THE CENTRAL BRASS _ | 





(Continued from page 253) 

to them at various holidays and seasons of 
the year. These letters, we decided, were to 
be non selling, friendly letters—for people 
are born friendly, and they yield to the 
steady pull of friendliness. The letters, there- 
fore, would serve as a foundation for future 
direct selling letters. 


s Our first letter was mailed to arrive the 
day before Thanksgiving, 1954. It reads: 
“Dear Mr. Doe: 

“To some people this Thanksgiving day 
means football, excitement and activity. To 
others it means peace and quiet, friends and 
family. And to still others it means a com- 
bination of all. But however the day is spent, 
in the true sense. of the word Thanksgiving 
is a time to take stock, to stop and think of 
our blessings. To appreciate that we can do 
as we please, when we please. 

“T hope that your Thanksgiving is all that 
you want it to be. . . that the day brings to 
you and yours a full measure of happiness 
and deep-rooted pleasure. And I want to 
thank you sincerely for the very real friend- 
liness that exists between your home and 
our folks here. 

“We're proud and grateful to have you 
among our customers.” 


«This unusual type of business communi- 
cation gives it a distinctiveness that results 
in many favorable reactions—even to the 
point of customers and prospects answering 
the letters in similar vein. For instance, one 
lady phoned and said she had placed the let- 
ter on the buffet in her dining room. As her 
friends visited that day, she had shown it to 
them and informed them that her heating 
man’s appreciation of her was great enough 
to cause him to write not only an apprecia- 
tion for her purchases, but to also express a 
personal interest in her family. 


# You will note, she accepted the letter as 
a personal one. This was what we intended 
and is the reason why our letters are ad- 
dressed to each recipient personally. The 
salutation does not read, “Dear Friend” or 
“Dear Customer.” It reads “Dear Mr. Jones, 
Dear Mrs. Smith, etc.” Also the letters are 
signed with a personal name which, although 
printed, does an excellent job of giving an 
impression that it’s a personal signature. 
Another customer wrote, “I received your 
kind greetings and was so impressed that I 
wish to return the greetings. I think that 


(Please turn to page 256) 
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SAVE INSTALLATION TIME, 


; : 
GET BETTER CUSTOMER ACCEPTANC 


INSTALL THE PATCO LINE 


You'll see why so many other contractors find PATCO products so prof- 
itable when you install the PATCO line. You'll get more jobs done 
in less time and your customers will like the economies each PATCO 
unit provides. 

PATCO “Low LINE” HOT WATER BASEBOARD 
This real low baseboard saves considerable 

space and it can even be installed under 

picture windows. Snap-fit cover and acces- 

sories eliminate drilling and screws, save 

as much as 30% installation time. Attractive, 

efficient, eliminates drafts and uneven heating. 

PATCO WARM AIR BASEBOARD 


Easy-to-install PATCO Air Baseboard requires no fabricating, provides 
greater economy, cleanliness and silent, draft-free operation. Inexpen- 
sive industrial downspouting in 10’ lengths is used with any 3%” x 
10” standard fitting. 


PATCO GAS AND OIL BOILER =a 
BURNER UNITS 
These units supply heat for the home, year ‘round 
domestic hot water. They are completely factory 
wired and assembled, ready for immediate in- 
stallation and are attractive, sturdy, quiet operat- 
ing units, low in first cost, economical to operate, 
service and maintain. Oil units 
S.B.1. and A.S.M.E. approved. Gas 
units: A.G.A. and S.U.R. approved. 


Write, wire or call for additional details, 


Me PATCO MFG. CO., INC. 


231 N. Bread St., Phila. 6, Pa. WAlnut 5-2416 


WATER 
HEATERS 


» @ For the larger jobs 
where fast recovery 
plus storage are re- 
quired. Handles a 
battery of showers 
with a single heater 
near the point of use. 
Save hundreds of dol- 
lars in tanks, pipe 
and fittings. 





1 ®@ Used in schools, 
dormitories, apart- 
ments, motels, camps 
etc. supplies medium 


or high temperature 
water. Available with 
standard or A.S.M. 


E. tank. Oil or gas 


INSTALLATIONS 


a noel APTHORP 
Boston Chrome Steel True Alignment 


“HANG-DOWN” Oll BURNER 


wnt (BosMaco) “vou: 


The New Boston 
COMBUSTION CHAMBER DRAFT STABILIZER 
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ee 


Ideol Clearview BOSMACO 
NOZZLE EXTRACTOR OlL TANK GAUGE Apthorp NOZZLE KIT 











BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


PLUMBING AND HEATING WHOLESALERS 
Attention! y 
Here is YOUR or LWAW ME a / 
SOLUTION FOR THE 


Vi 
PLU MENG EMEATING IG 
TRADE //, 


ANSWERED 
QUICKLY 
EASILY! Published in 


Two Editions 
the MASTER and 
SUPPLEMENT Copy 


Two beautifully bound, ruggedly constructed loose leaf price data books for the 
plumbing and heating wholesaler. Fully illustrated. 24 sections of vital in 
formation. The MASTER copy keeps you ted on the market changes, also 
ncludes cost sheets. Size 842” x 11 1/2"' expanding to 5’. The Supple 
ment is specially for wholesalers o bbers o find it necessary to have 
additional copies for office salesmen and counter use. Sold at a reduced rate 
Size 842" x 11” x 32" expanding to 5’’. Also adaptable as a price service 
book to the customer. Published by the publisher of the Bradford Price Book 


TF WRITE FOR FULL INFORMATION TODAY 


fired. 
Coyordtion Mac EWAN MARKET MANUAL 


NO S. DICKINSON ST., MADISON 4, WIS. QUINCY 69, MASSACHUSETTS 
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er Pam 


Handifio 
handles suds 
and waste water 








Hose connections 
are out of sight. 








duratu 
completes the modern 
automatic laundry 


w 


Model 
9TD Patented 


O puzzle over which piece makes a 
N modern automatic laundry— it’s 
duratub, of course! Exclusive Handiflo* 
double drain stores suds-water, drains 
waste water. No hose handling. . . big 20- 
gallon Fiberglas® tub. . . storage space for 
White; pink, yellow 
bonderized, electro- 
For suds-saver or single 


laundry supplies 
baked enamel on 
galvanized steel 
hose washers. Ask your plumbing supplier 
or write for nearest distributor. 


E.L. MUSTEE & SONS, INC. 


6911 Lorain Avenue 


. Cleveland 2, Ohio 


Me MC ee Me et ee ee 





QUALITY 
VITREOUS 


CHINA CLOSETS 
& LAVATORIES! 





Steel tubs are 
available to match 


Peerless “Lifetime” 


Vitreous China. 





available 
matching colors. 


No. 30 Lavatory also 
in white or 








~— 2 


Write, wire or phone for further information! 


Sir’ Patrick PEERLESS says 


“Buy PEERLESS!” 


No. 5200 Combination 


Close-coupled reverse trap combination 
in pure white vitreous china for life-long 
cleanliness. Has the exclusive Peerless 
4-bolt tank connection and extra large 
trapway. 





Peerless Pottery, Tuc. 


Quality Vitreous China Since 1902 


Evansville 12, Ind. 


(Continued from page 254) 
this is one of the nicest things people in 
business can do. Thank you sir and the same 
to you and yours.” 

“Thank you sir and the same to you and 
yours” signified to us, at least in the thoughts 
of this customer, we had established mutual 
understanding and appreciation of the inter- 
ests and desires of each. Our future trans- 
actions with him would be on a more per- 
sonal basis. 


» Now we had taken our first step toward 
building a selling’foundation based on mu- 
tual understanding. We also sent a Christ- 
mas letter and then, under the date of Sum- 
mer 1955, we sent another uncommon let- 
ter. It read as follows: 

“Dear Mr. Doe: 

“We'd like to forget business for a minute 
and talk about something really important— 
summer and all that it can mean. 

“This is the time of year when we all let 
down, when warm weather and vacations 
bring a welcome relief from the year’s work 
and pressure. It’s the season when we like 
to be out of doors enjoying the sun and fresh 
air. But best of all it brings to most of us 
the time and relaxation to really enjoy our 
families—a few precious weeks to share the 
fun of working and playing together. 

“That’s why we’re writing to you now. We 
hope you and your family can enjoy every 
minute of the that 
health and good weather make it possible to 
do all you may plan. And that in years to 
come you will remember this summer as one 


vacation season, good 


of the best ever.” 


s After this, we changed from the somewhat 
light vein of the letters. This was our intent 
when we first started to plan this method of 
“foundation” building. Now it was time, we 
believed, to get a little philosophical and 
develop a sharing of ideals as well as of com- 
mon interests. I like to believe most of us 
have similar character and ideals. Land, sea 
and weather are said to make a people. Ac- 
tually our personality and characteristics are 
all of us, at our roots bound up together. At 
any given time, the thoughts of many of us 
are somewhat similar. 

And because there are certain times of the 
year when people think with nostalgia and 
wonder about our country of today com- 
pared to the past, we next introduced this 
basic theme into our letters. END 


(To be continued next month) 
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All Eyes on Dubuque 


(Continued from page 113) 
selected by the bureau as the pilot area. 
Research investigators called upon con- 
They 
observed the contractors’ 
business techniques and developed a series 


wholesalers and consumers. 
asked questions, 


tractors, 


of recommendations for ways in which the 
local plumbing and heating contractor might 
upgrade his business potential. 

The agency’s findings indicated the need 
for a training program which could develop 
five important points: 

(1) An appreciation for the profit poten- 
tial in remodeling and in upgraded new con- 
struction installations. 

(2) Greater contractor identity among the 
consumer public. 

(3) Knowledge in organizing and greater 
use of business-building tools. 

(4) Sharper selling skills to capitalize on 
the increased business opportunity. 

(5) A need for exposing journeymen to 
the fundamentals of in-the-home selling and 
good customer relations. 

This program, the research agency added, 
should be continuous and should be tied in 
with specific, simple, but effective action. It 
should be practical, easy to incorporate in 
the contractors’ present method of opera- 

(Please turn to page 258) 


PLUMBING ANO 


me ATine CONVENTION 
att 
































“And here’s my bill for fixing the 
drain in my room!” 
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® Precision Machining 
of Styles and Sizes for 


| Closet and Sink Supplies. 


IMMEDIATE DELIVERY 


ASTMAN 
ODUCTS CORP. 
Piano, Texas 


solve them 


SAFELY 
with ON t 


3T UNIT 


Anyone... with any experi- 
ence at all in water treating 
equipment . . . will tell you 
most softeners will filter and 
remove iron for a while... 
but not as a steady diet... 
day after day, year after year. 

But DIAMOND NOW 

BUILDS AND GUARAN- 

TEES AN AUTOMATIC — 

to do just that: Filter sus- 

pended matter; Remove Iron 

Rust and Iron in solution; 

and Soften Water. Tried and 

proved rugged softening ma- 
terial — exclusively designed 
motorized valve. 

Fully guaranteed. 

Four sizes, eight capacities— 
COMPLETELY 
AUTOMATIC 

For complete 

TRE ooo 


information, 


OSHKOSH FILTER & SOFTENER CO. 
Oshkosh, Wisconsin 


Dore. Ste petriae  N 
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THE UC PARTS CABINET 


VISIBLE SMALL-PARTS STORAGE 





Save TIME and MONEY 
now! Control Small-Parts In 
ventory. NO MORE LOOK. 
ING, DUPLICATION, 
WASTE. 

Available with 6, 12 and 24 
bins. Each bin has removable 
livider and high strength glass 
front. Spillpreof bins open at 
a finzer touch. Identification 
labels for bin fronts. Entire 
cabinet of welded heavy gauge 
steel. 

SPECIFICATIONS for 24 Bin 
Unit: Overall dimensions—4” 
deep, 29” high, 1534” wide. 
Dimensions of each bin: 3” 
deep, 3%” high, 4%” wide. 
Finished in baked enamel 
Hammertone Blue. 


BOWERS 


MANUFACTURING COMPANY 


105 Michigan St., Toledo 2, Ohio 

















CB RESTRicTOF| 


fo 


TANKLESS 
HEATERS 


NO HOT WATER—COMMON COMPLAINT 
ON TANKLESS JOBS, OFTEN IS CAUSED BY FLOW 
IN EXCESS OF HEATER RATING. THE CURE IS A 
C-B RESTRICT-O-FLO IN COLD WATER SUPPLY TO 
HEATER. 


USE RESTRICT-O-FLO — TROUBLE FREE, NO 
MOVING PARTS, NO SYNTHETIC RUBBER OR PLAS- 
TIC DISC TO DISINTEGRATE. 


See YOUR WHOLESALER or WRITE TODAY FOR FORM 260 


C. R. BERNSTROM, INC. 


183 Hartford Ave. Providence 9, R. I, 











(Continued from page 257) 
tion, and “productive of measurable results.” 

Wholesaler salesmen should be informed 
of the training given the contractor, the 
agency advised, and they should be schooled 
in ways to help the contractor put this train- 
ing to work. Then, after the contractors 
have received this training, an organized, 
year-around, all-industry market develop- 
ment program should be initiated, using sales 
promotion tools currently available. 

These findings were presented to the 
PHCIB Sales Training Council in March. In 
April, the content of the sales training 
course was developed under the guidance of 
James Lichty, supervisor of the Business In- 


WHOLESALERS ARE TAKING PART in the Dubuque 
experiment, providing follow-through between 
class sessions. Discussing the program are (from 
left) Howard Spindler, president of PHCIB; Robert 
Steicken, president of the Dubuque contractors 
association; and wholesalers Charles Kretschmer, 
president of Kretschmer-Tredway Co.; and John 
McDonald Jr., president of A. Y. McDonald Manu- 
facturing Co. McDonald also is president of the 
Central Supply Assn., a national wholesaler group 


stitute of the Management School at the Uni- 
versity of Wisconsin. 

In Dubuque, a preliminary outline of the 
training course was presented to an audi- 
ence of 23 p-h contractors, more than 50 
journeymen, and 20 representatives of A. Y. 
McDonald Manufacturing Co. and Kret- 
schmer-Tredway Co., local wholesalers. 

On April 30, the 21 participating contrac- 
tors met for their first instruction. 

Norman Wicks, executive director of the 
PHCIB, told the contractors at the opening 
of their first classroom session: 

“The suggestions we make here, and the 
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ideas we present, won’t all be new to you. 
They’ve come out of your own collective, 
hard-boiled, practical experience. The coun- 
cil and the research interviewers based 
many of their ideas on the business-building 
answers you and others have worked out for 
yourselves. 

“The program has been designed to meet 
the research findings, to be practical and 
easy to fit into your present methods of op- 
eration and to produce results you can meas- 
ure. It will require no expensive promotion, 
nor will it place an extra burden on your 
installation force,” he added 


» “Our objective is to help you work smart- 
er—not harder—to put that little bit extra 
into your daily business that will result in a 
more profitable business for you.” 

The 10 lessons in the Dubuque training 
program will be spaced two weeks apart, 
covering a span of 20 weeks in all. This will 
allow sufficient time between lessons for 
wholesaler salesmen to follow up with each 
contractor, discussing the facts developed at 
the previous class meeting and assuring that 
the techniques and business-building assign- 
ments at each session are put to work. 


# The sales training program’s “trial run” 
will end in Dubuque with the last class ses- 
sion on September 3. After that, PHCIB of- 
ficials will evaluate the effectiveness of the 
program, its presentation and its follow- 
through, working with the contractor-grad- 
uates, the Dubuque wholesalers and the 
members of the Sales Training Council. The 
program then will be made available nation- 
ally as a local training program for every 
market area 

“We hope, as this program is concluded in 
Dubuque and is carried into other commu- 


(Please turn to page 260) 


“This must be the place!”’ 
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YOUR SERVICE PROBLEM DUE TO 


| Soe MODERN DETERGENT FUEL OILS- 


Hydrovalve’s Hew NEOPRENE-BINDER 


GASKETS 


costly call backs 


; on your Oil Burner Servicing. 
& Modern fuel oils attack » 
ordinary Gasket material... , 
Hydrovalve's 
NEOPRENE-BINDER 


completely saturates the fibres 
of the Gasket material 
and makes them detergent resistant... 


for long-lasting 
seepage-free sealing. 


ur FREE 

For vorev alve 
| Chart of 
skets, 


Hydrovalve Co. 
1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 





AMAZING NEW 
TRENCHING TOOL! 


DITCH 
WITCH 


Lower Trench Cost... 

<*| Usually About 2c a Ft. 
| MEANS MORE TRENCHING 
PROFIT FOR YOU 

© Self-Propelled * 3 MPH Mobility 

“7 P * Digs to 4 FPM, 2° Deep 


Use the right tool for the right job. 
There is a place for the big trencher, 
and an equally important place for 
the smaller portable machine. The 
difference is one of size-—not quality 
. For trenches up to 6" wide and 2 
deep, you simply cannot top the 
Cc fal A R L t 5 Ditch Witch C-3 in performance, 
economy or durability! Trench for 
Machine Wks., Inc. all types of service lines, under- 
2a 8 Bee ee EE oround cables, sprinkler systems, etc 
— eee 
- Charles Machine Wks., Inc., 
“Try Ditch Witch and You'll 621 Birch, Perry, Okla. 
Buy Ditch Witch!" Distrib- Gentlemen: Please send the information | 
vtors all over the world checked, at no obligation. 
sell, rent and service Ditch | 1 Demonstretion | 
Witch trenchers. Contrac- 
tor's service is available 
everywhere at reasonable — - | 
rates. For further informa- | Address ___ 


tion, write, wire or call ; : 
| City _ Stote __ 


Rental information 
Literature Contractor's Service | 


Name _ 





TERRAZZO SHOWER BASE 


LOW COST AND LEAKPROOF 











e New design eliminates expensive construction 

e Waterproof, one-piece slab requires no lead pan 
e Has the beauty of Italian Marble 

Ideal foundation for tile stall showers. The approved 

way to cut costs. No fussing, no framing, no floor 

tiling and cement work. Available in Grecian and 

Roman models. SUPERIOR assures leakproof and rust-roof 
joint between walls and floor. SUPERIOR'S one-piece 
terrazzo base is the ideal floor for glass door enclosures. 


STANDARD j Square: 32x32”, 36x36”, 40x40” 
SIZES Liasstenato 48x32” Corner Model: 36x36”, 40x40” 
Special sizes and colors available. 
WRITE FOR CATALOG “D” 


SUPERIOR SHOWER CO. 


37-06 57th St., Woodside 77, N. Y. C. 


on Right You Arey 
FLOATS 


ARE OUR 
BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
dyling G Reichert’s quality and ex- 
perience in the manufacture of toilet 
floats. Since we have met all com- 
mercial demands in float require- 
ments, time has proven our products 
are long-lasting, efficient and de- 
pendable. 





xs NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 
Securely Seamed Between Halves 


Assures Dependable Service! 
SPECIAL FLOATS 
Ayling and Reichert manufactures a 
QUALITY alle ‘vetiety of types and sizes of 
WITH brass and copper floats for liquid 
level control—covering such applica- 
ECONOMY tions as carburetors, humidifiers, 
4" x5” sump pumps, water closets, etc. These 
x are made to customer's specifica- 
TYPE “A” tions. We invite your inquiries. 
*Trade Mark Registered 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO 11, OHIO 


(Continued from page 259) 
nities, that it will put the p-h-c contractor in 
a better position to direct more of the con- 
sumer’s spending into the comforts and ben- 
efits of modern plumbing, heating and cool- 
ing,’ commented Spindler. 

He concluded: “It’s the enthusiastic sup- 
port the bureau has had from all sides of the 
industry that has enabled the pilot sales 
training program to be put to work at this 
time. This and further business-building pro- 
grams on the bureau’s schedule are possible 
because the industry is increasingly recog- 
nizing the PHCIB as the all-industry market 
development arm, too long lacking in our 
dealings not only with the public but among 
ourselves as well.” 

How Dubuque contractors are faring un- 
der the new program will be the subject of 
future “progress reports.”’ END 


What the Research Team Learned 
About Dubuque Contractors 


(Continued from page 112) 
contractors “exist,’ but know little about 
them, their abilities, their products or their 
services. 


Contractors’ ability to build business: Al- 
though there were some instances in which 
contractors made good use of sales promo- 
tion, the research team concluded that bet- 
ter and more consistent use of promotion 
techniques would be a great factor in stim- 
ulating more business. 

Contractors were urged to work harder at 
developing new modernization leads, to fol- 
low up more thoroughly on their leads, and 
to make greater use of their present cus- 
tomers as a source of referral leads. By mak- 
ing greater use of their journeymen as lead- 
getters, by using trade-ins as a sales induce- 
ment in merchandising, and by organizing a 
planned, budgeted, continuous advertising 
program, contractors can build stronger, 
more profitable businesses, the researchers 
concluded. 


Time-payment selling: Consumers indicated 
general acceptance of time-payment selling, 
but it appeared that contractors, on the 
whole, could become more active in its use 
as a selling tool. Most contractors were fa- 
miliar with the various types of time-pay- 
ment selling, but relatively few made con- 
sistent use of them. 


Contractor attitude toward wholesalers: Con- 
(Please turn to page 262) 
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STURDY FURNACES FOR 
MELTING LEAD AND COMPOUNDS 


The nationally 
known screw-on 


furnace... = 5 Z 
Originated by , MS 
INSTO-GAS. ° i e 

4 


The companion / ‘ iy STRAP WRENCHES 
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Its strong, woven strap pre- 
ri . ak by prec a -~ E $ pee see vents scratching. . . its curved 


nose prevents crushing... its 


MELTING OUT SOIL PIPE JOINTS. handle is unbreakable. This 
‘ Warnock is the ideal strap 
—s ® Won tblou 7 ~~, wrench for handling polished 
Out. Pipe. 
The Warnock Simplex is an 
bd Economical other strap wrench that will 
: save you time and expense 
e Wide Flame Its simple construction allows 
Zz é, ' : extra fast and extra safe pipe 
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THE QUALITY LINE FOR OVER TWENTY-FIVE YEARS 


SoU THROUGH BETTER WHOLESALERS LOWELL WRENCH Co. 


INSTO-GAS CORPORATION * DETROIT 7, MICHIGAN WORCESTER 8, MASS. 
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FREE SERVICE FOR 
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for the finest in 


LAVATORY 
LEGS and towel bars 


the name to remember is 


\ 


MANUFACTURERS’ AGENTS REGISTER NOW! 


Te advantage of Domestic Engineering Maga- 


zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they 
become available in your territory. Frequently, this 
gives you the inside track toward getting those de 
sirable, non-conflicting lines that will make you real 


money. For years, Domestic Engineering has maintained 
manufacturers of quality 


a clearing house of information to bring the manu- plumbing speciaities, including 
facturer and the representative together for their 


* bathroom accessories! * vanities 
mutual benefit. Hundreds of agents will attest that * basket strainers! © replacement baskets! 
* pipe straps! * floor & ceiling plotes! 
* brass nipples! * chrome-plated nipples! 
* chrome-plated bross * chrome-plated 
fittings! Sure-Grip flanges! 


this free service has been invaluable in the building 
of their business and their income. If you are not 
already registered with us, write today for necessary 

Sold thru the wholesaler + Write for Catalog 
REED-CROMEX CORPORATION 
492 S. GREEN RD. + CLEVELAND 21, OHIO 


forms and complete information. There is no charge. 


Attach this advertisement to your letterhead and mail 
to Domestic Engineering, 1801 Prairie Avenue, Chi- 
cago 16, Ill. 
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ONE PUMP, ONE BOILER 
& ZONES 


HEATS UP TO 
IN LOW COST 


EDWARDS_ 


SYSTEM! 


The Edwards Zone Control Baseboard 
Kadiation System utilizes positive-acting 
motorized valves, operating independ- 
ently, to ‘custom heat’’ up to six sep- 
arate zones from a single boiler and 
pump. And it costs as little as $25 per 


zone more than non-zone systems. Two UJ 


men can install the entire system in a 
day . . . Edwards boiler-burner (gas or 
oil) plugs into any outlet; pre-cut base- 
boards are set up in minutes. Pre-wired 
boilers meet ASME Code and are guar- 
anteed for 20 years. Write today for 
literature and specifications. 


ENGINEERING CORPORATION 


1304-1 ALEXANDER AVENUE, POMPTON PLAINS, NEW JERSEY 


TESTING 


TELEPHONE: TEMPLE 5-2808 


DEVICES 


GUARANTEE 
LEAK PROOF DRAINAGE LINES 


Test your drainage lines the quick and 
simple MUTUAL way, with these proven 


devices. 


Guarantee every job leak-proof. 


Write for details on the complete line of 
MUTUAL TESTING DEVICES. 
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Ratchet Test Plug Wrench 


MUTUAL MANUFACTURING CO. 


45-16 162nd St. - 
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Stock Up Now! 
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(Continued from page 260) 
tractors feel the wholesaler is doing an ade- 
quate job, but they have little knowledge of 
the ways in which the wholesaler can help 
them other than “providing materials at fair 
prices, with occasional help in ‘takeoffs.’ ” 


Contractor attitudes toward modernization: 
Although contractors generally realize the 
exceptional sales and profit potential in mod- 
ernization work, they tend to shy away from 
it because of “problems” involved in han- 
dling it—such as selling expense, schedul- 
ing, etc. There’s a need, the researchers in- 
dicated, for training toward the realization 
that contractors can profit from both re- 
modeling and new construction. 


NAPC-MCAA Merger: 
A Dead Issue? 


(Continued from page 160) 


END 


industrial plants. Experience has proven 
that the more automated a plant becomes, 
the less maintenance it may need on a full- 
time basis. 

“that it should be 
easier to convince such firms to contract out 
any new construction or other major work. 
The less a firm needs full-time maintenance, 
the less that firm is going to be tempted to 
do its own work.” 

Schoemann told the convention that the 
industry should view the trend to automated 
plants as a new and expanding market. 

“The opportunity is there and it is up to 
us to exploit this market to the full,” he 


concluded. 


“This means,” he said, 


s How mechanical contractors fared last 
year was the subject of an informative panel 
discussion reporting results of the associa- 
tion’s annual statistical survey. 

Anthony Cherne, chairman of the survey 
committee, said that returns from more than 
300 members showed that volume and profits 
dropped slightly for the average contractor 
in 1958. 

Total sales, he said, dropped from a record 
high of $1.9 billion in 1957 to $1.8 billion 
last year. Profits fell from slightly 
than 3 percent in 1957 to about 2.5 percent. 

Cherne said that overhead, the perennial 
profit-gobbler, seemed to be in good control. 
For the second straight year, overhead costs 
averaged a little more than 11 percent of the 
sales dollar. 


more 


The best way of beating the cost squeeze, 
Cherne emphasized, is to keep a tight con- 
trol on all such items as overhead expense. 
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This can only be done by a thorough and 
continuing study of all cost factors to deter- 
mine whether any are getting out of hand 
or whether: others can be reduced by one 
means or another, Cherne said. 

The total volume of business done by 
members again reached approximately one- 
half of one percent of the gross national 
product of the U. S. in 1958, and member 
purchases of equipment and apparatus ac- 
counted for approximately $1 billion worth 
of industry manufacturers’ sales last year, 
Cherne said. 


s A number of panel discussions and papers 
on various technical subjects rounded out 
the program. One panel—‘Architect-Con- 
sulting Engineer-Mechanical Contractor Re- 
lationship on Air Conditioning Projects”— 
resulted in a lively discussion over the 
question of who's responsible for what in 
the design and installation of all mechanical 
systems. 

The panelists were Vincent Kling, Phila- 
delphia architect; Frank Player, Atlanta, Ga. 
contractor; and Robert Urban, consulting en- 
gineer from Cleveland. Moderator of the 
discussion was A. I. McFarlan, New York 
City contractor. 

The panelists all agreed that the way me- 
chanical installations are being handled to- 
day leaves much to be desired. All agreed, 
too, that the place of the general contractor 
as coordinator on the job is diminishing 
with the increasing cost and complexity of 


(Please turn to page 264) 
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Another SincoreLEE Built ° 
Cast Brass 


FITTING 


For over 40 years, LEE has 
been making only quality Cast 
Brass fittings and Valves. 
Shown: A LEE Tee Handle Now, for the first time, LEE 
On Op a Coe also makes Wrot Fittings — 

likewise designed to “measure 
up” to exacting specifications and tested under water to 
insure being leakproof. Whatever your requirements — 
look to LEE! 


Get This! 
Write for LEE’S 48 page 


illustrated catalog No. 58. 














For faster, lower-cost service, reserve 
factory stocks ore carried in New York, 
Cleveland, Anniston, Philadelphia, Los 
Angeles, Boston, Dallas, Ft. Lauderdale 


LEE BROTHERS FOUNDRY CO., Inc. 


P. O. BOX 231 . ANNISTON, ALABAMA 





ULTIMATE 
IN 
BASEBOARD 


RADIATION es SELLS ON SIGHT 


Rich natural wood grain finish harmonizes 
perfectly with wood paneling. In Blond, Cherry and Mahogany. Easy to 
install. Quality construction throughout. Better appearance. More BTU's 
per foot. Write for more details. 


ARGO INDUSTRIES INC., HARTFORD, CONN. 


for water level control in small space 


For humidifying units, pan fillers, air conditioners, 
coolers, air washers. Write for catalog on whole line 
of small water line float control valves 


No. 51 Water-Boy® 

5%” long, including copper float 2\,’ 

x 1%” deep. Valve body has %” lock- 

nuts for mounting in 9/16” hole; or screw 

+ into cages opening. Pressures to 

85 ibs.; capacity: 4 gal. per minute at 
No. 51 Water-Boy® 50 Ibs. 


* 
MAID-O’-MIST, inc. aie 
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To PROFIT 


OU want satisfied 

customers. You want 
Y business and you_ ern closets, including those 

want profit. Let the without brass overflow pipes. 

WATER WITCH be _ Floats freely. Gives years of 
your guide! For here is a long, trouble-free service 
Tank Ball unit that assures So, to avoid customer com 
positive seating—snugly fit- plaints, switch to WATER 
ting with no water loss. With WITCH—fully warranted by 
no leakage there are no an-_ the WILLMAR Company 


See your Jobber or write for complete details today. 


THE WILLMAR CO. 
VIPAT a 
ALBUQUERQUE, NEW MEXICO 


The WATER WITCH has the 
most responsive action possi- 
ble, using the technica! prin- 
ciple of the Buoy. 





FROST-PROOF HYDRANTS 
AND VALVES 








When you want it — where you want it 


te 


STANDARD 
HYDRANT 


Service Stations 
Garages 
Ranches 
Dairies, Farms 
Motels 
Camps 
Parks 


YOUR BEST BUY 


Since 1906 


MANUFACTURED BY 


JOSEPH A. VOGEL COMPANY 
WILMINGTON, DELAWARE 


| 
| 
| 
| 
| WATER... 
| 
| 
| 
| 
| 
| 
| 
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noying tank disturbances. 
Water Witch fits most mod- 


(Continued from page 263) 
the mechanical installation in the average 
building today. 

Contractor Player (who was featured in a 
DoMEsTIC ENGINEERING article in November, 
1958) said, “there should be less reliance on 
the ‘wall builder’ general contractor to 
supervise the mechanical end of the job.” 
Urban said that engineers would be happy 
to get out on the job more, if they could sell 
the architect on the need for it 


# He pointed out, however, that few engi- 
neers are staffed to supervise installations 
at 20 different job sites at the same time. 

Architect Kling was outspoken in indi- 
cating that if the contracting end of the busi- 
ness did not assume the responsibility, that 
architect-engineers would have to “take 
over running the jobs in the next decade.” 

While the panel reached no definite con- 
clusions, it was agreed that open discussion 
on the subject was a logical first step. 


#In other convention business, the following 
new officers were elected: William Scott Jr., 
Oakland, Calif., president; Joseph Kearney, 
Evanston, IIl., vice president; and Frank Mc- 
Bride, Paterson, N. J., treasurer. 

Scott succeeds Horace Wetzell of Cleve- 
land, who served as president last year. No 
successor to the position of secretary has 
been named following the resignation of 
Lloyd Gruman Jr. last month. 

The distinguished service award for 1959 
was presented to H. Merwin Porter of Min- 
neapolis, a former director and past presi- 
dent of the group. END 
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TOM HIGGIN 


“Oh, that?—We have all the 
latest conveniences.” 
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IN CANADA: 


1. VO T BUILT-UP THRESHOLD 
SHOWER RECEPTORS 


PIILILPLILPLELELOLLLLEL LOLOL OELELOLDOLLOOLOODEOELDOO 


“DELTA... PRE-CAST PERFECTION 


OF QUALITY.” Easiest to 
Install! 





a on ‘ AUTUND op 
Os 


: 'Guasetincl by * 
Good Housekeeping 





oe 
227 45 aovennisto 


One -piece 
pre-cast 
terrazzo 


YOUR BEST MOVE 


om time 
Seve tim , 32x32 Single G double threshold 
and money _ 32x48 Single threshold 
IS WITH Installed by 32x54 Single threshold 


plumbing contractor when 





water lines are connected 
Contact your wholesaler for 


| 
No sub pan or double Vogt Terrazzo Receptors, Show 


ony ONE movinc Part ae or Cabinets, Gloss Shower 
« a Ss ns Doors, and Tub Enclosures 
DELTA FAUCET CORPORATION 


GREENSBURG, INDIANA VOGT BROTHERS MFG. CO. 


1400 W. Main St. e Since 1833 © Louisville, Ky. 






































DOMESTIC, INDUSTRIAL AND COMMERCIAL 


Has level vials graduated to 


A Special 
Level Made for 


Ped, . Qe TSse 


«lt 


accurately check Pitch, “2° Mains, 
i | N 4 NEp 1° Risers, plus Plumb, 45° Angle! 


WATER SOFTENERS & FILTERS 


Ask your jobber for Empire No. 26 TORPEDO 
or order direct Only $2.90 each 


4763 N. 32nd St. MILWAUKEE 9. WIS: 


AMERICA’S GREATEST VALUE IN . y : 


THE TOILET SEAT INDUSTRY PITLESS WELL UNITS 
With the advent of automation and mir- 
acle chemistry we introduce our #600 
Deluxe Alonwhite seat with the baked 
enamel cabinet finish for the utmost in 
durability and beauty at competitively 
low prices. 


10938 W. Potter Rd., 
EMPIRE LEVEL MFG. CO. Milwaukee 13, Wis 





Check These Important Features 


@ Polished Chrome on Brass Hinges @ Impervious to climatic changes 

@ Seamiess, one piece construction @ Larger, wider and heavier seat 

@ Molded under tons of pressure @ Oversized plastic bumpers 

@ Guaranteed against defects @ Porcelain-like finish for sanitation 
@ Match colors for all pottery @ Outlasts all competition 


MANUFACTURING 1125 HAMILTON STREET “7 BAKER MANUFACTURING COMPANY 
ALON COMPANY PHILADELPHIA 23, PA. Dept. 666 EVANSVILLE, WISCONSIN 


DoMEsTIC ENGINEERING, JUNE 1959 





ADVERTISEMENTS 





SITUATIONS OPEN 





WANTED—NATIONAL SALES 
MANAGER—PLUMBING FIELD 


Experienced man (under 45) in plumb- 
ing field wanted to be sales manager of 
a leading plumbing manufacturer who 
is located in the middle west. Distribu- 
tion is through forty representatives to 
plumbing wholesalers. Architectural and 
plumbing contractors contacts neces- 
sary. Applicant must be experienced 
and be able to administrate complete 
sales department, including sales mar- 
keting promotion, and advertising. Must 
be willing to travel. Excellent oppor- 
tunity for ambitious and conscientious 
man. Please send details of experience, 
education, references, and salary re- 
quirements. All information received 
will be kept confidential. Address Key 
915-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


SALESMAN CALLING ON 

and heating contractors Well rated 
New York firm has attractive position 
for experienced man with following 
Drawing against commission Many 
territories open. Send full details for 
interview. ALLIED PLUMBING SALES 
CO., INC., 5-16 47 Avenue, Long Island 
City, New York. 


PLUMBING 


HEATING MANUFACTURER 


and large distributor has opening in 
inside sales dept. Good opportunity. Ad- 
dress Key 911-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WANTED: RELIABLE MAN FOR 
small wholesale plumbing and heat 
ing supply house in S.E. Penna. Salary 
benefits and profit sharing. Must have 
complete knowledge of this business 
\ddress Key 889-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chica 

2x0 16, Illinois 





SITUATIONS WANTED 





SITUATION WANTED 


as sales representative, manufacturer 
level, mid-south states. Previous expe- 
rience with plumbing fixture manufac- 
turer. Address Key 908-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


266 


Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 


1801 











SITUATIONS WANTED 





REPRESENTATIVES WANTED 





SALES MANAGER AVAILABLE 


43 years of age, married, with college 
education and 15 years experience in 
the plumbing and sanitation field. For- 
merly sales manager of the brass goods 
division of a large west coast manufac- 
turer. Would like to contact a reputa- 
ble manufacturer, any location in the 
U. S. for a position of the same or 
similar capacities. Address Key 901-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MASTER PLUMBER WITH 
ical engineer’s degree and eightee 
years experience desires employment 
Ran shop with excess one million dol- 
lar volume Write S. T. SMITH, 19 
Graceline Blvd Waterloo, Iowa, f 

resume’ 


MECHAN 





REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


calling on the wholesaler. Complete line 
of medicine and vanity cabinets, shower 
and tub enclosures. Exclusive territory. 
Commission basis. Give resume’ about 
yourself, line carried and area covered. 
Address Key 910-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


HALF I S. AVAILABLE. SELL 
ular line galvanized, plastic < 

per pipe fittings. New ine 
pipe. Also have ball cock ad: 
changes ball cock in less than minute 
Must be familiar with wholesale 

ing jobbers—now calling 
ply in full Address Key 
MESTIC ENGINEERING 
Ave., Chicago 16, Illinois 


POP 


Re 
902-D, “Dé 
1801 Prairie 





TOILET SEAT 
REPRESENTATIVES 


Aggressive manufacturer of complete 
line of competitive toilet seats which 
are distributed nationally is interested 
in contacting top representatives who 
are active in any part of Michigan, 
Ohio, Indiana, Western Pennsylvania, 
West Virginia, Virginia, Philadelphia 
and surrounding territory and State of 
New York excluding New York City. 
In reply include information telling area 
covered, number of salesmen, location 
of sales offices, lines represented. All 
replies confidential. Address Key 914-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


AGGRESSIVE REPRESENTATIVE 
wanted by specialty manufacturer 

High commission, good l 

ireas open Address Key S870 

MESTIC ENGINEERING,” 18 
Ave., Chicago 16, Illinois 


TENNESSEE—ALABAMA 
IOWA—NEBRASKA 


Experienced representation desired by 
quality tubular brass manufacturer for 
above territories. Address Key 916-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURER OF 
of sewage ejectors and sump pu 
requires aggressive 
tives for Missouri, 
lowa, Indiana 
Ohio. Li 
counts V 


QUALITY LINE 
ump 
factory representa 
Southern Illinois, 
Wisconsin, Michigan and 
omnr on present a 
be considered as part 


beral <« 
vi 

territory repre 
8) DOMESTIC 
Pr rie Ave ; 


sented. Address Key 881 
ENGINEERING,’ 


Chicago 16, Di is 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 268 AND 270 
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Where Does Crane Co. Go from Here? 


(Continued from page 115) 
which are then amalgamated to 
generate cash in every conceiv- 
able way to buy outright more 
companies . etc.” 

Evans, head of H. K. Porter 
Co., Pittsburgh, is one of three 
noted financiers who moved into 
the Crane picture recently. The 
other two are Alfons Landa and 
Gurdon Wattles. 

Evans previously had _ pur- 
chased 155,000 shares of stock. 
While Evans was buying, Wat- 
tles, then head of Electric Auto- 
Lite Co., and now chairman of 
its executive committee, 
ered about 300,000 shares 


Landa, an attorney famed in 


corn- 


the financial world as an engi- 


neer of coups without proxies, 
was then retained by Evans. It 
was reported that he, Landa, re- 
quested Crane stock rather than 
a retainer fee. 

Evans went to Mrs. Emily 
Chadbourne, the only liv- 
ing daughter of the founder, and 
won her support. She has 122,000 
shares. He then won Wattles 
over, plus other smaller stock- 
holders, and the stage was set. 


aIn the board upheaval at the 
April stockholders meeting, the 
company added four new direc- 
tors. and Landa 
Crane, 
Mrs 
went in on the Evans slate, as 


Evans 
Robert 


nephew of 


were 
two. grand- 


Chadbourne, 


did E. A. Locke Jr., president of 
Union Tank Car Co 
league of Wattles 


and a col- 


It was reported in the press 
that the new directors had no 
intention of getting rid of Neele 
Stearns, Crane president, who 
was in the process of completing 
a program of reorganization and 
structural tightening 

But Stearns had 
himself with a retirement con- 


protected 


tract and took, advantage of it 
by resigning as president when 
he saw his power slipping away 
The 
him as “consultant.” 

Meanwhile, L. H. T. Clegg was 
He was 


(Please turn to page 269) 


new management retained 


named acting president 


DomMEsTI¢ 





Chronology: Events leading to the big shakeup at Crane Co. 


May 31, 1955: President John Holloway resigns. 
June 1, 1955: Frank Elliott elected president 
July 4, 1955: Crane becomes 100 years old. 


May 15, 1956: Company plane, flying six top ex- 
ecutives to Mechanical Contractors Assn. meet- 
ing, crashes near Louisville, Ky. All six killed. 

Jan. 1, 1957: Neele Stearns elected president 


April, 1957: 


reorient firm’s merchandising and production 


Stearns names policy committee to 


policies. 


Mid-1957: 


planning committee leading 


Stearns creates expense reduction 
to later liquidation 


of unprofitable enterprises. 


During 1957: Crane spends heavily for more mod- 
ern production equipment, better customer serv- 
ice, better working conditions. 
Sales drop 3.9 percent, profits drop 28.9 percent 
Personnel cut by 3,710 employees 


In 1958: sells Toledo 
Division at Maumee, O. 


Crane Desk and Fixture 


Sells its titanium and heavy minerals interest in 
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Cramet, Inc. and Heavy Minerals Co 


Discontinues the manufacture of boilers and 
radiators at Chattanooga plant, but continues to 
market such products made by others 

Trenton Potteries Division hit by 
strike. 


Sales drop from $378,948,173 to $336,196,279 


415-month 


March 10, 1959: Crane stops manufacture of cast 
and malleable iron screwed fittings, but announc- 
es plans to continue marketing of such fittings 
through its wholesale distributors 


April 28, 1959: 
stockholders Thomas Evans is 
chairman of the board, and Alfons Landa, E. A 
Locke and Robert Crane elected to board of di- 


rectors. 


In a major shakeup at annual 
J I 


meeting elected 


Stearns resigns as president, stays on as ad- 
viser. 
Evans names L. H. T 


Clegg 


Clegg acting president 
Crane's successful 


Crane Ltd 


also is president of 


Canadian subsidiary 


marketing 


wider di 


Evans announces major changes i: 


setup, with speeded-up move toward 


tribution of Crane product by ndependent 


wholesalers (see statement of poli y, p. 39) 





DOVERTISEMENTS 





REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





MANY AREAS NOW OPEN 


Long established plumbing brass manu- 
facturer desires additional, aggressive 
representatives for capable coverage of 
plumbing wholesalers. State age, expe- 
rience, territory covered, lines now rep- 


resented, etc. Address Key 887-D, 


“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


EXCLUSIVE PROTECTED TERRITO- 
ries open for nationally distributed 
unique washer ylacement pl 
peciaity liten 
plumbing upply houses, hardware dis- 
tributors and retailers Unique demor 
stration sel S out of 10 on first call 
Address Key 869-D DOMESTIC ENGI- 
NEERING 1801 Prairie Ave Chica 
if [llinoi 


1 
umbing 


ckaged for sale to 


WANTED 


Manufacturers’ representative—all 
areas—by a fast growing and aggres- 
sive manufacturer of a very competi- 
tive line of domestic oil-gas steel heat- 
ing boilers and baseboard radiation. 
High commissions. Contact Mr. Nelson, 
CROWN INDUSTRIES, INC., 1410 N. 
Delaware Ave, Philadelphia 25, Penna. 


PENNSYLVANIA REPRESENTATIVE 

wanted to represent small sanitary 
ware manufacturer Exclusive terri- 
tory Aldress Key 919-D, “DOMESTIC 
ENGINEERING 1801 Prairie Ave 
Chicago 16, Illinois 





DISTRIBUTORS WANTED 





MANUFACTURER 


of medicine and vanity cabinets, shower 
and tub enclosures, wants distributors 
to act as stocking jobbers and also as 
manufacturer’s representatives in ex- 
clusive territories. Maximum discount 
and commission. Outline area covered. 
Address Key 909-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave, Chi- 


cago 16, Illinois. . 





LINES WANTED 





LINES WANTED FOR NEW ENGLAND 
Manufacturers’ Representative 12 
vears selling plumbing and heating job- 
Excellent following. Address Key 

6-D “DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois 


SEEKING ADDITIONAL LINES 


Chicago manufacturer's representative 
agency with complete warehousing 
facilities seeking manufacturers who 
want large movement of their products. 
Concentrating on plumbing supply 
houses in Illinois, Indiana, Wisconsin 
and Eastern Missouri. If you want the 
job done properly with young aggres- 
sive organization, Address Key 830-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


AN ESTABLISHED MANUFACTUR- 

ers’ agency overing Indiana, Ken- 
tucky and Southern Michigan desires a 
quality line of water heaters, plumbers’ 
rough brass and shower enclosures, re- 
ceptors ind cabinets Volume lines 
only Address Key $17-D DOMESTIC 
ENGINEERING,’ 1801 Prairie Ave 


Chicago 16, Illinoi 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 871-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


MISSOU RI-KANSAS—WE HAVE BEEN 

covering this territory for the past 
25 years Excellent acceptance with 
plumbing jobbers. Can handle one more 
line Address Key 884-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 


TOP MANUFACTURERS’ 


Representatives (3 man organization) 
selling leading wholesalers Maryland, 
District ef Columbia, Virginia for over 
fifteen years seeking one or two addi- 
tional top lines. Only first class full 
line manufacturers considered. Address 
Key 808-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 839-D, “DO- 
MESTIC ENGINEERING,’’ 1801 
Prairie Ave., Chicago 16, Illinois. 


WELL KNOWN AND LONG ESTAB 
lished firm of manufacturers’ repre 
sentatives carrying major lines with a1 
impressive sales record in New York 
State, Connecticut and New Jersey 
now seeking one or two additional 
quality lines. We maintain two offices 
with a sales organization consisting of 
six men, each an expert in heating de- 
ign and practice We call on whole- 
ilers, but do a substantial missionary 
b among architects, engineers, build 
ers, and contractors Address Key 90 
D DOMESTIC ENGINEERING 1801 

Prairie Ave., Chicago 16, Illinoi 


s 


EXPERIENCED 


Manufacturers’ Representatives with 
offices Houston, Ft. Worth and Tulsa 
covering wholesale plumbing jobbers 
Texas, Oklahoma, Arkansas and Louisi- 
ana desires additional major line. Ad- 
dress Key 861-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WELL ESTABLISHED SALES ORGAN 

ization seeking plumbing and heating 
specialty line for New England ter 
ritory Full warehouse facilities and 

les force Will buy and bill material 
if desired by manufacturer. Must be 
quality line with distinctive selling 
points Address Key 854-D ‘DOMES 
TIC ENGINEERING,” 1801 Prairie Ave 


Chicago 16, Illinois 


LINES WANTED 


in plumbing and heating field for Chi- 
cago area. Have office space and staff 
with engineering and estimating ex- 
perience. Will trouble shoot. Ware- 
house could be arranged. Address Key 
896-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 270 
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Where Does Crane Co. Go from Here? 


(Continued from page 267) 
(and is) president of Crane’s 
highly successful Canadian sub- 
sidiary, Crane Ltd. 

By mid-May, W. L. McNight, 
another director, resigned from 
the board, and it was reported 
in the press that two other di- 
rectors, S. M. Roberts and An- 
thony von Wening, also would 
resign. If the latter two do re- 
sign, Evans’ position will be 
strengthened even further, since 
he will, of course, have the nec- 
support to elect board 
members of his own choice. 


essary 


# Also in mid-May it was learned 
that Crane Co. had spent nearly 
$2.5 million buying its own stock 
on the open market. By remov- 
ing these 


outstanding shares, 


stockholders their 


stock increase their percentage 


who keep 
of ownership in the company. 

In another that would 
accomplish the same objective, 
it was reported that Evans won 
the approval of the board to bor- 
row $35 million. 


move 


# At a board meeting on May 26, 
it was decided that the company 


would use such money to offer 


tenders at $45 a share. 
The offering of tenders is sim- 


ply an offer by a company to buy 
up outstanding shares at a higher 
than market price and retire 
them. The move would enable 
Crane to buy about 800,000 
shares of stock now outstanding. 
Again, it would boost the propor- 
tion of Evans’ ownership and that 
of others who hold their stock. 


eAnd if Wattles’ Auto-Lite 
wanted to take advantage of the 
offer, the 300,000 shares he pur- 
chased at around $36 per share 
would yield a tidy $3 million net 
before taxes. 

All 


finance 


this is really top-level 


and has resulted in a 
measure of tongue-wagging, ru- 
mor-spreading and some specula- 


tion in industry circles 


elt’s certain, however, that by 
no manner of analytical calcula- 
tion can Crane be considered in 
financial difficulty. It remains a 
good, strong company in a strong 
market position, much improved 
over the last two years. 

This is 


Stearns 


due to the 


ironi- 


largely 
program which, 


cally, was beginning to show 
positive results at the time of 
his resignation. 

Regardless of earning reverses, 


Crane sales in 1958 still totaled 


Some new faces, and a carryover, at Crane: 


NAMED ACTING PRESIDENT to suc- 
ceed Neele Stearns is L. H. T. Clegg 
who was (and is) serving as president 
of Crane’s Canadian subsidiary. 


1959 


NEW FACE: Brought in from the east 
ern office of Crane to serve as gener- 
al manager of the company’s whole 
saler sales is Ronald Lindsay 


an astronomical $336 million 
So where did the big pot of 
trouble 


and subsequent 


heaval really begin? 


up- 


It’s possible that it dates, to 
back to May 15, 
company plane 
Louisville, Ky. re- 
the 
sales executives 
The effect 


hard to analyze, but such a mass 


some 
1956, 


crash 


extent, 
when a 
neal 


sulted in death of six 


top 


direct would be 


loss of executive personnel is 
effect that 


would show up for a long period 


bound to have an 


to come. 


# Quite possibly, the crash could 


have been one of the causes of 
subsequent drops in sales and 
earnings, which along with othe: 
factors, first aroused outside in 
in Crane 

Jan. 1, 1957 


the bloom was already off 


terest 
Then, on when 
the 
rose, Neele Stearns took over as 
president. He had been a vice 
president of Inland Steel Co 


aln his first year Stearns made 
several major moves 

(1) Brought in four new vice 
presidents 

(2) Bought new 


equipment to lower manufactur- 


product ion 


ing costs 
(3) Spent more money on im- 
proved service to customers and 


(Please turn to 


page ra 


FAMILIAR FACE: Hal 
haps the most widely 
Crane 


Bergdahl 
known of 
personne! will continue 


manager of customer relations 











LINES WANTED 


LINES WANTED 


BUSINESS OPPORTUNITIES 








BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 851-D, “DOMESTIC EN. 
GINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois 


WEST VIRGINIA & VIRGINIA 


Manufacturers’ representative wants a 
fivet elaee full line manufacturer for 
plumbing and hardware wholesalers in 
territory, Mave excellent following, Ad 
drese Key (09-D, "DOMESTIC ENGI 
NEERING,” 1801 Peaivie Ave. Chicago 
16, Hlineis 


WELL KNOWN SPECIALTY 
MANUFACTURER 


desires additional products in plumbing 
field to augment present lines. All re- 
plies confidential. Address Key 913-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA 

tive covering southern California 
Arizona, Las Vegas. Wholesale plumb- 
ng only DORSEY SALES COMPANY, 
$19 Venice Blvd., Los Angeles, Cali 
fornia 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 


Shaker Heights 20, Ohio 
Serving the plumbing wholesaler 


270 


RN OHIO 
ited numil 


ttending ¢ 


WEI ESTAI 
SA 

Addr 
iINE DR 


iment cover ‘ 
DOMESTIC Io N¢ 
ri Ave r Lt 


I il i 


MANUFACTURERS' 
REPRESENTATIVE 


Young, aggressive, confident and capa 
ble, five successful years in New Eng 
land, must rvelacate State of Florida 
Manufacturers’ and Flavida agents’ in 
quivies invited and exchanged, Address 
Key 805-D, "DOMESTIC ENGINEER 
ING,” 1801 Praivie Ave, Chieaga 16 
Illinois 


CHICAGO & NO. ILLINOIS 


Aggressive young organization seeking 
non-conflicting lines. Excellent follow 
ing with plumbing and heating supply 
wholesalers—wants quality lines only 
in keeping with present fine customer 
relations. Address Key 918-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


MANUFACT 
tive l y 

plumbing and heatir 

Ohio. Excellent followings Le 
idditional line Addres Key 
DOMESTIC ENGINEERING 

Prairie Ave., Chicago 16, Illinoi 


URERS' REI 
ea 


rs exper 


NEW YOUNG AGGRESSIVE COMPANY 

eeks additional lines ir Missour 
Southern Illinois and lowa A\ddre 
Key 920-D, DOMESTIC ENGINEER 
ING,’ 1801 Prairie Ave Chicago 16 


Illinois 





FOR SALE 





PLUMBING AND HEATING EQUIP- 
oe | nd 


ment stock ols truck a 
20x42 on lot 55x140. Seven room brick 
residence on next lot in a growing 
town of 80,000 in Warrer Ohio Owner 
retired Priced at $40,000 Terms 
Address Key 921-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi 
cago 16, Illinois 


MERGER DESIRED 


Have assets over $100,000.00 State of 
Florida. Holdings allied in plumbing, 
heating, air conditioning and hardware. 
Interested in manufacturer or large 
wholesaler. Wish to concentrate on and 
develop sales strategy. Address Key 
812-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 





WANTED TO BUY 





WANTED 


Manulacturing plant Interested in buy 
ing Plant manutacturing plumbing and 
heating preaduets Canfidential, Address 
Key 212-D, "DOMESTIC ENGINEER 
ING” 1801 Peaivie Ave, Chicagea 16, 1h 


Hele 





MISCELLANEOUS 





FREE SERVICE 


Manufacturers’ agents register now 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearing house for information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equipment, 
DOMESTIC ENGINEERING Maga- 
zine has proven invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no 
charge. Attach this advertisement and 
mail it together with your letterhead 
for full information to Manufacturers’ 
Agency Service, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 268 
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27,000 feet of heat... 


Here, at the U. S. Air Force Academy, near Colorado 
Springs, Colorado, the most modern equipment 
in the world has been used to provide for the 
comfort and safety of America’s future sky- 
generals. For instance, a huge radiant heating 
installation, featuring almost 27,000 feet of 
34-inch USS National Steel Pipe, serves the 
Cadet Quarters Complex. 

For installations such as the Air Force 
Academy, architects and contractors consist- 
ently look to USS National Pipe. As a matter of 
fact, they’ve been specifying National for more 
than 60 years for conventional plumbing and 
heating systems. It makes sense, too! You know 
why”? Because National Pipe has the qualities 
to meet the requirements of these applications 

smooth, uniform bending sound, strong 
welding and long service life. These qu ilities 
have made USS National Pipe the largest selling 
pipe in the world, For more information, write 
to National Tube Division, United States Steel 
WA William Penn Place, Pittaburgh 40, Pa 


\ 


‘ 
‘ 


National Tube 
Division of 
United States Steel 
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Where Does Crane Co. Go from Here? 


(Continued from page 269) 

better working conditions. 
(4) Appointed a new policy 
committee to 


“reorient mer- 


chandising and production poli- 
cies.” 

(5) Appointed an expense re- 
duction planning committee. 

All of these moves were more 
or less managerial, and behind 
the scenes. 


a In .1958, the results started to 
show: sold its Toledo 
Desk and Fixture Division at 
Maumee, O.; it dropped its 50 
percent interest in Cramet Inc., 
a_ titanium 


Crane 


sponge producing 
plant in Chattanooga, Tenn. 

It sold its 40 percent interest 
in Heavy Minerals Co., Chatta- 
nooga, titanium 
ores and rare earth minerals. It 


which mines 
also stopped producing boilers 
and radiators—free-standing and 
baseboard—at its Chattanooga 
division, citing as one of its rea- 
sons the high cost of shipping 
from a southern plant to north- 
eastern markets. 


e#And adversity, which had 
reared its ugly head in the form 
of the plane crash just two years 
before, struck again in May, 
1958. The firm’s Trenton, N.J. 
pottery was floored by a strike 
that four and a half 
months, contributing greatly to 
the year’s sales drop of about $42 
million. 


lasted 


Net earnings for the year came 
to only $2,167,345 on roughly 
$336,000,000 in sales. 

This year, in March, Crane an- 
nounced it was pulling out of the 
manufacture of cast and malle- 
able iron screwed fittings, but 
would continue to market such 
items made by others. 

Before that, Stearns had an- 
nounced a new policy that would 
reduce Crane’s wholesale activ- 
ities by eliminating some of its 
137 factory branches in the field. 


72 


At the time of his resignation, 
seven had been eliminated. 

That’s the chain of events up 
to the time Evans took over. On 
the matter of branch reduction, 
Evans has said that one of his 
big objections to the Stearns’ 
course was the matter of speed— 
or lack of it. 

Evans acts fast. Stearns acted 
through committees and consult- 
ants, taking more time. Evans 
wants to emphasize the inde- 
pendent wholesaler as much as 
possible as fast as possible. There 
130 branches and the 
only certain knowledge is that 
some of them will go. 

Some estimates in the field 
favor the figure of 60 that will 
be retained (see page 39). 


are now 


a Meanwhile, with characteristic 


speed, Evans began his reor- 
ganization program. 

Crane veteran John Magos has 
replaced Nelles, a 
Stearns appointee, as director of 


engineering. 


Maurice 


William Gil- 


mour (a Stearns man), general 


Gone, too, are 
manager of merchandising; and 
E. E. Wyatt, assistant to the pres- 
ident. 

The engineering department 
has been cut down by about 180 
persons, and other key depart- 
ments reduced by 80 people. 

George Burley, vice president 
of sales, was reappointed to that 
position by acting president 
Clegg, and four new major sales 
positions have been established. 


sClarence Watson has been 
named general 
atomic 


manager of 
Darrell 
Nordwall, general manager of 
branch sales; Charles Lovelace, 
general manager of engineering 
sales; and R. W. Lindsay, general 
manager of wholesaler sales. 

It is anticipated that acting 
president Clegg will ultimately 
be replaced by an Evans man— 


energy sales; 


possibly someone from his own 
company already familiar with 
the Evans tradition 
business. 


of doing 


s So, what will happen to Crane 
now? What will Evans do next? 
Is he “a bull in a vitreous china 
shop” as some of the ex-Crane 
employees have claimed? Will 
Crane be sacrificed on the altar 
of cash? 

Actually, it’s like walking in 
halfway through a movie, and at- 
tempting to predict the outcome. 
But there are certain facts that 
cannot be disputed. 

»Perhaps the biggest 
Evans himself—a rugged veteran 
of many a corporate battle arena. 

As his history proves, he is a 
builder, not a liquidator, and has 
a brilliant capacity for making 
companies better. 

His 
Porter, 
money-losing locomotive manu- 
facturer when he took it over. 
He has now built it into a profit- 
able combination of 18 divisions 
in the manufacture of steel and 
electrical products. 


one 1S 


= 


was a 


own company, 


for example, 


Porter’s first-quarter sales last 
year were $32 million and rose 
this year to $52 million for the 
same period, with profits more 


than doubled. 


# Also, consider that there is a 
very large and growing demand 
for the kind of plumbing prod- 
ucts Crane makes, and _ that 
Crane’s acceptance by both the 
industry and the consumer is un- 
questioned. 

No matter how it’s figured, 
these facts do not add up to 
liquidation. Together with the 
chain of recent events, they add 
up to a corporate Slenderella 
treatment. 

With new life and a stream- 
lined figure, the chances are that 
Crane is shooting for a greater 
share of the market than it has 
ever enjoyed in its long and pros- 
perous history. END 
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Transite Pipe saves you money... 


Even in areas with high water tables, 
Transite’s tight Ring-Tite Coupling 
guards against infiltration 


PRION,” yr 


especially in rough going like this! 


On house sewer jobs, Transite’s long lengths and fast 
assembly save time to keep your installed costs low 


Transite’s strength, joint tightness and 
long life have brought it nation-wide 
acceptance among the nation’s plumb- 
ing and building contractors. In fact, 
last year alene, more than 10,000 U.S 
plumbing contractors used Transite 
for house sewer service. 

With all its quality Transite saves you 
time and money! Its long lengths reduce 
the number of joints, and the Ring- 
lite’ Coupling makes assembly easy. 
Transite is also easily cut when short 
lengths are needed. Full line of fittings 
and adaptors assures complete flexibility 
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of layout. And there’s never a problem 
in providing cleanouts, changes of direc 


tion and connections to other pipe 


New 8-page Transite brochure 


1 R-82A gives many valuable installation 
tips, complete information on Transite 


fittings, adaptors. Send for it today 
Address Johns-Manville, Box 14, N. Y 


16, N. Y. In Canada, Port Credit, Ont 








Another money 
saver—Transite 
Plumbing Vent 
Here the 1¢ 


} 





JOHNS-MANVILLE JM) 








CAS OIL HEATING 
SURTERS VORNS EU) 


ued At 
fer Nabe AMAA. 





HEATING & 
i COMDITIONING 


33042 © 37034 


FIVE DASHING FLEETSIDE MODELS offer the prestige-building style of smooth-lined body side panels as well as extra carrving 
capacity. Bodies come in lengths of 78” or 98” and all are a full 6’ wide! Maximum payload capacity is a high 2,750 Ibs. 


ow... Slash Your Gas Costs by up to 207 


with a big, tough Chevy pickup! 


Chevrolet’s 1959 Thriftmaster 6, with new Econ- 
omy-Contoured Camshaft, makes a tankful of gas 
go farther by many miles. It’s standard in every 
pickup model and so is extra load capacity 
and stay-on-the job toughness! 


Choose any one of Chevy’s 5 dashing Fleetside models or 7 
handy Stepside models and you can count on extra savings 
right from the start. Each of these models offers the newly 
improved Thriftmaster 6 as standard equipment. With a 
new Economy-Contoured Camshaft, this engine provides up 
to 10% less fuel consumption. And in Series 31 and 32, 
the Thriftmaster can be equipped with a new Maximum 
Economy Option", consisting of new smaller venturi car 
buretor and economy ratio rear axle, that improves economy 
by an additional 109%! Or, if you prefer V8’s, these models 
(with the exception of 4-wheel drives) offer the powel 
packed performance and _ short-stroke efficiency of the 


idvanced 160-h.p. ‘Trademaster V8*. *Extra cost 


SEVEN HANDY STEPSIDE MODELS, with side running board 
provide spacious bodies in 78”, 98” and 108” lengths. Like 
Fleetside bodies, each Stepside model provides a ruggedly 
built tight-fitting tailgate and long-lasting select-wood floor 
with steel skid strips. 

Whatever you haul and wherever you haul it, you're 
sure to find a new answer to bigger loads and _ bigger 
savings in one of Chevy’s spankin’ new '59 pickups! And 
you can get fuel economy like this in Chevrolet's four panel 
models with up to 213 cubic feet of load space. See 
‘em at your Chevrolet dealer’s now. . .. Chevrolet Division 
of General Motors, Detroit 2, Michigan 


No job’s too tough for a Chevrolet truck! 


276 


DoMESTIC ENGINEERING, JUNE 1959 








Look around. You'll find Harcraft everywhere. Because the 


clean contemporary design, sparkling triple chrome finish 
and precision engineering make Harcraft the best 
= choice for any installation. And look at 


these bonus advantages... modern 
illustrated packaging... renewable and 


interchangeable parts ...competitive price 


check it). No matter where you do business, 


Harcraft’s sales representatives and warehouses 
give you convenient fast service 

That’s why, everywhere ...and everyone 

once they compare — call for Harcraft B 


{ + 
Pass Irst 


A A 
JOH ATE 4 / 


Harcraft 


A DIVISION OF HARVEY 











For Hot Water Space Heating Boilers 


McDonnell Boiler Size Opening 
Valve No. Btu./hr. Pressure Outlet 


230-% IN.-30 303,000 30 Ibs. : %," 


\ ! 
he family has Srown.: 200-46 m20 | stanee | 20m 


... in size...in importance ma T oe ae 


The addition of a new and finer McDonnell 2-inch valve rounds 230-1 IN.-30 1,025,100 30 Ibs 
out a line of safety relief valves for hot water space heating boilers 240-1 IN.-30 1,560,000 30 Ibs 
that fulfills a vital need supremely well. 

To know how true this is go back over the modern history of 240M-3 2,313,000 30 Ibs. 
relief valves. With the rapid increase in closed systems, casualty 36 Ibs. 
companies, the National Board, and others concerned with boiler 
and heater safety went to work . . . and the net result was today’s | 240M-4 2,710,000 30 Ibs. 
commendable A.S.M.E. Boiler Code calling for certified Brtu-rated 36 Ibs 
relief valves. . 

Closely following this work, McDonnell & Miller developed 240-2 IN.-30 3,130,000 30 Ibs 
the first of all Btu-rated relief valves. They were not only first into 

f : 240-2 IN.-36" 

the field; they are still first. They not only conform to the letter of 3 3,550,000 36 Ibs 
the code; they go beyond this: introduce new standards of thetr own. 























*Recommended installation 

36 Ib. opening valve, with smaller 
xiliary valve set at 30 Ibs 
for thermal expansion 


New Bulletin P-33 gives up-to-the-minute facts 


a 
* A new bulletin shows why and how the entire rated capacity of ' 
McDonnell Relief Valves is obtained without diaphragms or 
other auxiliary lifting devices. 
® It shows how this operation—this operation so basic to safety 
—is ideally accomplished by using specially calibrated “low rate” 
springs, matched to disc area to give smooth precise lift and tight m 
closure. 


* Itexplains the widely adopted McDonnell principle of progres- 
sive settings that keeps discharge in step with function .. . small 
valve relieving normal expansion; large stand-by valve ready for ASD» 
the emergency. YINNEL} R 
} a 
and 24 


These and many more significant facts are covered in the bulletin. 

Note the accompanying table listi ef eve © Sep “ 
ote the accompanying table listing a valve for practically every lEs 

boiler—McDonnell quality straight across the board. ‘ j 


MSDONNELL & MILLER, Inc. 


3500 N. Spaulding Ave., Chicago 18, Ill. : a YOu 


Doing One NN, Shingo. io a ye 


, Send me a copy of new Bulletin P-33 covering McDonnell 
cD0O we NEL Safety Relief Valves for hot water space heating boilers. 
a { 
* COMPANY NAME 


STREET ADDRESS 








CITY, ZONE & STATE 





BY. 





Mail to: McDonnell & Miller Inc., 3500 N. Spaulding Ave., Chicago 18, Il 





